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6 dozen matched Green Thumb tools in mobile self-service Tool 


Island. Retail value $211.21. Price to dealer $127.27* deliv- 
ered, if ordered before December 15. See your Green Thumb 


wholesaler. *Slightly higher in West. 
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the amazingly successtul 
way to sell top-profit 
lawn and garden tools 


Thousands of dealers tell us this Green 
Thumb Merchandiser is the best set-up they 
have had for selling Steel Goods — that it 
increases customer self-service, impulse buy- 
ing and multiple purchases — that it has 
sold more first quality tools than anything 
they have ever used. 


You can see why. The GREEN THUMB 
Merchandiser puts a complete matched se- 
lection of garden tools in a small (2'x4 ft.) 
space, in an up-front or outside traffic loca- 
tion, and encourages self-service. 

Order yours now for next Spring, along 
with other needed items of Steel Goods. 
Take full advantage of your 5% early order 
discount. 


THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 





Typical Testimony of 
Thousands of Dealers 





‘We have already sold more tools this season than 
all last season.’’ BRENTWOOD PLAZA, Sacramento, 
California 


“It has made many impulse sales, increasing our 
sales of tools at least 25%.'’ OLIVE HARDWARE, 
Leavenworth, Kansas 


“Helped us move our entire initial order, which 
was quite sizeable, in about 6 weeks... as many 
as 4 reorders on some items.'’ DRYCO HARD- 
WARE, Portland, Maine 


“Your Tool Isiand is the hottest salesman in my 
store."" DUCETT'S, Burlington, Massachusetts 


“We built a garden department around this island 
with seeds, fertilizer, lawnmowers and other gar- 
den and lawn merchandise. It not only increased 
tool sales about 25% but also helped sell the 
other garden goods."' LEHMAN HARDWARE, St. 
Lovis, Missouri 


“Best tool display on the market. It encourages 
self-service as well as multiple sales." GUGEL 
HARDWARE, Marysville, Ohio 


“Have had to refill several times."”” ROACH FEED 
& SEED, Garland, Texas 


“Has sold more tools for us than any former 
Spring and the tools are all first quality."" CHEST- 
NUT HILL HARDWARE, Lynchburg, Virginia 

















The R-W line of QUALITY hardware in- 
cludes all of the following products: 


@ “LOCK-JOINT" Track and Hangers for doors of 
all sizes and weights. 


@ R-W Weatherproof Barndoor Track and Hangers 
... the favorite of farmers everywhere. 


@ R-W “Ear-Way” Track ond Hangers for light 
weight sliding doors. 


@ Latches, Hasps, Door Bolts, Flush Pulls and Door 
Handles for all types of doors. 


@ Stay Rollers, Binders and Floor Guides for sliding 
doors. 


@ Hinges in a broad assortment of types and sizes 
... including Butt, Surface, Strap or Jamb type 
hinges. 


@ Studding Sockets that securely anchor studdings 
and corner posts to the concrete floor or founda- 
tion. 


@ Complete hardware sets for single and double 
straight sliding doors. 


@ Complete line of Fire Doors and fire door hard- 
ware... industrial doors of all types and sizes. 


@ Electric Operators that will automatically open 
and close all types of doors and gates... whether 
they swing, slide or fold. 





Sell the R-W line of Cualig hardware 
...sales tested and accepted for over 77 years! 


FOR STEADY 
TURN-OVER 
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Richards-Wilcox offers you a complete line of top-quality 
hardware that sells on reputation ... «a line you can sell with 
the assurance of knowing it will provide years of trouble-free 
service for your customers. Best of all, R-W provides one de- 
pendable source for all of your hardware requirements... 
all time-tested, quality products that will provide greater sales 
volume and added profits for you. From track, hangers and 
hardware to the best line of Electric Operators and doors, you 


can rely on R-W products to provide complete satisfaction.Sell 
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the line of “least resistance”... R-W quality hardware. 
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oF 

? . . « for complete information on the 2 
profit-making line of R-W quality hard- ¥ 

ware. Request your copy of Catalog Be 





No. 100-R. 





Richards-Wilcox 


MANUFACTURING COMPANY 


‘A HANGER FOR ANY DOOR THAT SLIDES 





310 W. THIRD STREET, AURORA, ILL. Branches in Principal Cities 
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Why quality outsells price 


In durable hardware, I mean. In tools and margin of profit for all—without com- 
machinery meant for years of hard use, a promising on quality. This faith in quality 
low price is just no match for high quality. has paid off for us. 

Some “‘price’’ lines do have their place Nobody—that's right, nobody—goes into 
in hardware merchandising—certain quick- your store planning to spend his last 
sale items made for fast consumption. dollar on a new power mower. Almost any 
Price is important when you're talking customer in the market for a mower can 
in pennies. be shown the advantages of buying a 

But when you're talking dollars, quality, LAWN-BOY for just a few extra dollars 
real quality, takes over. ee the a a aaah 5 sree aaa 

ow an emonstrate N- 

: True, there's a ir a of your cus- next to any “price” model, and your cus- 

omers—and Ee a a tomer will easily see why LAWN-BOY’s 

alone. They don't seem to care about real quality features make it the leading power 

value, features, or service—just how little mower in America. When you tick off the 

they must spend for the product. Fortu- differences, feature by feature, your selling 
nately for everyone, “price” buying isn’t job becomes easier and easier. Most cus- 
‘ widespread enough to hurt the quality tomers, when they’ve noticed these dif- 
: market. Here’s one reason why: ferences, will be afraid to sink their good 
° Some of you have asked me, “Why money in the cheap mower. They’ll gladly 
: doesn’t LAWN-BOY put out a low-end invest a few more dollars in quality instead 
“ price’ mower, just to round out the line?”’ of tossing everything down the drain for 
3 Usually I answer like this: We conceived _ price. 
2 LAWN-BOY for the purpose of cutting What have your experiences been in 
4 grass better than any other mower. We selling real quality against mere cheapness? 


priced it competitively, and left a good 


Drop me a card. 


ae 


oe « See See 


Sales Manager 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT * OCTOBER 10, 1957 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson 200 Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 







LAWN©OBO 
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UNIVERSAL (Cokonati, (itil Cooking | 


Faster, Better “Surface Cooking” than you can get on any range! 



























WITH 2 GREAT EXCLUSIVES 
that outperform every other method! 








“LONG PROBE” 
CONTROL 


Cookamatic’s extra long, all alu- 
minum probe covers more area of 
the utensil. Because of its length matched for each utensil and its 
and material it reacts quicker and type of cooking. This results in 
more accurately to heat changes even distribution of exact heat 
than shorter steel probes. for more perfect cooking results. 


“BALANCED HEAT” 
DISTRIBUTION 


Universal’s heating element and 
probe housing are scientifically 


Automatic Griddle $16.95 
















Automatic Frying Pan 
oO , ~ Medium or large size. 
tf ~™thf \ Metal or glass “Peek-in” cover extra. 





$14.95 
Automatic 3-Quart Saucepan 


with self basting cover. 


ee ae 
a a 
> 


One *6* Control serves them all ee 
detaches so each appliance is completely submersible » — en 


Universal presents a complete, automatic meal-making line with the finest 
“probe-type” appliances on the market. Universal Cookamatic Controlled 
Appliances are heavy gauge aluminum of the finest quality . . . the most accurate 
of automatic controls . . . heating elements specifically designed for each appli- 
ance and a host of deluxe features to make it the top line in eye appeal and 
sales appeal. Ask your distributor to show you the complete line and the 
sensational program behind it. 





$18.95 





Automatic 5-Quart 


with self basting cover and trivet. 


Get a 6” Control lac GE when you buy this 
4-piece Hostess Display Pack—Make an extra 6% profit! 


Here’s your big opportunity for bigger sales, more profit. Get this beautiful 
4-color display box for your counter with the full sales story in the cover. 
Use the extra control to offer a $67.75 set for only $60.80, or sell it separately with 
any appliance for an extra $6.95 profit. Either way you win! 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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for Better 
Values 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 





New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store location. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 
Chain, RED for BBB Coil Chain. 


Packages for Shelf Chain Items 


New Cartons 
. for Quick identification 


These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 





Steel Drums 
for Bulk Chain Selling 


Sturdy steel storage drums, with 


readily removable tops, are used for 
Acco Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 


Why Acco’s new packaging 
program means easier, 
faster chain sales! 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCO’s great new packaging program. 

Now the entire American Chain line of hardware-store products 
is packaged in distinctive containers that make it easy for the 
customer to select exactly what he wants, quick as a flash. And 
the ACCO packaging enables you, the dealer, to locate desired 


items in seconds . 
neat, effective, inviting manner. . 
more easily ... 
with less effort. 


.. to display your American Chain stock in a 
. to control your inventories 
and finally, to sell more chains in less time and 



























Newly Improved 
Chain Sales-Maker 
The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 
With the attractive Chain Sales-Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales-Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Illustrated is 
Assortment 38, our most popular one. 


Assortment No.38 (7 reels) 

175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


Order through your American Chain Distributor 


Typical packages are pictured on this page: boxes, cartons, 


He is willing and able 


to give you prompt chain service at all times 



































steel drums, ACCO-PAILS and the quick-action Acco Chain Sales- 

maker. All containers are labeled in bright colors for instant : se all 

identification of the Acco brand name, also of the contents of American Chain Division 

the container. AMERICAN CHAIN & CABLE 

All these acco packages have high impact and recognition ®ridserer. Conn. * Factories: "York and “Braddock, Pa. 

value. They not only identify the merchandise, but help identify cong ao ry psc Bape athe ages ced . 

ee ee for the very best in chain quality and *tnatns Wtaiidioons tovile *Portland, Ore, *ien Freaden : 
can Chain! 
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Editorial 


by W. A. Phair 


Something is happening. . . 


If you can put “curiosity” to work in your store, you’ll be using 
one of the greatest merchandising tools ever developed. 


Curiosity is one of the strongest and most universal of the many 
forces that cause people to buy things. Because of this, curiosity 
makes a wonderful merchandising tool. But not very many hardware 
stores use this tool as often as they should. 


Just take a look around you, at the activities of the big depart- 
ment stores, or the big chain groups. Notice how their ads and their 
Store displays make you feel that there is always something doing. 
Note how they create an air of excitement in their promotions, how 
they stir up a shopper’s curiosity. 


The reason why the big stores use these techniques so consistently 
is because they know these methods pay off in creating better traffic. 


How about you, the independent hardware dealer, putting curiosity 
to work helping you sell more merchandise? The big Christmas sell- 
ing season is coming. This will be a real opportunity for you to 
move a large volume of merchandise. But how are you going to get 
the traffic you need to make these sales? 


Are you going to just open your store doors in the morning and 
hope some customers walk in? Or are you going to stir up some 
excitement, and work on the curiosity of your customers so they will 
want to come into your store to see what is happening? 


If you are in or near a shopping center or a group of neighborhood 
stores, you can be sure right now that most of the stores in those 
areas will be busy whipping up an air of excitement and stirring 
up shoppers’ curiosities all through the Christmas season, with 
strong promotions. 


Will your store be a part of this excitement? Or will it be just a 
nice, quiet, unexciting place ... without customers? 


While the average hardware dealer can’t expect to compete di- 
rectly with the promotion efforts of some of the big chains, he can 
still do a great deal that will create a sense of excitement about his 
store. 


We say this can be done, because we have seen it done on many 
occasions. Store size is no factor in creating excitement. The only 
factor is your cleverness and your willingness to plan in advance. 


But what are the prospects for this Christmas? Is the outlook 
good enough to justify a lot of planning? What’s the best way for 
a dealer to get his share of the Christmas shopping dollar? 


If you’re asking questions like this, and you should be, then you’ll 
find some real useful information in the Hardware Age Christmas 
Merchandising Guide on p. 105. 











Editorial 


continued 


The reason we publish this Guide at this time of the year is because 
this is the best time to begin planning for the holidays. In the past years 
we've had dealers write us and tell us that by following some of the sug- 
gestions in the Christmas Guide, they have been able to increase their 
business. 


We certainly don’t think that everybody who reads this year’s Guide 
will increase his business, but we are sure that you’ll find many very 
useful ideas for better promotions, or for improving those you are now 
using. After all, the suggestions in this Guide are based on ideas that 
have actually worked for other dealers. 


So let’s start now, planning on how to create some excitement in hard- 
ware stores. Let’s make people think that things are happening in the 
hardware stores. 


Where are the demonstrators... ? 


I would be a rich man by now, if I got a dollar every time I heard a 
manufacturer say, “The trouble with dealers is that they won’t take time 
to demonstrate a product... .” 


I agree that dealers could do more demonstrating than they do, but 
before you get too harsh with dealers, let’s look in the mirror and see how 
much demonstrating the manufacturers do. 


If you read the literature sent out by manufacturers you will very often 
find the expression, “put on factory demonstrations.” That’s a good idea. 
But have you ever tried to line up some factory demonstrators for a store? 
Try it sometime. 


Many dealers have told us that it is extremely difficult to arrange for 
factory demonstrations. For example, one dealer recently wrote to about 
50 manufacturers asking their cooperation in a big promotion the store 
was putting on. And this is a big volume store . . . well into six figures. 
Most of the manufacturers didn’t even bother to answer the letter. A 
dozen or so said they had no factory demonstrators. About five did offer 
to send factory men. 


We know that there is a cost involved in these demonstrations, and I 
think most stores would be willing to share the cost. 


An Eastern dealer commented recently that if manufacturers would 
stop using these microscopic ads in consumer magazines just so they can 
say, “As advertised in.. .”, and use this money for factory demonstra- 
tions in stores, they would accomplish a lot more toward building up 
consumer interest. 


So many dealers have been disappointed in tneir efforts to get factory 
demonstrations that they have discounted the whole idea. This is not 
good. Now, because we of Hardware Age believe that factory demon- 
strations in hardware stores is good merchandising, we will be glad to 
report in our pages the policy of any manufacturer who does make factory 
men available for demonstrations. 


So if you, the manufacturer, have a program for store demonstrations, 
write me the details, telling if a fee is involved, etc., and I’ll see to it that 
our readers learn about it promptly. 
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Superior locks...keyed alike 


and masterkeyed...always 





specialty 


| ILCO Aristocrat 
meee Standard Duty 





ILCO Baronet 
Low-cost Residential 


NIGHT LATCH 





JIMMY-PROOF 
LOCK 


SECTIONAL [> HANDLE 


LOCKSET et CYLINDER 


MORTISE 
DEADLOCK 





Any way you look at it, ILCO gives you more... in quality, in 
service, in extra features. 

Typical examples — ILCO’s two outstanding lines of cylindrical 
locks, Baronet and Aristocrat: dependable; easy to install with ILCO’s 
special boring tools; beautifully designed, decorative trim plates; can 
be masterkeyed with other ILCO 5-pin tumbler cylinder locks — also 
keyed alike in sets. 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
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BY WASHINGTON 


Farm income up, your rural 
sales should climb this fall 


If you have many farmers in your market area, 
figre on a rising volume of sales of appliances, home 
and farm modernization supplies, and tools. Don’t 
plan on much of an increase in demand for seed and 
fertilizer. 

Net farm income in the third quarter of this year 
—what farmers have left to buy with—ran a half- 
billion dollars higher than last year. In the August- 
September period, farmers take-home pay was up to 
an annual rate of $12.1 billion. 

The increase was caused by average farm prices 
running about 3 percent above last year, plus larger 
and earlier government soil bank payments. But the 
volume of sales was below last year, so the demand 


for fertilizer and seed probably won’t increase much. 


Outlook 


Figure on an average increase of a little better than 
2 percent in sales to farmers. For farmers raising 
primarily livestock, figure on an increase of almost 
5 percent. But for those depending on crops, par- 
ticularly wheat, cotton, and potatoes, and those 
specializing in poultry and eggs, don’t expect any 
increase. 


Sell school supplies? Boom 
babies are school age now 


Your sales of merchandise associated with students 
—including sporting goods, school supplies, and toys 
—should be better than ever this year. 

For the thirteenth consecutive year, school enroll- 
ment has set a new record. Some 1.7 million more 
children are attending school this year, bringing total 
enrollment to 43 million (one out of every four 
persons in the country). 

To help you plan, here’s the breakdown: 

There are 30.6 million children in elementary 
schools, kindergarten through the eight grade; 8.4 
million in high school, grades nine through twelve; 
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and 3.4 million in colleges and universities. The 
remainder are in special schools. 


Outlook 


Step up your promotion to the younger customers. 
Plan your inventories to meet an overall increase of 
more than 3 percent in this merchandise, broken 
down this way: a 8 percent increase in sales to 
students in the eighth grade or below; a 7 percent 
increase in sales to high school students; and a 5 
percent increase in sales to college students. 


Local conferences will give 
you big firms’ research data 


How can you, with a limited budget and lack of 
time, profit by distribution research which is avail- 
able at little or no charge? You may get some 
answers during the next 12 months at a series of 
special conferences across the country. 

The conferences will be the outgrowth of a national 
conference, called by President Eisenhower and held 
in Washington in late September. Some 1000 experts 
gathered to try to figure out how to help small firms 
benefit from research. 

Most small firms now don’t take full advantage of 
the distribution research being conducted by larger 
firms, the government, trade papers and similar 
groups. Lots of valuable information collected by 
larger groups is being wasted. It could mean money 
in your pocket as a dealer. The regional conferences 
are to help you use it. 


Outlook 


The conferences will be set up at the local level. Help 
organize one in your community, city, or county 
through the local Chamber of Commerce or similar 
group. Get your fellow merchants behind the project. 
Write to the Small Business Administration for help 
in planning your conference. 

(Continued on page 156) 
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No other jig saw has all these features... 
and is so low priced for volume sales 





MODEL 2100 


New — See-As-You-Saw 
Jig-Lite 

New — Left or Right 
Angle Adjustment to 45 


New — Eight Inch Rip and 
Circle Guide 


New — Auxiliary Guide 
Handle 


New — Fast Cutting 
2650 Strokes per Minute 


Outsell others 2 to 1 with the 
sensational all-new Shopmate Jig Saw 


Early sales tests show you can expect two to three EVEN THE RECOMMENDED PRICE 
times the volume with this new Shopmate quarter-horse LOOKS LIKE A SPECIAL! 

husky. It cuts 2 x 4’s, makes 45° bevels on either side, cuts Because we build the entire 

perfect circles and even makes its own starting hole. es from die prea og 
Auxiliary handle attaches to either side for added control. iis letees ng en gear 

The new Shopmate cuts everything from metals to ing, and profitable, low 
leathers. Comes with three special blades that give it the price of + 
combined versatility of seven other saws: rip, band, 


coping, crosscut, scroll, keyhole and hacksaw. 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
MAIL 320 West 83rd Street, Chicago 20, Illinois 


HERE’S PRE-SELLING SUPPORT! ad adenine ise Please send complete information on the 
MECHA —e nh poreclagg: — Rens Jia Saw, including 


Big space ads in potent consumer : q + serial 
publications like the POST and POPULAR imme Prices and promotion material. 


MECHANICS introduce this dynamic new jig FULL eee 
saw for you. To help you more, you receive FREE 1130) 
ad mats, streamers and display material. 


EMER aporess 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street « Chicago 20, lilinois —_— cians 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 






for a green 
All signs point to strong fourth quarter sales capped by a record Christ- 

Christma | mas. Consumer spending continues to set new highs each month. Busi- 
nessmen are planning ahead optimistically, despite recent stock market 
drop. Factory production is picking up. So are new orders. Wages 
and salaries continue to rise. Prices of many goods remain unchanged. 
That’s what the government reports. HA Recommendation: Get ready 
for record Christmas sales in your store. The effort you put into your 
promotion will be refiected in your sales. Get the facts for planning 
your Christmas promotion from the Christmas Merchandising Guide 
starting on page 105 of this issue. 















if you need 
If you’re thinking of borrowing money to expand your business, wait. 

a loan, wait _ . . It will be easier to borrow money a few months from now. That’s what 
the nation’s bankers predict. They say signs indicate that tight money 
pressure is easing. Demand for business loans is slowing down. In- 
terest rates are expected to drop slightly in the months ahead. HA Rec- 
ommendation: If you need a business loan now, you should be able to 
make a bank loan easier now than a few months ago. If you can, wait 
before making the loan. Go over your expansion plans to make sure you 
borrow no more than you actually need. 

























melamine 


The number of melamine dinnerware lines is increasing. Number now 
moves ae totals 65, a 14 percent increase since January, the Melamine Council 
reports. Reason for increase is growing popularity of patterned lines. 
Council reports low-end promotional lines are being dropped to make 
room for new patterned lines. HA Recommendation: If you do not stock 
melamine dinnerware, you might consider adding some lines for Christ- 
mas giftwares. If you do stock melamine dinnerware, give more atten- 
tion to patterned lines since manufacturers seem to be concentrating 
their big push in these lines, since this is what customers are buying. 





/ 
don't become , ai a : 
The number of business failures is edging upward. By August, failures 
Fy statistic were 4 percent higher than a year ago and up slightly from the pre- 
raph World War II rates for August. Much of the increase has been in stores 
handling appliances. All regions, except the Mountain States, show an 
increasing number of business failures. HA Recommendation: Keep a 
close check on your stock control. More hardware stores failed last year 
because of poor stock control records and inadequate sales than for any 
other reason. Check your operation against these weaknesses. Don’t 
be a business failure statistic. 





... turn to p. 196 for more news on how’s the hardware business 
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Weldwood Counter Model Adhesive Center — Your Profit — Weldwood Floor Model Adhesive Center — Your Profit — 
$25.06 on a $39.88 investment! You get this $10.50 merchan- $43.55 on a $99.89 investment! You get this $40 merchandiser 
diser FREE with your initial order. Ideal for stores with limited for only $9.95 with your initial order. Built-in recessed lighting. 
floor space, stocks all popular sizes. Stocks complete selection of all the best-selling sizes 




















Which Weldwood Adhesive Center 
solves your sales and space problems? 







Now! Two compact, complete self-merchandisers 
[ | consolidate bulky inventories 


So 
< : 
ss ‘ 
bee . 


yy gc tag [ ] save valuable shelf space 
Weldwood [] sell more glue 
PLASTIC RESIN CEMENT 


* Stone wees eo : 
* hommes sar sateen’ SM 


GLUE HERE’S HOW A WELDWOOD ADHESIVE CENTER IN YOUR STORE CAN HELP YOU: 
a mn 


b | —_ “ e a complete package—stocks a balanced assortment of the 4 
) » oot lee * : 5 come Oe fast-selling adhesives that cover 95% of your market. 
3 Bobes if wirsog? caer P 

On PRisst , 





* saves your time—color-keyed selector chart and clearly marked 
prices help customers select the right glue. 

Bet tciee © oe. a e steps up turnover—gives point-of-sale impact to extensive na- 
Plastic-Resin Glue — makes Contact Cement — bonds in- tional advertising in Life, American Home, Mechanix Illustrated, 
wood joints even stronger stantly, permanently, on con- Popular Mechanics, Popular Science, and other magazines. 


than the wood itself. 






te satte 


ee 
aye 





tact without clamping. 





United States Plywood Corporation 
Dept. HA10—57, 55 W. 44th St., New York 36, N. Y. 





Please rush me my Weldwood Adhesive Center (check model) complete 
with adhesive assortment, at special price indicated. 

Veigwoo'd B. 
*arenparo”’ © 


[] Counter Model—$39.88 (Retail value—$64.94) 
[] Floor Model—$99.89 (Retail value—$143.44) 


®tsoncine* 
GAue 


SP 


ae Se tas Reo Store Name.......... 
poe - eg . = io % 


Waterproof Resorcinol Glue Presto-Set Glue—ready-to-use My Name... ....----- eee cere ence een nen e ene e eee neeeeneeenaeeees 

—for a completely water- household glue, quick-setting, ES eee Oi ici BS ea) oi: 

proof bond, impervious to won't stain 

heat, cold, oils. SEI EOE GS OP EE PE TO ee 
te ns ce sear eedeee ces ye Pree re Ss éaevees 


MAIL THIS COUPON TODAY! => 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Home workshop drill press 


Owners of home workshops will 
be interested in this drill press by 
Homecraft. This versatile tool has 
four speeds for drilling wood, plas- 
tic, metal, glass and ceramics. All 
pulleys are balanced to prevent 
chatter. The standard spindle has 
a geared \% in. chuck. Delta’s com- 
plete line of accessories for this 
unit cover mortising, sanding, 
grinding, shaping, routing, plug 
cutting and other operations. 
Available with or without stand. 


~ &£4£24. 2 


Also available is the Homecraft 
scroll saw with a 16 in. capacity. 
This unit will handle stock up to 2 
in. thick. Delta Power Tool Dviv., 
Rockwell Mfg. Co. 


For more data circle No. 1 on postcard, p. 169 


Chromium roasting rack 
Safety-Lift handles are a feature 
of this chromium roast rack. This 
Kenberry Deluxe rack has cross- 
bars of round % in. rods and a 


14 


44% in. steel frame. The unit ad- 
justs to five positions and folds 
flat for use as a grill, cake cooler 
or trivet. Retails for $1.89, in 
the West, $1.98. John Clark Brown, 


Ine. 
For more data circle No. 2 on postcard, p. 169 


Snow shovel protector 


Homeowners and snow plow op- 
erators will be interested in this 
spray coating that prevents snow 
from sticking to shovels, power 


throwers and plows. Slikote is a 
colorless liquid that also resists 
rust formation and protects the 
metal during storage. A 16 02 
aerosol can retails at $1.98. Speco, 


Ine. 
For more data circle No. 3 on postcard, p. 169 


Versatile dishwashing brush 


Housewives will be interested in 
this Saran bristled plastic handled 
brush that can be used for dish- 


washing and scouring. The new 
Oxco brush has bristles curved 
around the tip for extra utility. 
Handles are available in yellow and 
pink. Retails for 98¢. Ox Fibre 
Brush Co. 


For more data circle No. 4 on postcard, p. 169 


Door knob wall protector 


Housewives will be interested in 
these cushioned-air wall protectors 
for door knobs. The soft rubber 
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Want more information on these 
products? Then use free post 
card on page 169. 


in hardware merchandise... 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








Wee OR ome Cee 


= 


tome ats. SuOrECIOS 








covers stretch over the knob and 
prevent damage to the wall. Avail- 
able in pastel colors and in two 
sizes. A two-color display card 
holds 1 doz covers which retail for 
39¢ each. Clover Products. 


For more data circle No. 5 on postcard, p. 169 


Lantern for fishermen 


After dark fishing enthusiasts 
will be interested in this lantern 
designed to fit in a tackle box. The 
adjustable head leaves hands free 
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and the powerful spot beam gives 
good visibility. The square case 
is 2-tone green with chrome head. 
The rustproofed lantern retails 
for $4.95, less battery, and comes 
packed with a free fisherman’s 
waterproof case for license, 
matches and money that floats. 
Free offer covers all lanterns sold 
before Dec. 31. Justrite Mfg. Co. 


For more data circle No. 6 on postcard, p. 169 


Ice crusher-bucket unit 


The Sparklet ice crusher also 
doubles as an attractive ice bucket, 
with carrying handle and extra 





lid. Ice is crushed fine or coarse 
by handle movement. The dark 
plastic base is translucent and 
flecked with gold. The top is 
trimmed with chrome or copper. 
Retails for about $12.95. Other 
items available from the firm in- 
clude the Fryryte deep fryer at 
$22.95 and an electric hair dryer 
at $16.95. Knapp-Monarch Co. 


For more data circle No. 7 on postcard, p. 169 


Outdoor grill line for 1958 


Two series are featured in this 
line of barbecue braziers for 1958. 
The H-22 series features a 4-hour 
timer, 2-section, split level grill, 8 











in. wheels and front control panel. 
The 24 in. bowls are porcelain- 
ized steel. Prices range from 
$49.95 for the basic unit. Model 
shown sells for $74.95. The H-20 
series ranges from $19.95 to $49.95 
and offers 24 in. firebowls and 
spiral grill. A portable H-10 model 
is also available at $9.95. Arvin 
Industries, Inc. 

For more data circle No. 8 on postcard, p. 169 


Push-button can opener 


Any size or shape of can may 
be opened by this completely auto- 
matic push-button electric can 
opener. A press of the button punc- 
tures the can and removes the top 
in one operation. A magnet lifts 

(Continued on page 166) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 169. 


HELP YOU SELL MORE 





Gift packed mail box line 


The entire line of McKinney 
mail boxes is offered in Christmas 
gift packages at no extra cost. The 
vertical boxes in the line include 
black Colonial iron with and with- 
out brass trim; white enamel on 
Colonial iron with brass trim; 


solid brass. Horizontal boxes are 
in the contemporary black finish; 
new contemporary with white 
front; Colonial white finish; Colo- 
nial black finish. McKinney Mfg. 
Co. 


For more data circle No. 9 on postcard, p. 169 


Cabinet hardware display 


Concave and convex Comfort 
Grip pulls, Spotlight knobs and 
back plates, and Mirropulls in the 
most popular finishes are high- 
lighted on this display panel. These 
cabinet hardware items are shown 
on a grained wood background. A 
model door mounted on the front 
with inset hinges holds hardware 


16 


and also opens to reveal descriptive 
copy on the hardware shown. 
Washington Steel Products, Inc. 


For more data circle No. 10 on postcard, p. 169 


Aluminum nail packaging 


Ten different types of the most 
used nails for home craftsmen are 
packed in these brightly colored 
windowed boxes. Each package con- 
tains from 100 to 450 aluminum 
nails, depending on size and re- 
tails for 98¢. Shipped in 12 unit 
self - merchandising cartons. The 





Household Pack is plainly marked 
for design, size and quantity. Alu- 


minum Co. of America. 
For more data circle No. 11 on postcard, p. 169 


Revolving glove display 


This sturdy wrought iron revolv- 
ing rack stands 31 in. high and 
has a 14 in. base. The Counter 
Glove Department holds 12 each 





of knit cotton lined Bluettes, cot- 
ton down lined Super Ebonettes 
and color lined Ebonettes, all made 
of DuPont Neoprene. The display 
is free with this assortment. Pio- 


neer Rubber Co. 
For more data circle No. 12 on postcard, p. 169 


Measuring tape gift boxes 


Evans White-Tapes flexible steel 
measuring tapes are being pack- 
aged in Christmas gift boxes until 

(Continued on page 181) 
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INDOOR-OUTDOOR HOME BELL 








Suggested 
Retail 


$2.49 





Gleaming, polished aluminum bell, 


with satin black ship's wheel bracket. — 4 





THAT SELL! 


® A Complete Line 
® A High Profit Line 
® A Big Volume Line 


SuMMEr 


NOW... Bells that Sell in a complete price 
range! Beautiful gleaming bells that almost sell 
themselves . . . display packaged for a quick trip off your 
counter. And, a price to fit any customer’s pocketbook. 


These bells are perfect for Barbecue, Patio, Garden, 
Playroom, Bar, Tool Shed, or Porch. Ideal House 
Warming or “back to the country” gifts for 
friends. All year-round sellers . . . 
Fall, Christmas, Spring or Summer, 
anytime is “BELL TIME”. 









y 





ae - 


- Se. 


ean > oS, 


































AS oe 
RS. 
LAY s/s 
ey | SS VAS 
LL K YN 4X 





EVIN BROS. 


MFG. COMPANY, East Hampton, Conn. 
Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, N. Y. 


~ 


EET REPRE. 





-— 
—eE 


| 


EE — 


ke 


Ask your jobber about BEVIN BELLS THAT SELL! 1_...........--.....-......-.-.-..- 
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Good tuck horseshoe bracket, polished aluminum bel! with a clear, tasting tone. 


$7.49 
ANY TIME 








BARBECUE BELL 












Suggested 
Retail 


PATIO-GARDEN 


A beautiful, fully polished brass bell! . . 
everywhere, anytime. 


BELL 


. @ big seller 


Bevin Bros. Mfg. Company 
105 Duane Street, New York 8, New York 


Please send me more information on Bevin Patio Bellis, Home Bells 
ond Barbecue Bells. 





Cc 


r 





AAA 
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REVERE WARE INVENTORY CARD 


REVERE COPPER AND BRASS INCORPORATED 
ROME MANUFACTURING COMPANY DIVISION 
ROME, NEW YORK © CLINTON, ILLINOIS © RIVERSIDE, CALIFORNIA 


COVERED DOUBLE BOILERS 





1440 1%-Pint 





1441% 1%-Quart 











1442 2-Quart 





COVERED FRENCH CHEF SKILLETS 





6-Inch 





7-inch 





8B-inch 





9-Inch 





10-inch 





12-Inch 





COVERED SAUCE POTS 





1424 4-Quart 





1473 5-Quvart Sauce Pot with Trivet 





1426 6-Quart 





1428 8-Quart 











COVERED DUTCH OVEN 





1585 6-Quart 





—— 





1434 4-Quvart 





1436 6-Quart 








1438 8-Quart 








OPEN COMBINATION PAN 





399 1-Quart 





SQUARE SKILLETS 





1494 10%-Inch Covered Square Skillet 





1496 13-inch Covered Square Skillet 





ROUND GRIDDLE 





1480 12-inch Round Griddle 





COFFEE MAKERS 





1514 4-Cup Percolator 





1516 6-Cup Percolator 





1518 8-Cup Percoletor 





1544 14-Cup Coffee Maker and Server 





1594 4-Cup Drip Coffee Maker 











1598 8-Cup Drip Coffee Maker 





MIXING BOWLS WITH HANGING RINGS ( 





1-Quart 





2-Quart 





3-Quart 





4-Quvart 





6-Quart 


























1 2 
Sold 


Facts show 


stock checks 


pay off! 


This is a Revere Ware Inventory Card. Deal- 
ers who use it to keep stocks up, sell more, 
make more. And we've facts to prove it! 

Ask for copies (Form Mfg-596). Use them 
to protect your volume business where the big 
pay-off is. For instance, check your stock of 
Revere Ware packaged sets. They're getting 
hotter now as holidays draw near . . . are 
always good for gifts. And make sure you 
have plenty of each Revere Ware item. See 
your Revere Ware Supplier now! 


TWO “VOLUME” BUILDERS FOR FALL! 


No. 2220. New solid-cop- 
per kettiette ($6.95). Gets 
attention! Helps move ali 
the Revere Wore Kettles. 


No. 943. Gleaming stain- 
less steel mixing bow! set 
for only $5.98. 1, 2 and 3 
quart sizes. Convenient 
rings for hanging. 
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4 Going Our Way 7 


4 
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The Dea/ of a 
Lifetime! 


... Order 1000 feet 
(any style) of Swan 
Garden Hose from your 
Swan Wholesaler and 
See How Easy it is to 
Get this... 






The SURE Way to Volume Garden 
Hose Sales and Profits! 





SWAN GARDEN HOSE CENTER 
See how LITTLE IF COSTS fo 
the right sare 4ose for your lown 





| 
SAUONS DELIVERED PER MINUTE 
4 ? 6. i4 7 31 i —- 


TIME TO WATER AVERAGE - SIZE LAWNS 
8 $2 


, 


bh £- tae Cr-teel-lel wl elt 
iki) eedar-taleoit-t-1s 





Quick Facts About 
Swan's Merchandiser 


Sturdy 18 gauge steel construction covered with 
weather-proof baked enamel — easy to clean 
and keep clean. 


Requires minimum floor space ... measures 
only 18%% inches square by 68 inches tall — yet 
holds up to 25 coils of Swan Garden hose. 


Ball bearing casters make for easy movement 
about store or out on sidewalk to catch street 
traffic. 





A Swan Garden Hose selling fixture for your 
store that you'll be proud of. Lets you keep a 
visual check on your Swan inventory. 


GIANT SIZE SWAN FLOW CHART ON TOP 
PANEL SHOWS CUSTOMERS WHY IT 
PAYS TO BUY A HOSE LARGE ENOUGH 
TO DO THE JOB. A BIG AID IN MAKING 
QUICK SALES AND HELPING CUSTOM- 
ERS SERVE THEMSELVES! 


Designed specially for Swan’s new BULL’S 
EYE CENTER COIL DISPLAY CARD 
PACKAGING. 


P.S. You couldn't have one 
made like it for *+25.00 


SWAN RUBBER CO. - BUCYRUS, OHIO - The World's Largest Manufacturer of Garden Hose 











IT’S EASIER TO SELL SW4// GARDEN HOSE 
THAN ANY OTHER KIND 





Swan TRANS-LITE ! COLORS 
No. 8856 Sais moms tonne tase 
Guaranteed 8 years nue 
A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


7G? 


SWANLITE 
No. 8700 
Guaranteed 5 years 
A full Ac-inch inside 
diameter 50-Ft. coil 
to retail at 


*4iss 


SWANSEAL 
No. 8360 
Guaranteed 5 years 
A full Arc inch inside 
diameter 50-Ft. coil 
to retail at 


$=3°9>5 


SWANSEAL 
No. 8501 
Guaranteed 5 years 
A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


$4so 


SWANSEAL 
No. 8500 
é Guaranteed 5 years 
A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


SWANSEAL 
No. 8640 
Guaranteed 5 years 
A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


795 




























And 18 Much Mote Profitable! 


SWAN NYL-CORD 
No. 8530 
Guaranteed 8 years 
A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


795 


SWAN 
PRESSURE-MESH 
¢ No. 8860 
te, B95 Guaranteed 10 years 
i A full ‘2-inch inside 


diameter 50-Ft. coil 
to retail at 


a” aaa 


SWAN NYL-CORD 
No. 8590 
Guaranteed 8 years 
A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


a” nae 


SWAN 
PRESSURE-MESH 
No. 8960 
Guaranteed 10 years 
A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


ie 





SWAN NYL-CORD 
No. 8600 
Guaranteed 8 years 
A full % inch inside 
diameter 50-Ft. coil 
to retail at 





MULTI-TUBE SPRINKLER 


to retail at s=339 
for 35-Ft. length 


Swan No. 20 
SPRINKLER-SOAKER 


to retail at S aa RR 
for 50-Ft. length od. 





Swart Reinforced Rubber Hose 


SWAN 
SINGLE BRAID BLACK 
No. 165 
Guaranteed 1 year 
A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


*qG°> 
SWAN 
SINGLE BRAID GREEN 
No. 8100 
Guaranteed 5 years 
A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


*e°5 
SWAN 
SINGLE BRAID BLACK 
No. 8050 
Guaranteed 1 year 
A full He-inch inside 
diameter 50-Ft. coil 
to retail at 


“ges 
SWAN 
SINGLE BRAID RED 
No. 8101 
Guaranteed 10 years 
A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


+ & 95 
SWAN 
SINGLE BRAID GREEN 
No. 8000 
Guaranteed 5 years 
A full ’& inch inside 
diameter 50-Ft. coil 
to retail at 


a” de 
SWAN 


DOUBLE BRAID GREEN 
No. 8190 


Guaranteed 10 years 
A full %-inch inside 
diameter 50-Ft. coil 

to retail at 


+4395 


SWAN RUBBER COMPANY - BUCYRUS, OHIO, U. S. 


World's Largest Manufacturer of Garden Hose 





VINYL WEATHER STRIPPING 
BRAIDED NYLON LINE 


YOU CAN PUT YOUR Shiny 


O10) \' 8 8D) 2 (Or > IN THE epertiane BiieeD CORD 


SASH CORDS 


CLOTHES LINES 


MASON LINES 


5 FISHING LINES 
NYLON CASTING LINES 
. STARTER ROPE 
JUMP ROPE 
| MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
(R) EXPRESS TWINES 


CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 





Ss 


This item is RED HOT 


ue Gir 
WEATHER 
STRIPPING 


OM PLETE 
DO IT YOURSELF KIT 


SAVES ON eating 


cost, seals out cold, dirt, noise, 
dust and drafts. 


EASY FOR YOU .. 


apply to wood or metal, can be paint- 
ed any color. 


LONG LASTING moisture 


and temperature changes will not affect this 


























DO-IT-YOURSELF 
— 100% VINYL 

S WEATHER STRIPPING 
\\ KIT 


18 FEET ¢ TACKS INCLUDED 


Hammer and scissors only tools 






















needed— enough for average 








door or window. 






—for All Purpose weather stripping 





vise wectline thlesion, —for heating or air conditioning 


18 FEET tacks inctupen 


‘A Bo . . 
: aa insulation—Grey color 
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nt ‘ HA ae | 

i 7 2 
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Sars 
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Full directions on reverse side of label ART. 902 Packed 12 to box 





in individual display Polyethylene bags 
Price per box — $7.20 













ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 




















line— 


‘t Sells! 


LAWNDALE, NORTH CAROLINA 


When you display the 


14346 Bessemer St. Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallas 26, Texas 


Waynetown, Indiana 


ESTABLISHED IN 1873 
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RED BRAND 


a new Poultry Netting that KEY) % EF! 

stretches without bulging oe 
Keyline is the first basic improvement in as woven wire... but, oh, so much easier. Yet 
poultry netting in years! Goes up with- it’s stronger and heavier than ordinary netting. 
out bagging or bulging. We’re so proud of this improved fence that 


The secret is the reinforcing line wires. Keyline we've given it a special name—Keyline! And new 


netting is actually woven around these reinforcing Keyline will be merchandised and advertised in 





wires. the same strong way as the famous Red Brand 
You stretch these wires. The “reverse twist” Fence family. 

weave of Keyline adjusts to give a neat, flat Poultry raisers everywhere will be asking for 

surface. this sensational new netting. Be sure you have a 


No bulges. No bagging. It stretches as neatly supply available. Send your order in today. 


EXTRA...the only poultry netting with a promotion 
to build sales for your full line of poultry supplies. 
Get the details from your Keystone representative. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


Re ae TS A ee a ET AR 
~ A, i SS A, HR, I a, om 


Fo A aalel a —meer- leh mioialles. 4 


+ — ~ » , . + > 9 
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HODELL CHAIN 
for every farm use 





Chains of all types and sizes are needed on the 
farm. That means good, year-around profit possi- 
bilities for you when you stock the full line of 
Hodell welded and weldless chains... high-quality 
chains for your farm customers. Display Hodell 
animal and farm chains in your store, and Hodell 
Pailettes to sell Proof Coil and BBB Coil chain, to 
make steady profits from sales for the farm. 

Ask your distributor about the full line of Hodell 
Chains or write today for your Hodell Chain catalog. 





Hodell Pailettes are strong, all-steel, re-usable con- 
tainers. Each holds 100 Ibs. of Proof Coil or BBB 
chain in the four most popular sizes: “As, %, Ae, or 
¥_ inch. 600 or 1000-Ib. barrels, Proof Coil, BBB Coil 
or High Test chains, also available in these and 
larger sizes. 
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HODELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
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THE BIGGEST SELLING CAMPAIGN 
IN LAWN SPRINKLER HISTORY! 


GET FULL DETAILS FROM 
YOUR WHOLESALER OR 
SCOVILL SALESMAN. 


Sales increases of up to 300% 
were reported by dealers last 
year. You can do the same—or 
better in 58! Stock up... pro- 
mote .. 


National Advertising 
here’s never been a sprinkler 
campaign so big, so different, so 


In-Store Aids 


Window & Counter Cards 
Almost 70% of hardware sales 


This colorful window card by 


great. And it’s all designed to pre- 
sell the Green Spot line for you! 


are made on impulse. Green Spot 
units like this Counter Rack will 
help you get your share! 


SCOVILL 


Green Spot will stop passers-by, 
while the eye-catching counter 
ecard will do a selling job inside! 


. sell. Cash in now on 
the big swing to GREEN SPOT. 


Gree Spot abidies 
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NUFACTURING COMPANY, WATERBURY, CONN, 





News about B.EGoodrich garden hose 


New products, new sales helps 
feature 1958 garden-hose program 


New lawn-care-department rack—One of the 
new B.F.Goodrich developments for you is this all 
new lawn-care-department rack pictured here. It 
weighs just 22 lbs. yet will display up to 200 Ibs. of 
hose and other things such as nozzles, washers, 
sprinklers, etc. Assembles in 10 minutes and occu- 
pies only 2.2 sq. ft. of floor space. Comes with 
detachable sign at top as shown. And it can be 
used on a gondola too! National Retail Hardware 
Assn. helped design and has approved this display. 
Help boost sales of all your lawn care items with 
this attractive green baked enamel rack. Your dis- 
tributor salesman can tell you how. Your whole- 
saler shares the cost with you! 


Improved Koroseal hose line—Famous for over 
10 years, Koroseal is still the No. 1 choice among 
hose buyers. And now it’s even better! Sizes have 
been increased at no increase in price! And you have 
a wide choice. You can choose from many kinds 
of Koroseal, rubber and plastic hose ranging from 
$3.95 to $14.95 retail. 


New golf-course hose for home use—It's the first 
NEW kind of hose in 10 years—a hose that offers 
many new advantages to your Customers—more 
profit to you. Made of a new rubber development, 
this new hose easily withstands up to 12 times 
normal city water pressure. It won't rng burst, 
or split even when lying in the sun with the water 
turned off at the nozzle. All-braided cord construc- 
tion adds greater strength. And, light as Koroseal, 
it’s easy to handle, coils easily in cold weather. 
Retails at $12.95 with a good margin for you. 


New, colorful sales aids —Window streamers, 
water flow chart, key-chain demonstrator, news- 
paper mats, suggested radio spots—all these are 
yours free. Just fill out the reply post card found 
in each carton of B.F.Goodrich hose. 


National Hardware Week—B.F.Goodrich hose 
will be among the products featured in National 
Hardware Week. 


Korosea!——T.M. Reg. U.S. Pat. Off. 


yan 


B.EGoodrich 








LAWN CARE 
DEPARTMENT 
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06: 000,000 


Rs s impressions 


=i WORKING FOR YOU THIS FALL 


Pre Selling 


ELECTRIC 
POWER 
TOOLS 


Big attention compelling ads in the 
famous big magazines that blanket 
every city, town and rural area. Big 


ae ads in the homecraft publications 


ley. millions of tool users read. Big ads 
"Radio PA Te jsion in trade papers of tool wise pro- 
| sa” eS EK LY fessionals. Plus Publicity, Radio-TV 


programs. And hundreds of Highway 
ta nee ae Signs. All selling WEN. 


Fh ccasatill cAN WEEKLY y3 3 
Ost ete ei ont, | 


eg, RE 


“ oe ao 


x Yo Sabet 
<f0 2 pene 


POWER DRILL . F Siete me 


POWER DRILL a) ay 








HUNDREDS OF HIGHWAY 
SIGNS WORKING FOR YOU DAY 
AND NIGHT—COAST TO COAST 


TIEIN With WEN COLORFUL BY DAY—GLOWING AT NIGHT 
AND MAKE SOME MONEY 2 SIDES TO EACH SIGN 


G&S 


xt $9.95 | *9.95 ; $13.95 | «ir 516.95 | xr $19.95 


PRODUCTS, INC. 5808 NORTHWEST HIGHWAY, CHICAGO 31, ILL. 


(Export sales, Scheel International, Inc., Chicago) 
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THIS WINTER “CS ( ... WHEN YOU SELL 


EVERY HOUSE IN TOWN \ STERLING HALITE 
MELTING CRYSTALS! 





























NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 

SNOW AND ICE! 


THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 
YOU CARRY! 


THE WHOLE 
GANG OF US WILL 
se... HALITE 
FOR You! LOOK 
YESSIREE! HALITE’S FOR THE ADS: 
QUICKER, AND IT SAVES 
"4 YOUR TICKER! 








IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 

N when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ~ 

\ in the car for emergencies. And this winter, ail your customers will know about 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work . . . saves time . . . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-Ib. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 


STERLING HALITE® mEttinG crystTALs 
Product of International Salt Co., Ine. 





Melts MORE fe 
FASTER! 


TVAOWI8 MONS ONY 33) BOS 
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Luxurious 
new 
knob 


styling 





MELODY DESIGN, Stratawood, Horizontal Grain 
(also Vertical Grain) 


Patterned to please the eye and the 
hand! These new Defender Locksets are 
exquisitely fashioned with knobs of rare 
woods and ceramics... bring new 
richness, new distinction, new beauty to 
any door. Notice how the knob contour 
is designed to fit the hand. Also, the 
unique effect of wood grains and 
ceramics in combination with gleaming 
metal roses. It’s something truly 
dramatic and different in modern door 
hardware. What’s more, it’s creating 

a lot of excitement — and more 
new sales for you! 


Melody and Chalice designs are also 
available in time-enduring brass, bronze, 
or aluminum. The complete Defender 
line includes: 4 additional lockset CHALICE DESIGN, Mother-of-Pearl, Black Frieze 
designs ... 7 sparkling auxiliary roses. 
Together with famous Corbin quality, 
the Defender gives you unsurpassed 
lockset styling and performance in the 
medium-price range! P & F CORBIN 
Division, The American Hardware 
Corporation, New Britain, Connecticut 


GORD Defender 


Good Buildings Deserve CORBIN Hardware 





CHALICE DESIGN 
Cocabola 
(also Rosewood) 





MELODY DESIGN 
Mother-of-Pearl 
Gold Flame 
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The mower for “‘take-it-easy”’ customers 
..-and “make-it-easy’”’ profits! 
Top-of-the-line mower! Lots of get-up-and-mow; lots of fine 


selling features that are years ahead of those found on other 
riders. Easy-living’s what customers want —and easy-selling’s 


~ $trong selling features! 


@ Foot pedal controls; right foot 
selects forward or reverse motion; 
controls speed; safety pedal con- 
trols blade 


® Blade stops instantly when left 
foot is lifted from pedal 

® Rear-wheel drive provides posi- 
tive individual traction from either 
wheel; no spinning, slipping or scuff- 
ing : | 

® Maximum stability due to low 
center of gravity and unique rigid 
frame design 

@ 12” full-pneumatic tires for bet- 
ter traction, easier steering 

@ Highly maneuverable, shortturn- 
ing radius, quiet operation 

® Rear-mounted engine; heat, 
noise and fumes are kept away from 
operator 

® Trims close on both sides 

® 4 easy cutting-height adjust- 
ments 


®@ Simple hitch for attachments 
@ Easy access to engine and drive 





mechanism 


what you get with the new ROTOR 

CHIEF Rider. A clean-cutting, 

close-trimming rotary, it’s a great 

addition to an already great line! 

And, in addition, Savage gives you an unbeatable selling 
program: Early Order Discount, Demonstrator Plan, Co-op 
Advertising, powerful consumer advertising schedule plus 
merchandising aids. This year, more than ever before, the 
profit-full line is the Savage line! For information, contact 
your nearest Savage distributor or write: Savage Arms Cor- 
poration, Lawn Mower Division, Chicopee Falls, Mass., U.S. 


Write for free, colorful brochure showing the 1958 line of Savage lawn care equipment 


SEE THE SAVAGE MOWERS AT THE NATIONAL HARDWARE SHOW, COLISEUM, NEW YORK, OCT. 14-18, BOOTH 705 


“SURE | GOT A SAVAGE MOWER- 
THEY MAKE MIGHTY GOOD GUNS, 
SO THEIR MOWERS SHOULD 
BE THE BEST, TOO!” 








ee _ 














Model 33-T, 21” cut, 
self-propelled, recoil 


Model 31-T, 21” cut, 
recoil starter 


Model 30-T, 18” cut, 
recoil starter 


Model 30-S, 18” cut, 
rope starter 


Model 30-E, 18” cut, 
electric, UL approved 


All gasoline-powered 
models with 


5S ROTARIES 


S REEL-TYPES 


all self-propelled 


Model 90-R, 21” cut, 
recoil starter 


Model 90-GR, 21” cut, 


Hi-cut, recoil 


Model 75-R, 18” cut, 
recoil starter 


Model 75-GR, 18” cut, 


Hi-cut, recoil 


Model 75, 18” cut, 
rope starter 








™ 2 new RIDING 
MOWERS 


Model 10-T, 26” cut, 
rotary, recoil starter 
= (illustrated) 
* Model 91-T, 21” cut, 2 
reel-type, 
= sulky riding 
% attachment 


Briggs & Stratton ; ti Briggs & Stratton 
4-cycle engines , 4-cycle engines 


Wide range of types, 
sizes and prices 


You can please all your customers with Savage lawn 
care equipment. Whether they prefer one of the new, 
easy-handling riding mowers, a clean-cutting reel or 
rotary, a lightweight hand mower or sweeper — Savage 
satisfies! And satisfied customers are your most valu- 
able asset for word-of-mouth advertising and repeat 
sales. To build your reputation — and your profits — 
sell Savage, the better-built mowers that require a 
minimum of service. 


S HAND MOWERS 


Model 55, 18” & 16” cut 


2 LAWN SWEEPERS Tubular steel handle 


Model 25-L Model 45-H, 16” cut 
30” width, 8 bu. capacity Tubular steel handle 


25” width, 6 bu. capacity Mode! 35, 16” cut 
Hardwood handle 


Model 35-H, 16” cut 
Tubular steel handle 


SEE THE SAVAGE MOWERS AT THE NATIONAL HARDWARE SHOW, COLISEUM, NEW YORK, OCT. 14-18, BOOTH 705 


eustomens know and tut! 















“PROVEN 
SALES 
BUILDER 





















SELF 
SERVICE 
PANEL 
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@ IDENTIFIES EACH TOOL 
CLEARLY 


@ SHOWS STOCK NUMBERS 


@ GENEROUS AREA FOR 
PRICING 


® SAVES TIME WHEN 
RE-STOCKING 











COMPLETE 
GARDEN TOOL 
DEPARTMENT 


Self-Serve Ames Merchandiser with 60 matched 
“Chrome Line” tools Catalog #AS60. 0. AMES CO. 


Profit on your first turn $61.44. Parkersburg, W. Va. 
See your Ames distributor for details. : 

















Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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Order Gates Garden Hose WOW... 
get this ‘Magic Mirror’ Display FREE 


eRe: 
tee ea 














or, _, 


Advance booking order for 1,000 
feet or more of Gates Garden Hose 
brings you this exciting new dis- _ hose... and you get 2'2 times more profit out 
play...an attention-getter that of every outs. 
shows with a flashing light why it The Magic Mirror is a permanent unit... 


: : just plug it in and forget it. In addition to 
is to your customer’s advantage to being a fine sales builder, it makes an excel- 


buy full-size garden hose. lent night light. 


When your customer buys Gates full-size 
hose he gets 2% times more water out of the 


—— 


display appears 
this way 


Makers of quality garden hose for more than 30 years 
The Gates Rubber Co.,Denver,Colorado 


Full-size a Garden Hose 


ly 
‘ 2 times more water 


Gates line makes you more money 


with less selling effort 
Light on— 


the appearance Gates offers the most complete line of garden 
of the display . : oak . 
magically hose in the industry—both plastic and rubber. Attractive, 


changes modern packaging reaches out and pulls in sales, and 
full-size Stes Garden Hose down-to-earth selling tools insure maximum dollar profits. 
Se a mtb Order Gates Garden Hose and your free “Magic Mirror” 
Display through your Gates wholesaler. 


oe 








cone ms 


thesetwofine names... 


»-»»: NOW ONE... Eleven basic models of Lauson 

under the sole ownership of world’s 4-cycle Engines . . . combined with 

largest manufacturer of compressors eleven basic models of Power Prod- 

for the air-conditioning and refriger- ucts 2-cycle Engines 

ation industry! ...- bringing this new 

name to industry, and 
the American public — 











| [AUSON 


| 4 CYCLE ENGINES 


AUSON-POWER PRODUCTS 19/105 


Lauson Division, New Holstein, Wis. * Power Products Corp., Grafton, Wis. 





TECUMSEH PRODUCTS COMPANY - TECUMSEH, MICHIGAN 
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ALL THESE FEATURES! / 


Practically indestructible 
... Made of reinforced 
rubber and fiber — 
strong metal handle 
reinforced at joints. 
Lightweight! 


Can’t dent, break, leak, 
rust, crack, dinge! 


Won't scratch wood, paint, 
metal, porcelain. No slip or 
slide. Noiseless! 


Resists acid, sea water, soap, 
‘grease, alkali corrosion. Mold- 
proof! 


Not affected by cement, lime, 
plaster, paint, chemicals, in- 
secticides, sprays, disinfectants, 
preservatives. Overnight sedi- 
ments loosen quickly—without 
damage! 


Graduated for measuring mixes 
and liquids! 


No sharp edges to hurt ani- 
mals. Easy to clean. 


Extreme heat and cold wil! not 
horm. 


Fully guaranteed! 


Builders, plasterers, masons, janitors, farmers, home-owners, boat- Heavy Duty Bucket—12 qt.—black. 

owners, contractors, factories, garages and all types of institu- Farm Tub Feed Trough—6'2 gal.—black. 

tions are customers for Fortex Buckets, Pails, Farm Tubs. Easily F.O.B. Warehouses throughout U. S. Pails shipped 12 to pkge., 
displayed, easily stored (in nests). tubs 6 to pkge. 


Reasonably priced to retail about $2.45, $2.95, ete. 
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4 See us at the National 
1 Booth 3978, New York 
Contact Your Wholesale 


WhHitehall 4-7298 
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FORTEX 


MEMFORCD moxees wupese-saanic muCeey 





WHOLESALERS 


A few territories are still 
open. Write for Fortex facts. 
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Used for years in 
England, Spain, France, 


ico! 
Puerto Rico! Standard Pail—10 qt.—black, pastel blue, green, red, multicolor. 









Hardware Show — 
Coliseum, Oct. 14-18 
r- or Mail the Coupon! 


CAUCHOTEX INDUSTRIES, INC. 
44 Whitehall St., New York 4, N. Y. 


Please send me Fortex literature and prices. 
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Store Name 
Address 


Wholesaler’s Name . 
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Hot Seller 


NOW ay AY < 


HOTTER! 


Hardware Show 
Booth 793-94 


Versatile plastic with 1001 sales-building uses! 


Terrific suggestion-seller for carpet protectors, floor runners, beach 
throws, and other business-boosting uses . . . indoors and out! Trims to 
any size with ordinary scissors. Cleans in seconds with the whisk of a 
damp cloth. Order from your wholesaler today! 


IN TAKE-HOME PKG.: 12 or 24 to each display carton, size ea. 6’ x 30”, 
retail ea. $1.98. IN ROLL GOODS: 50 or 100 ft. rolis — 30 in. wide. 








4 / 


Fioor Runner Shelf Liners All Table Surfaces 


CONTACT YOUR WHOLESALER NOW! 


GERING 


GERING PRODUCTS, INC., Kenilworth, N.J. 


38 


NEW! SAFE-D-GRIP SURFACE has thousands of 
tiny diamond-shaped grippers to prevent slipping 
and to keep Tidy-Mat flat. Now 20% heavier, too! 


NEW! CHOICE OF TAKE-HOME PACKAGE OR ROLL GOODS sells 
customer right from display carton or right from free rack! 


NEW! GOOD HOUSEKEEPING ADVERTISING TO OVER 11 MILLION 





pre-sells thousands of shoppers right in your sales area! 


NEW! FREE DISPLAY RACK FOR ROLL GOODS is 

yours with first order of any combination of 50 

ft. and/or 100 ft. rolls that total a minimum of 

300 ft. 

FREE SALES AIDS including consumer folders, ad mat service 
and streamers! 
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FROM THE BLADES UP=THE FINEST OF PRECISION 


GRASS CUTTING MACHINES! 


The ALL NEW 1958 


PENNSYLVANIA 


LAWN MOWERS 


ORDER EARLY! Incentive prices on Dealer purchases will apply prior to January 1, 1958. 








PENNSYLVANIA ROTARY MOWER BLADE 


Made from tough, rugged carbon alloy steel. Aerodynam- 
ically shaped to create maximum suction — lifts grass 
Straight up for a quick, clean cut. Blade is sharpened 
from the tip to the shaft and the edge is flame hardened 
to stay keen season after season. Unique cleanout angles 


1958 
PENNSYLVANIA 


ROTARY 


POWER MOWERS 


at tips of blades prevent build up of grass inside housing. 


Pennsylvania Qutmows and Outlasts Them All! 














New! 


CROYDON 
21” Self-Propelled Rotary 

Model 68221A 
New design, new color 
scheme, new features! 
Has rugged 2.75 H.P. 
Briggs & Stratton engine 
with rewind starter. 
Strong cast-aluminum 
housing, semi-pneumatic 
tires. Unique wheel height 
adjustment and free leaf 
mulcher! 





21” BROOKLINE 
Model 67221 
and 
18” AVALON 
Model 662188 


New designs, colors and fea- 
tures. Briggs & Stratton en- 
gines with rewind starters — 
2.25 H.P. on 21” and 1.75 
H.P. on 18”. Semi-pneumatic 
tires, cast aluminum hous- 
ings, unique wheel height ad- 
justments and free leaf mul- 
cher with each mower! 





THESE EXTRA 
FEATURES 
ARE STANDARD 
ON ALL 
PENNSYLVANIA 
ROTARY MOWERS 





Precision vacuum Unique & simple 








Pa i a height of cut ad- 
angle tips! justment! 





new! 


LAWNDALE 
= 
Riding Rotary 
Model 69221 













Rugged 2.75 H.P. 
Briggs & Stratton 
Engine 
Rewind Starter 


Functional 
and Attractive! 


Built with famed 
Pennsylvania precision 
quality throughout! 


A self-propelled rotary lawn mower equipped 
with a riding sulky for added convenience. 


All Pennsylvania Power Mowers Are Avail- 
able With Electric Starters At Extra Cost. 

















As 
Advertised POST 
In— : 
and Leading Newspapers from 


Coast to Coast! 
POWERFUL BIG SPACE ADS 


To Get The Message To Your Customers! 


Free Leaf Mulcher 
packed with each 
Rotary Mower! 





















1958 


PENNSYLVANIA 


POWER REEL 
MOWERS 


From the blades up ... the finest of precision grass cutting machines! 


PENNSYLVANIA REEL MOWER BLADES 


Forged from carbon steel with almost twice the carbon 
content of ordinary reel blades. Precision shaped to exact 
curvature and carefully tempered. A two-stage, precision 
hollow-grinding process gives them a “barber-scissor” 
efficiency. Blades are mounted on special spring-loaded 
cylinders that keep them in accurate alignment to give 






true precision cutting. 

























— REELRIDER 


21” 
a Riding Mower 
Model 422210 





2.25 H.P. 
Briggs & Stratton 
Engine 
Rewind Starter 


Built with famed Pennsylvania precision quality through- 
out! Sits comfortably, steers easily and cuts beautifully. 
Has Pennsylvania’s self-whetting mowing unit that stays 
keen for seasons on end and 3” wide semi-pneumatic 
tires that literally “float” it over hard or soft or rough 
or smooth terrain. 

Recommended for the small lawn that seems large or the 
large lawn that is large! 


1958 
PENNSYLVANIA 
HAND 
MOWERS 





PENNSYLVANIA — MOST RESPECTED NAME IN MOWERS — SINCE 1877! 


DELUXE 
21” Power Mowers 
Model 402218 (5 blade) 
Model 4072218 (7 blade, low cut) 











Featuring Pennsylvania's precision 
self-whetting mowing unit, grass 
stripper to keep sprocket and chain 
from fouling with grass, and a de- 
pendable 1.75 H.P. Briggs & Strat- 
ton engine with rewind starter. 


ya * 
Low cut model rec- me: 
ommended for smooth ) 
finish cutting of 
creeping bent and 4 y 
other fine grasses. _— y 
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18” EXETER Power Mowers are also available. 
Model 22218B 
Model 22218B-LC (low cut) 


Equipped with 1.75 H.P. Briggs & Stratton en- 
gines and rewind starters, the EXETER mowers 
also are built with the famed Pennsylvania 
precision quality throughout. 





Pennsy!vania 








GREAT AMERICAN 





First choice of America’s 
professional Gardeners. In 
15”, 17” or 19” sizes. 











PENNA-LAWN 
Top value—medium price. 
For the medium size sub- 
urban lawns of today. 5 


Pennsylvania 
SPECIAL 


Economical for the small 
lawns and occasional light 
mowing. 




















Specifications on all models subject to change without notice. 


and 7 blade models. 


PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania e Bridgeport, Conn. 
Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 


TRIMMER & EDGER 


Ideal labor-savers for 
trimming and edging 
paths, gardens and flower 
beds. 


























This 
Tenite tag 
tells your 
customers 
of pipe 
they can 
trust 








Tough pipe made of Tenite Polyethylene 
heips bring water where it's needed 





=== @6Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 
Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It’s available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 

PO LYETHYLENE water must be brought from one location to another. 

an Eastman P lestic Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

268 pasvidana seve ean tu PRARTICR - 1689 Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE. 
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1958 JOHNSTON MOWER LINE 


New Air Dome design with 
causes the grass to be cut cleanly 


ROTO), Qo THE cee 1hO16),4 AT THE TRIM.... 


Side trim deck design enabling clean, close. trim- 
ming to within a fraction of an inch. Johnston's - 


pings smoothiy and powerfu 
modern rotary has close front trimming, too! 


Exc vsive on Bhelelatticla aehicla amasleh sd: 





You can sell Johnston 
with confidence ! 


1958 mower buyers will want features and 
Johnston has them. Staggered wheel design, 
front and side trim, large rear wheels, 
4-cycle engines with recoil starter, clean 
modern styling with automotive finish. Be it 
reel or rotary, there’s a Johnston power 
mower for every purse, every size lawn. 





Johnston Lawn Mower Corporation, Brookhaven, Mississippi | Nn | % 
A subsidiary of Jacobsen Manufacturing Company O16, AT THE CUTTING EDGE... 


1958 Johnston reel mowers have six blade reels 
This 20 additional cutting capacity gives a really 
smooth cut without old fashioned waves or wash- 


slelelaeMmilaltaa Your customers will like this! 


LOOK AT THE JOHNSTON LINE BEFORE YOU BUY 
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Sohnsten 


1958 rotary power mowers include 
deluxe and economy models, sizes 
for large and small lawns, hand and 
self-propelled units. Each mower 
model has sales features, each 
mower model will sell. No “dead” 
units in Johnston’s mower line. 
It’s a profit line! 


1958 reel type power mowers all do 

a beautiful cutting job, on either 
regular or special grasses. Illustrated 
is the sensational new Velva Trim 
model that side trims to within 34” 
of landscaping, has rear wheel drive 
to eliminate ridges, and new front 
mounted plastic grass catcher 
(optional) to clean lawn as you mow. 
This mower is a real sales maker! 


See us in Booth 708 
at National Hardware Show. 











LOOK WHERE IT’S ADVERTISED! 


ERE'S 


























THEY 
BUY 


UPHOLSTERING 





All America is learning that here’s the tool no work pe 
bench should be without! And here’s why... does wi 
all the nailing jobs listed above and thousands more! 

Shoots a staple wherever you’d drive a nail! It’s easier! 

Always one hand free to hold material! Faster! 

Shoots a hundred staples a minute! Cheaper! 

100 2 pronged staples cost the consumer less than 

5¢! All steel, chrome plated construction. Same 

machine takes 6 staple sizes: 1/4”, 5/16”, 3/8”, 1/2”, 

9/16” and the new CEILTILE staples for ceiling tile. 

Also available in handy, too! kit package complete with 


~~ 





SS staple lifter and supply of 5000 staples. 
AUTOMATIC Cash in on the terrific all year ‘round acceptance 
GUN TACKER— 


power tool gifts have had! Talk to your jobber today. 


LIST $12.50 ' You'll be just in time for a big Christmas! 





YOU NEVER LOSE A SALE BECAUSE... ARROW SELLS ONLY THROUGH THE TRADE. 
WRITE FOR COMPLETE CATALOG OF ARROW NAILING MACHINES. 


MRraaow FASTENER Lo.. Inc. 1 JUNIUS STREET, BROOKLYN 12, N. Y. 
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prepare NOW to help Santa 
fill those Christmas stockings 


with FAST SELLING... 


STANDARD 8 STURDY DRILLS SET 


Eight High Speed Steel Drills — sizes 4, %, 
Xs, “, Ke %, Ks, VA inch. Sturdy length 
helps prevent breakage, All drills fit 4% inch 
chuck. ORDER NO. HS-8. 


STANDARD WOOD BORING SET 


Five drills in each set — sizes 4, Xs, %, KX, 
VY inch. Drills have 4% inch shank for use in 
portable electric hand drills. Durable box 
with plastic cover. ORDER NO. H-14, 


STANDARD 11 STURDY DRILLS SET 


Eleven High Speed Steel Drills — Sizes 4, 
Xo, Ye, 7 + KX, I, MY, %, HX, %, 3 4% inch. All 
ORDER NO. HS-11. 


DARD JOOL ( 


3950 CHESTER AVENUE 


drills fit } / wen chuck. 








STAN 


STANDARD 

METALWORKING DRILL SET 

Five High Speed Steel Drills with special 

sure-starting points. Sizes 4, %s, %, Ks, r 

inch. Packaged in green plastic case. 
ORDER NO. HS-45. 


STANDARD 13 
STURDY DRILLS SET 
13 High Speed Steel Drills. All drills fit 4” 


chuck. Sizes %, Ye, Ka, Ko, Ha. Kor Kar Ye 
%, "%, Ko, "Ka. Ye inch. ORDER NO. HS-13. 


STANDARD 


DRILL SETS IN PLASTIC TUBES 

HS-6 Sizes Ys, a. Var Ha Hg. % inch. HS-7 
Sizes ! Ke. x, Y, %o, Xe Ks, Y, inch. HS- 10 
a % (64 42, Xs, Yen, Y% inch, 


Sizes Me % 764 «Mar Ta 


FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO 


CLEVELAND 14, OHIO 





STANDARD 
BREAST 
DRILL SET 


Nine Straight-Shank Carbon 
Seat Drills — sizes Ks, %, 
%, % ay Na, %2, Ma XK 
inch. nh ie in durable 
cardboard container. 

ORDER NO. H-18. 


DISPLAY THIS HANDY DRILL DIS- 
PENSER AND ASSORTMENT FOR 
FAST CUSTOMER ACCEPTANCE 


Smallest, most compact metal drill dis- 
penser on the market — H-21D. Holds 
assortment of 150 high speed steel 
drills individually packaged in plastic 
tubes. Has clear, non-breakable cover. 
Cost extremely low. Sold only with 
H-21DA drill assortment. 








e DALLAS = SAN FRANCISCO 


THE STANDARD LINE: [wist Drills « Reamers - Taps - Dies - Milling Caters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 


“My customers like the convenience of a 3-in-1 level, square and tape. 
After buying an LST, one customer came back and bought twelve more 
for gifts. The K 


More dealers, like Sam Stein, of Millburn Hard- 
ware, Short Hills, N. J., find that the popular LST 
is moving off their shelves faster than ever. It’s the 
only tape on the market with 3 practical uses that 
everyone finds helpful, at home or on the job. 

Here are the features that make the LST a best 
seller... 

e Easy-view, unbreakable built-in level 


e Sliding end hook that grabs and holds 


e Rugged chrome plated casing of die cast 
construction 


e Refill blades available 


& 3 a ee 


&E LST is one of the best selling items 


in my store.” 


eo si > 
see 7 
’ wie | E 


Be sure to place your order TODAY .. . cash in on 
the availability of this fast moving, K&E tape NOW. 


K&E makes it easy for 
your customers to see, like 
and buy this handy tape. 
The self selling “blister” 
display stops the eye. It’s 
pilfer proof. 


KEUFFEL & ESSER CO. 
HOBOKEN, NEW JERSEY 
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advertising 
power 
to help 
you sell 
chain 
power! 
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New national advertising features the extra 
chain power— more usable horsepower— of 
Remington saws by Mall! Your customers 
will see the above advertisement in October 
Farm Journal, Progressive Farmer, American 
Forests, Outdoor Life, The Timberman and in 
November Chain Saw Age. They’ll read 
about the original roller-bearing nose, push- 
button oiling, easy handling in all positions 
... features that make Remington the great- 
est chain-saw value on the market. Mail 
the coupon for complete information and 
names of wholesalers near you. 

*Specifications and recommended list prices subject to change without notice 
MORE CHAIN POWER IN 5-H.P. CLASS. lew Golden MORE CHAIN POWER IN 3-H.P. CLASS. New Silver Recommended prices slightly higher in Canada. 


“Logmaster” has roller-bearing nose, direct drive, 18", 24° and 30° “Logmaster’’ has rolier-bearing nose, direct drive 18", 24" and 30” 
bar sizes. List price from $285.00* complete. bar sizes. List price from $229.00* complete. 


tae cagegert 2 
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e*@eeeseeeeeeeeneeneeneeeeneeeeeeneeeneeeeeeeeesee 
MALL TOOL COMPANY HA-10 

- Division of Remington Arms Company, Inc. 

e Bridgeport 2, Connecticut 


SEND FOR FREE CATALOG Gesigned to be given 
out to prospects. Includes specifications and recommended reta 
prices on the complete Remington line of chain saws by Mail. 














* 
es e {| Please send names of my nearest chain-saw wholesalers. 
r []} Please send copies of your FREE chain-saw catalog with prices. 
Vil ON oe ye rales Bae ei only (ie a a ag 
7. 
ne 1 TT Mall’ * STORE NAME " ae 

> 

MALL TOOL COMPANY * ADDRESS __ smeniai 

Division of Remington Arms Company, Inc., Bridgeport 2, Connecticut : 

in Canada: Mall Tool, Ltd., 36 Queen Elizabeth Bivd., Toronto, Ont. » ClTY STATE 
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HORSEHILL BRAND 


The hardware merchant 
is entitled to the home- 


owner business. 


With the Horsehill 
brand, we make it easy 
for you to retain it. 
Kraeuter’s HORSEHILL 
will never seek to be 
lowest priced. Kraeuter 
never made a shoddy 
tool and never will. But 
in HORSEHILL we give 
you fine, popular priced 
tools that will keep the 
homeowner’s plier pur- 
chases where they be- 
long ... in the Hardware 
Store. 















The New 











Ne i Mie 
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Mn. Homeowner 2 


BUYING SHARP 















If you’re not—Kraeuter & Company now give 
you a chance with a brand new second line, priced 
for the homeowner, the budget buyer. Eighteen 
pliers, every one a fast mover, every one carries 
an unconditional guarantee. 





And—If You’re Sharp, you’ll want this Bonus 


Modern, open-faced packaging in corral paks of 
4 dozens ready for peg board, including the peg 
board hook—Puus the peg board display panel itself. 





Sharp buying??? take a look! 


You pay .. . $ 85.88 
You sell for . . $128.82 
Your profit . . $ 42.94 








That’s sharp in our book... 


For complete information on Horse- 
hill line write Kraeuter & Co. for 
Horsehill catalog brochure. 


All Horsehill Tools meet 
government specifications. 





HORSEHILL TOOLS 


by Kraeuter & Company, Inc. 
NEWARK, NEW JERSEY 


HARDWARE AGE, OCTOBER 10, 1957 49 





MILLERS FALLS 
spe) eo) 5 















Handsome Christmas display panel, 
easily replaced after Christmas by 
year-round merchandising panel. 




















COUNTER FIXTURE No. 2458D — another wire stand specially 
built to display three of the most popular Dyno-Mite® tools . . . 
also with two interchangeable display panels — one for Christmas; 
the other non-seasonal. Dimensions: 27” high; 22” wide; 10” deep. 
Value of the unit alone is $10.00 — you get it FREE when you order 


the tool assortment that goes with it. 


POWER TOOL ASSORTMENT No. 1458D — 
consisting of: 
No. 888 Power Unit — with 6” rubber pad, 
lamb’‘s wool bonnet, sanding discs 
No. 480 Jig Saw 
No. 580 Orbital Sander 


List Price $143.95 
Order No. 3458D 


Complete Power Tool Dealer’s Cost $ 95.97 
Renee ee Dealer’s Profit $47.98 
Plus FREE $10 Display 





COUNTER FIXTURE No. 2680D — to help you introduce Millers Falls 
terrific new Router-Plane-Shaper combination, we offer this sturdy, com- 
pact wire stand complete with two interchangeable panels in full color 
. . . one for use now for Christmas promotion; the other for any-time- 
of-year display. Dimensions: 30” high; 19” wide; 7” deep. Value 
$10.00 — this handsome, modern display unit is yours FREE with the 
tool assortment below. 


TOOL ASSORTMENT No. 1680D — consisting of: 
One No. 6800 Router, complete, including No. 680 
30,000 RPM Power Unit and No. 681 Router Base 
One No. 6826 Plane Attachment Set 
One No. 6818 Shaper Attachment 
Two No. 6999 Deluxe Bit Kits 
Three No. 6977 Basic Bit Kits 
One No. 684 Straight and Circular Guide 
One No. 685 Router Sub-base (non-marking) 
One No. 688 Depth Adjusting Scale 
One each of Nos. 6814, 6815, and 6816 Templet Guides 


Order No. 3680D 
Router-Plane-Shaper 
Merchandising Unit 


























List Price $166.90 
Dealer’s Cost $113.30 


Dealer’s Profit $53.60 


Plus FREE $10 Display 


“TWIN-ACTION” Displays for Christmas and Year ’round Sales! 


ee) i ey 


— 4 
Power 
tools 
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interchangeable Christmas and 
year-round display panels. 






A SLEIGH FULL OF 


PLUS Seaeaagetn 


WORKSHOP TOOLS 


HG SAW BONUS ‘a 
PACKAGE ie 


iy 74 ? 


No. 480 Jig Saw 
with No. 481 
Set of Blades 


$49.50 List 


$2.25 List 


BACKED BY Color pages in the Saturday Evening Post 
and other national magazines will fea- 
ture these Millers Falls Christmas offer- 
ings. Consumer folders and newspaper 
ad mats yours for the asking. Plan a 
complete tie-in — now! 


ORDER EARLY — ORDER PLENTY 
HARDWARE AGE, OCTOBER 10, 1957 


ful 
Powe y, di rm fsiOg 


No. 887 Jig Saw Table 


GAY CHRISTMAS 
COVERS 


Eliminate the need of gift 
wrapping and make color- 
( ful displays. Slip-ons have 
| been used wherever practi- 
cable. Remove and you have 
o = standard package. 


*Designates Gift-Wrapped Tools 


New! No. 1220 
PLANE-R-FILE 


y ‘oe 
Sec , a 
—o 
——— 
= 
*e © @ $3.49 List fo ecg: aa 
ae 


it’s a plane! Ita 

file! — a great new 

way to do all sorts of planing, 

filing, smoothing. Replaceable 

blade, double-sided for .-_ t= 
double-life, quickly, easily ce 
shapes, smooths wood and etn 
metal, even cuts steel. (No * 
Christmas cover.) 


No. 1210 10-PAK G& 


Dealer's Cost 
$23.27 


List Value 


$34.90 


New! Millers Falls Stainless Steel 
COMBINATION SQUARE * 

6 Essential po 

Tools in One 


Stainless Steel 

Combination 
Square, $4.50 List 
Brand new Millers Falls Stainless Steel Combination 
Square is 6 essential tools in one: 12” steel rule, try 


& mitre square, depth gauge, marking gauge, 90° & 
45° level, and scriber. 


Total Value $55.50 


ALL FOR THE 
COST OF THE 
JIG SAW ALONE 


$49 Tis 


No. 485 
Bench Stand 


$3.75 List ORDER No. 4857X 


Jig Saw Special 


ieee NILLERS FALLS CO. 


Dept. HA-25 
Greenfield, Mass., U.S.A. 








unconditionally guaranteed 


STOCK UTICA and you'll be selling industry’s finest line of quality hand tools. They have the name! 
Utica pliers and wrenches are drop-forged for rugged strength! Induction hardened at the points 
of greatest wear—jaws and cutting edges—for extra toughness! Extra long life! And like all 
Utica hand tools, they are UNCONDITIONALLY GUARANTEED. No other complete line of hand 
tools is backed by such a guarantee. Ask to have your Utica representative call. 


ELL OVICA os 


Hallmark of Quality since 1895 


ea me ee eee —™ 
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OVER 1000 WRENCHES, PLIERS AND OTHER HAND TOOLS! 


PGs d bse 


The tools the egoerts use Ll 


UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYES CO., UTICA 4, NEW YORK 
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Everybody Protits 


UYFKIN CHRISTMAS SPECIALS 


BANNER WHITE CLAD 
STEEL TAPE 


A welcome gift in every household. For all those 
measuring jobs, both inside and outside the house. 
A 50 ft. measuring tape with genuine White Clad 
line and maroon vinyl covered steel case. Has 
replaceable blade. Packaged in sturdy plastic util- 
ity box, wrapped with brightly colored gift band. 
Packed in regular box with Christmas display card. 


ee — — 50 ft. Banner — retails for 0 





W606 — 6 ft. Executive — retails for $1.50 
W608 — 8 ft. Executive — retails for $1.75 | 





EXECUTIVE THINLINE 
TAPE RULE 


Slim and trim... this compact tape rule packs 
either six feet or eight feet of measuring accuracy 
into a bright chrome case no larger than a silver 
dollar. Has replaceable blade. Packaged in hand- 
some silver foil (W606) and gold foil (W608) gift 
boxes. Packed six each to a matching carton, with 
display card bearing year-round gift selling copy. 
A perfect gift idea for any spet in your store. This 
packaging will be available for year-round selling. 
Specify gift box. 


FORDER FROM YOUR WHOLESALER NOW! 


RULE COMPANY Wan an ineary poo] 


Spenser 


SAGINAW, MICHIGAN ‘arha, Advan A MAILAY in 


Hardware Retailing 
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CASH IN ON THE CHRISTMAS SALES APPEAL OF 


aller. POWER TOOLS 


wer 











. ne . 


: 















Model 700 
Fp Power Sander 


Le rt 
$14.95 


~ Model 700K SY 
Sanding Kit _+..4 





2. 






~ 
eo - 
* F “ 
ee . 
e N 
: “> ti 7 ' 
bs ee . . 
ae no ‘ ~maee fe me . 
= ee Ia an a se 
X ) | 
a 


Model 8100K 
Soldering Kit 


Model 800 
Sabre Saw 


Nationally and LOCALLY ; ; 
advertised right through your stimulate impulse 7” ing 
Christmas selling season! from your counter! 


Handsome gift-design cartons make 
exciting displays, and add gift appeal. 


Tie in with Weller’s 
big Christmas Campaign 
MAIL THIS COUPON TODAY ! 





Model 8250AK 
METAL Heavy-Duty 
Soldering Kit 


$14.95 


























K —_ 
| WELLER ELECTRIC CORP. | 
| 601 Stone's Crossing Rd., Easton, Po. 
| Send details on how | can tie-in with Weller’s Christmas promotion, : 

and on the special dating plan. 

Throughout November and December, | 
Weller Power Tools will be pre-sold for you with full page, | NAME 
full color Sunday newspaper ads in 33 markets; 6 full page, | 
full color cover ads in Popular Mechanics, Popular Science | COMPANY l 
and Mechanix Illustrated; and participation in the IRHA | STORE ADDRESS | 
Saturday Evening Post ad. Be sure to have all Weller Power =| | 
Tools in stock. Ask your Wholesaler about Weller's con- | CITY ZONE___STATE | 
at RY ere a OR SOE GR NE SR ee ee ee: REN os Rane ee nae eee eee ol 
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---FOR EXTRA CHRISTMAS PROFITS 


STOCK UP ON THESE 
THREE FAST-SELLING 


DrESSTON TOOLS 





4 


DISSTON D-23 HAND SAW 


The most popular Disston hand saw especially 
packaged for Christmas in attractive plastic 
stocking. 


Gleaming Disston steel blade is full taper 
ground and full bevel filed. Comfortable high- 
grade hardwood handle is full carved and 
secured with five screws, one a medallion. 


Length Points Cross-Cut Points Rip 
26"’ 8, 9,10, 11,12 5% 
Suggested Consumer Price $8.95. 


Packed 2 in corrugated container. 10 saws (5 
boxes of 2) per corrugated shipping container. 


DISSTON 368 HACK SAW 


The finest Disston hack saw, with bright chrome polish 
finish frame, with Disston Durafiex blade. Stream- 
lined steel handle, faced with strong black plastic 
and with bright nickel screws. Grip is large and 
comfortable. 


Each frame is packed in an attractive plastic Christ- 
mas stocking with red edging and green printing. 


Suggested Consumer Price $3.50. 


Packed | in box. 10 in corrugated container. 


DISSTON 101 NEST OF SAWS 


Extra strong plastic handle with three blades for prac- 
tically every cutting job: metal, wood, plastic, bone. A 
wood cutting blade, a fine tooth metal cutting blade, 
and a coarser tooth metal or wood cutting blade. Blades 
can be quickly changed and securely locked in any of eight cutting positions. 


Each set mounted on card and placed in attractive plastic Christmas Stocking 
with red edging and green printing. 

Suggested Consumer Price $3.25. 

Packed 3 dozen in corrugated container. 


H.K.PORTER COMPANY, INC. 


Henry DISSTON DIVISION 


Porter Divisions: Cleveland, Connors Steel, Deita-Star Electric, Henry Disston, Leschen Wire Rope, Quaker Rubber, 
Refractories, Riverside-Alloy Metal, Vulcan Crucible Steel, W-S Fittings, H K Porter Company (Canada) Ltd. 
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DESSTON!] PRESENTS: 


A PROFIT-MAKER THAT’S MAKING NEWS 
IN THE ELECTRIC HAND SAW FIELD 


The D-23 Electric Hand Saw offers entirely new features in fast, ver- 
satile cutting for home workshop or professional jobs. Competitive tests 
prove the D-23 is 15% to 50% faster than all competitive saws. And it’s 


made by DISSTON, a famous name in saws for more than 100 ES 50 
years, with built-in sales appeal. Retail price 98 


“ORBITE” Action gives the DISSTON D-23 Electric Hand Saw its fast, 
professional cut. It reduces blade wear, too. The blade has an orbital motion 
(3,800 strokes per minute). It cuts on the up-stroke, moves away from the 
material on the down-stroke. The result is less fraying of edges, truer cuts 
on circles, scrolls, straight lines or bevels. Extra, easy-to-change blades come 


with the saw for use in plywood, 2x4’s, plank lumber, sheet metal, pipes, 
tubing and plastics. 


H.K. PORTER COMPANY, INC. 


Henry DISSTON DIVISION 


} oe Be oe. is Ss c 

WIN FOOTBALL TICKETS! cpce ~ == H.K.PORTER COMPANY, INC. 
ee ores Le Be 7 Henry DISSTON OIVISION 

isston Booth, Na- 2 p s : 
tional Hardware Show, : thi , orto 210 Tacony, Philadelphia 35, Pa. 
at 1 2 1 ye oe 4] oo tomtaai ees a Please send me without obligation the booklet about the new 
Sports Illustrated's a patie DISSTON D-23 Electric Hand Saw. 
Disston contest and win oe aL: RS 
two tickets to the Bowl al a iV | Name 
Game of your choice. 4 " 








Street Address 
City 
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NEW BDeSSTON! MERCHANDISER 
SENDS HAND SAW SALES SOARING! 


98 


Here’s the answer to hand saw merchandising: 


@ Holds 16 saws of all lengths 


* 
ee 


@ Rotates for easy selections 
@ Space-saving—only 41°" x 19” 
@ Mounts on peg board or plain wall 


@ Permanent, welded metal construction 


oe ¢ @ #56¢.:2 939 © 8 ® 
«ses © @&© © * * 


* 
* 


Here's the new, attention-getting answer to your 
hand saw merchandising problems! Packed with 
eye-appeal, this striking Disston Display unit 
attracts customer attention immediately. And—it 
makes saw buying easier for him. 


Display your entire range of Disston Hand Saws 
in one compact, colorful revolving rack. This eye- 
appealing Disston Hand Saw Merchandiser makes 
sales easier for you... because it makes buying 
easier for your customers. 


nN sn 
nee 


At a cost of only two saw sales, you get this 
handsome Disston Display unit. 


; 
| 
' 
| 
i 
: 


As a bonus, you also receive 1 D-23 26x 8 pt. 
Hand Saw and | C-1 (Countryside) 26x 8 pt. Hand 
Saw. When sold at your regular retail price, these 
two saws recover the approximate cost of the 
Display unit, $17.85. To get your Display unit at 
this low price, you must order it with the D-57 
Saw Assortment. 


tnd . 
8 
om 


“Sv om Boxe Bon 


And...here’s what you get in the D-57 Saw Assortment: 


1D-8 —26"", 8 point 1 D-95—26"’, 8 point 1 M-1—26"’, 8 point 
2 D-23—26"', 8 point 1 D-23—26'', 5% point rip 1 R-1 —26"’, 8 point 
1 D-23—26’'’, 10 point 1 D-23—24"’, 10 point 1 T-1 —26°’, 8 point 


ORDER TODAY FROM YOUR WHOLESALER 


H.K.PORTER COMPANY, INC. 


Henry DISSTON DIVISION 


Porter Divisions: Cleveland, Connors Steel, Deita-Star Electric, Henry Disston, Leschen Wire Rope, Quaker Rubber, 
Refractories, Riverside-Alloy Metal, Vulcan Crucible Steel, W-S Fittings, H K Porter Company (Canada) Ltd. 
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MINT gives you the counter punch 


it takes to increase reel sales... 
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An Overwhelming Success At The Toy Fair 
... The Center Of Attention At The Sports Shows 


The Sport Young America 
Will Take To This Winter! 


Here is America’s newest winter sport to 
build greater profits than ever for you! 
Ski-Bike has already received popular ac- 
ceptance by both the trade and the 
public at the Toy and Sports Shows— 
—and now—backed by national 
advertising, Ski-Bike will be pre-sold 


to millions of American families this 


fall and winter. 





—) 4 fe) = Me isl ore 





Exciting as skiing » Safe as cycling + Easy to carry 


Designed for children from 6 to 16 years, a market of 30 million, 
Ski-Bike will be a sensational item for Christmas ... and after! 


Be Prepared To CASH IN On This Tremendous Market! 
ORDER YOUR SKI-BIKES NOW! 


Dealers: If your supplier does not stock Ski-Bikes, write for 
prices and complete information. 


TERRITORIES AVAILABLE FOR JOBBERS AND WHOLESALERS 


folsom mee 14 c¢-berel gem @elalea 
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t's New- It's Hot- 
It's @ Real PROFIT-MA 


cBAGy 


ee 


oe Roller 


JR. 


Skates 


With Nylon Wheels 


SALES-MAKING COMBINATION 
OF LIGHT, FRICTION-FREE NYLON WHEELS 
AND STRONG STEEL 


Here’s a skate that’s destined to zoom 
sales. It was especially designed to meet 
the tremendous demand for an inexpen- 
sive, durable roller skate that appeals to 
small fry and parents. This new Imp, Jr. 
is a sure-fire cinch for rapid turnover and 
greater profit. No. 141, individually boxed. 


4456-J West Lake Street, Chicago 24, Illinois 


Chicago Roller Skates are presold through extensive, consistent consumer advertising. 
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SILENT FLASH 


No. 181N—Noiseless 
rubber tire wheels ovt- 
last steel. They roll fast 
and smooth. 


CHASSIS! 


FLYING SCOUT 


No. 101 —Double tread 
wheels spin faster. When 
one tread wears off 
there is another beneath. 


WARE BROS. 


No. 130—Smaller and 
lighter edition of the Fly- 
ing Scout. For the 
budget-minded skater. 





IMP, SR. 


No. 140-B—The begin- 
ners skate with ball 
bearing wheels. Perfect 
for the small skater. 





ZEPHYR 


No. 173—Heavy duty 
skate with exclusive solid 
steel wheels for long 
life. Twin row bearings. 





sal 

IMP, JR. 

No. 140—The begin- 
ners skate with plain 
bearing steel wheels for 
the smallest toddler. 











MIDDLEW. 


th. you can have the 


answer for the boy who wants the 
easy handling and speed of a middle- 
weight tire plus the heavy-duty extra 
dependability of a tire that will get 
him through mud, snow and off- 
pavement riding. 

Here’s the tire to do a really man- 
sized job of getting a boy to school 
when the weather is bad, for paper 
routes or errands. Yes sir! Here’s some- 
thing new for the “men” to talk about. 

This new U.S. Royal Middleweight 
Nobby has all the famous features 
that have helped make U.S. Royals 
America’s fastest selling bike tire... 
“Centerlap” construction ...extra 
thick tread of toughened rubber... 
plus “ground-gripper” design for 
traction. 

With school bells about to start ring- 
ing, and “Nobby weather” just ahead, 
now is the time to capitalize on this 
new Middleweight design. Remember, 


bicycle tire 


you can’t sell ’em if you haven’t got 
’em. Order from your jobber today. 


U. Ss. ROYALS eee A Complete Line! 


You'll never have to put a substi- 
tute into this lineup of profit makers. 
U.S. Royals give you exactly the right 
tire for every customer’s preference. 
United States Rubber’s continuous re- 
search not only develops better tires, 
but anticipates the market with new 
tire designs...such as the U.S. Royal 
Rider, the new Middleweights, and 
now, the new Middleweight Nobby. 

All your customers are familiar 
with U.S. Royal quality. 63 years of 
experience has created millions of sat- 
isfied users. And, “men” of all ages 
are seeing United States Rubber’s 
biggest advertising campaign ever 
with ads in SPORTS ILLUSTRATED, 
BOYS’ LIFE, JUNIOR SCHOLASTIC, 
YOUNG CATHOLIC MESSENGER 
and best-read COMICS. 





SEE YOUR U.S. ROYAL BIKE TIRE JOBBER 


United States Rubber 


CYCLE TIRE DEPARTMENT © 549 East Georgia St. ¢ Indianapolis 6, Indiana 


A COMPLETE LINE 
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AMF Wheel Goods Division 


American Machine & Foundry Company * Hammond, Indiana 


AMF JUNIOR TRIKES AND SIDEWALK BIKES, AMF CARS, TRACTORS AND STROLLERS, 
AMF ROADMASTER AND AMF SHELBY MIDDLEWEIGHT BICYCLES, HERCULES ENGLISH LIGHTWEIGHT BICYCLES 
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AMF Wheel Goods have a 
certain way of exciting kids. 
Maybe that’s why more kids 
get excited about AMF bikes, 
trikes, cars and tractors 

than any other kind. Here 

you see just three of the 
terrific models in the beautiful 
1957 AMF line. Isn’t it time 
you did the kids in your 
neighborhood a favor by 
featuring these exciting 

wheel goods in your store 

to get parents excited, too! 
NOW ON NETWORK TV 

Timed for Christmas sales. Hard-setling 


AMF commercials on “Bowling Stars’’ 
a family favorite on ABC-TV. 


63 





Ocean City #377 


V Casting control bar 
V/ Drag control dial 
/ 8-point line pickup, hard 


“Electrolized” finish 
V Spool interchangeable 
V/ Built-in anti-reverse 


VY OT TS ol(-.4- Mol (-mrael tm acelial- 


$4495 


/ Stainless steel cups, shafts, 
line guide 


VA any standard baitcasting grip — 


VA oc: with 125 yds. 
6+ Monofilament 


V Casts equally well with 200 yds. 
4+, 100 yds. 8#, 80 yds. 
104 test line 
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One of OUR 
Fastest Sellers 


can make you $5.98 profit per sale 























That’s the cash-register beauty of selling American 
Tackle brands... you get hot items to sell... and 
you ring up a fair profit every sale. 








Take the Ocean City No. 377 “Flipline’’® reel, 
for example. Compare all the features of this 
sensational reel with any other closed-face 
spinning reel on the market — regardless of 
price. Yet the “‘Flipline”’ lists at only $14.95, retail! 
You could double your order. . . and have no worry 
about carry-overs. 


There’s nothing to match the “‘Flipline” in style... 
light weight ... quality ...and all the easy-to-use 
features that your customers want. It’s a hot traffic- 
builder! You can make it the most popular reel in 


MILLIONS 
Will Read About It 


Your customers will hear plenty about this fast- 
selling ‘“‘Flipline” ...not only from other fisher- 
men... but in powerful ads in Sports Illustrated, 
Outdoor Life, Field & Stream, Sports Afield, The 
Fisherman and Time Magazine. 


Leadership is our goal... and we’ll work 
with you to build business with all our famous 
brands: Ocean City, True Temper and Montague. 
Our distributors will supply you with tackle for 
everything that swims where your customers fish. 
Join us. There’ll be money in it for all. 


©] OF <7 0 Ole me 4 
TRUE TEMPER 


american tackle )iimamiamae 
and equipment company 
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YOU'LL GET MORE SALES WITH 


_ oa SY 
ee (Pent 
7 


“ 


oeavey  TARPAULINS 


» 
“ 


SHOWING PATENTED © 
| ROPE-IN-HEM 
7 CONSTRUCTION 


The Eagle Tarp Assortment consists of: Retail 

Dealer Selling 

Commercial Cost Price 

Designation** Each Each 

One . 1 Eagle Farm Tarp— 6x 8 $ 5.10 $ 7.60 

One . 2 Eagle Farm Tarp— 8x10 8.50 12.80 

One . 3 Eagle Farm Torp—10x12 12.60 18.90 

bad — One No. 4 Eagle Farm Tarp—l0x14 14.65 21.95 
Disp ay Rac ee : One No. 2 Eagle Truck Tarp— 8x10 10.55 15.80 


# » ONE METAL DISPLAY RACK ($10.00 VALUE) FREE 
* .) aj YOU PAY YOU MAKE 
wind THE FDA | = seso 8 $965 


* The Eagle Tarp Assortment with the hea es 7 ) ‘ ye gt eng peor apn ib 


3 for these tarps margin of profit 
free display rack is a complete tarpaulin | _ Order your Eagle Tarp Assortment today . . . unit 


“ f ‘ A: comes to you completely assembled, tarps already 
department . . . ready to display ... Beet ey 


in place. 
ready for sales! When your customers : a Item No. ETA—$51.40 Dealer Cost. Ship. Wt. 65 Ibs. 
see the new Aluminum Treated Eagle we 


T . ' we aaa ; **Trade or cut size. All merchandise tagged in ac- 

arpaulins they buy! ee cordance with F.T.C. Rules 4/18/51 as to cut size, 
finished size, possibility of shrinkage, weight and 
type of material, and other required information. 


IMMEDIATE DELIVERY FROM YOUR WHOLESALER 
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Doll Stroller 


] “Oh, what gorgeous style 
"Every lass you beguile.” 


7-61 Velocipede 


“You're so safe, so new 
A pal that's true.” 


732-1 
Doll Carriage 
“You get the 
glad-eye 
From every 
passer-by.” 


7A-18 Train-a-Bike 
“Rugged and sure 
You've got 3-way allure.” 


: } 7CB-303 
= ) , Car beds, 

5713 y y/ . : auto seats 
Dancer Stroller = : — . “Embrace me, 
“Strong and dazzle-bright Se 4 _ my wonderful you 
You're baby’s a / 4 iter | _ You're comfort 
safe delight.” | Lhe : through and 

through.” 


*'When you sell Siebert, 
you sell the best 


Y rofits soar, i 

Sadia tesghe more." Ss { E = E R PERMANENT SHOWROOMS 
Siebert formula for GA R D N E R, MAS S. SPACE 1537, AMERICAN FURNITURE MART, CH 
BIGGER SALES and BIGGER 


1CAGO 
SPACE 305, NEW YORK FURNITURE EXCHANGE, NEW 


yor« 
SOUTHERN PLANT — ALEXANDER ST. & VICTORY BLVD., PORTSMOUTH, VA. 
PROFITS WRITE DEPT. HA 10-10 SPACE, STH FLOOR SOU. FURN. EXPOSITION BLDG., HIGH POINT, N. C. 
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HERMDSs 


inne 


LUNCH KITS 
PITCHER SETS ICE TUBS 


THERMOS* ADVERTISING PRE-SELLS YOUR CUSTOMERS 


This full-page, full-color ad appears in 


ESQUIRE— December “‘Gift Issue” 
SATURDAY EVENING POST— December 7th 


Climaxing a round-the-calendar schedule of hard-hitting 
THERMOS® advertising in 15 leading consumer magazines. 


Liit-ia-Mela-Miilelib a elaclilet Mela celal iim lileMliritl (elise i nae| a eam 
- the best known and most used bear the name THERMDs 


REG. US. PAT. OFF 
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Clemaxes Its 50th Anniversary with a 


Xi \Christn AS 
‘Promotion 


=% A wide selection for every member of the family, friend or business acquaintance. 


’ 


Wes : * Prices to fit every pocketbook. % Sell-on-sight quality and styling. 
WINS aye 

a %& Color and eye-appeal for traffic-building displays. 
Ys 


OUTING KITS VACUUM BOTTLES OUTING JUGS ICE CHESTS 


THERMOS* MERCHANDISING MATERIALS CLOSE THE SALE 


EASEL-BACK DISPLAY 
CARDS of the big full- 
color Christmas ad are 
FREE on request. 


SANTA-IN-THE-BOX 
DISPLAYS beautifully 
lithographed, will be 
the center of attraction airntin. ADVERTISING MATS 

for your window, Tiisiivilk for THERMOS gift products are 
counter or island dis- cc” we 2 available as well as glossy prints 
play. FREE onrequest. ' for use in your own advertising. 








See your wholesaler or write for com- THE AMERICAN THERMOS PRODUCTS COMPANY 
Peete ee ee ee ee formerly THE AMERICAN THERMOS BOTTLE COMPANY 
merchandising materials. Watch for 


news of the big 1958 THERMOS NORWICH, CONNECTICUT 


oko RZ ait iiale bul ieeslelleitilsle ME slgelelee lus Canadian Thermos Products, Ltd., Toronto * Thermos Ltd., London 
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TiN OUTING PALS 


Make Me Money Every Christmas” 


Sage Phil Judd 
Butte, Montana 


“Every year it’s the same wonderful story,” says 
Coleman dealer Phil Judd of Butte, Montana. “Comes 
Christmas, almost every customer either wants or 
gives Coleman Outing Pals—the perfect present for 
outdoor family fun. That makes me money.” 


“We promote Coleman Christmas demand three 
ways. First, with newspaper ads and radio spots 
timed to tie-in with Coleman national advertising. 
Second, with traffic-stopping Coleman window dis- 
plays and, third, with sales making demonstrations 
inside the store—demonstrations that point out 
Coleman quality, safety, and convenience.” 


“Result ? Coleman gives us an unbeatable combina- 
tion of sales and profit Christmas after Christmas 
and through the year too. I’m sold on Coleman... and 
so are my customers!” 


Through thousands of successful hardware and 
sporting goods dealers like Phil Judd, Coleman out- 
sells all other similar makes combined. 


Like to sell America’s favorite outing appliances 
in your store? Then write to the Coleman Company 
direct for a copy of the 1957 Coleman Outing Prod- 
ucts Catalog. Send your order to your wholesaler. 


For Top Profits—The Complete Coleman Line! 


—m 
= gE wal 
86 wi 


g : 
° 


COLEMAN FLOOD- 
LIGHT LANTERNS. New Sn 
1 and 2 mantle models. 


COLEMAN FOLDING 
CAMP STOVES. 2 and 
3 burner models. 


COLEMAN COOLERS. 
ow-Lite models 
are pounds lighter. 


2ey) 


2 < 


NEW COLEMAN FOLD- NEW COLEMAN PIC. 
ING PAK-TABLE. Mokes NIC STOVE. Burns Cole- 
roomy carrying case. man LP-Gas fuel. 


THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 
See Your Wholesaler Today for Profit-Making Coleman Outing Pals! 
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ee nt onnigE 


loaded with 


value 


THE STEVENS /7-SC 
featherweight pump shotgun 
with Savage Super-Choke 


and recoil pad... only 
$77.75 (retail) 
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STOCK—DISPLAY—SELL... the repeating shotgun with all the “extras” —-STEVENS 77-SC 









INSTANT CHOKE SELECTION, LESS RECOIL... 

a slide action repeating shotgun that you can 
offer your customers complete with $30 
worth of extras. Equipped with recoil pad 
and the famous Savage Super-Choke, 

that reduces recoil 30% or more without 
loss of shot velocity. 


The 77-SC is a gun your customers can use 
for all types of shooting... gives instant 
choke selection—finger-twist dialing of any 
choke setting from full through cylinder. 
Other features include a 6-shot, lightning 
fast, hammerless action—safety fire control, 
(trigger must be released and pulled for 
each shot). 


Graceful walnut stock with fluted comb 
streamlined into the receiver 

and trigger guard. Tapered extension 
beavertail slide handle grooved for firm grip 
... 12, 16 or 20 gauge. 


Also Model 77—same gun but with plain barrel 
and corrugated butt plate— $65.75 (retail). 





TRADE MARE 
SAVAGE « STEVENS + FOX FIREARMS 





ALL PRICES SUBJECT TO CHANGE « SLIGHTLY HIGHER IN CANADA 


SAVAGE ARMS CORPORATION e CHICOPEE FALLS, MASS. 





71 


TOILET TOP TRAY DRAINBOARD TRAY 








BATH & SHOWER MAT 


DRAINBOARD MAT 


DELUXE WELCOMAT STOVE & TABLE TOP MAT 


CHOP RUBBER PRODUCTS MFG. CO. 
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Your hand. is aluiaya away from the knife... Z a 


OR EXCLUSIVE sors LI r c 


SAFE \EJGUARD 2 


PATENT PENDING® 


STOPS SLICING ACTION 








Soe 


THE SENSATIONAL NEW 


MODEL 25 


ELECTRIC SLICING MACHINE 






























NO OTHER HOME APPLIANCE 
DOES SO MANY JOBS...SO SAFELY 


gee ==2—, 








: » 
YA j \ Af 
Tus ee, @ SAFE\-E COVER 
WIERRY GrinpeEt POSITIONS FOOD } 
’ i... PROTECTS 
, a FINGERS 


® 


SALAD MAKER 


% eer -° 
and MEAT GRINDER = *™". 2 





~~ TWO HEADS ARE BETTER THAN ONE 


MERRY G’RINDER COMBINATION—Includes Meat 
r Grinder Head with Fine and Coarse Plates—Salad Maker 
Head with 3 Cones, with interchangeable base and handle! 


Size 7” long x 11” wide x 7” high; net weight 8 lbs. 4 oz.; 
packed weight 10 Ibs. 


¥ 4 ‘ " ELECTRIC 


SLICING MACHINE 








Rate eri Nate RARE. tite HY 























WARE...the new quality line 
that sells on sight! 


J&L, a great name in galvanized ware, is easy to sell, lasts longer, priced 
right for faster turnover and higher profits. Stock the best . . . sell the best . . . 
the new J&L galvanized ware. 


Order J&L ware today from your hardware jobber. For detailed informa- 
tion or help in obtaining the Jones & Laughlin galvanized ware line, write 
direct to the Container Division, 405 Lexington Avenue, New York 17, N.Y. 


Jl Jones & Laughlin 


STEEL ...a great name in steel 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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“The Utility” 
Water Pail 


This hot-dipped galvanized 
water pail is truly an all-pur- 
pose pail. It is one of the fast- 
est selling items im the line. 
Made with flaring sides and 
fitted with free-swinging wire 
bail. This Jones & Laughlin 
pail is a real business builder. 











Six out of seven Santas 
are helping you sell 


® man 


in all these magazines! hss | 


@ They’re recommending Cosco to your customers... in top 
national magazines reaching seventy-three million gift shop- 
pers! Free tie-in kits contain banners, easels, spotties, ad mats, 
radio commercials . . . everything you'll need to cash in on the 
coast-to-coast clamor for Cosco! Separate kits are available 
for stool and table, ‘‘Fashionfold”’ and juvenile promotions. 


Order now . .. one or all! And get in plenty of stock . . . to make 


this yule season your season for record sales and profits 


with Cosco! 


HAMILTON MANUFACTURING CORPORATION «+ COLUMBUS, INDIANA 





BACK COVER IN FULL COLOR, DECEMSGBER! 


Featured set shows model 60 chairs and model 71 table; 61-71 and 
64-70 sets, plus upholstery patterns, are illustrated. 


FULL-COLOR PAGE, NOVEMBER! 





FULL-COLOR PAGE, NOVEMBER! 


Mode! 64 Gatefold Chair 
$9.95 ($10.75"*) 


W 


ZL, 
“07 
f 
@: 
va\ 


Model 61 
Conventional Folding 
Chair $7.45 ($7 95*) 





Model 60 Gatefold Chair 
$8.95 ($9.75*) 


Model 70 Folding Table 
$14.95 ($15 95*) 


Grab your Christmas Bonus of COSCO profits! 


76 HARDWARE AGE, OCTOBER 10, 1957 



















FULL-COLOR JUNIOR PAGE, NOVEMER 23rd! 


FULL-COLOR PAGE, DECEMBER! 


Ad features models 4-M and 83-A. Illustrates 
nine other top-selling stools and tables. 















~ 

Sin cut of seven Santas ‘ : = 

wcommant POSES, 7 oi 
ae >») ' 


$ 
+ 











Model 4-M Step Stool 
$13.95 ($14.95* 

















Model 83-A Serving Cart 
$18.95 ($19.95*) 
















« 2018 gent aaa 
FRAMALINS 298 a crTERS 
oe areas pegsomas. LETTERS 
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TWO-THIRDS PAGE 
IN TWO COLORS, 
DECEMBER! 








\ 
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Model 55 Folding Play 
Table $9.95 ($10.75*) 





7 


Model 50 Folding Play 
Chair $4.95 ($5.45*) 




















Model 14-E High Chair 


$14.95 ($15.95*) Model 12-A Baby Jumper 


$8.45 ($8 95") 


*Price Colorado and west. 
All prices shown are retail list. 





! Order stock and free sales aids...now! 
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All-steel construction, 
with edges rounded or 
turned under! 


Frames are of smart 
square tubing, recessed 
for greater siyie! 


All bolts are flush: no 
rough edges! 


All finishes are Bond- 
erized and extremely 
resistant to chipping, 
scratching, staining and 
scorching! 


Floor-protecting gliders 
on all six legs! 

















NEW |! And just in time for Christmas! 


LU5bLi PF ROOM DIVIDERS 


36” high, 36° wide, 91%" . 
deep. 10” shelf clear- 
ances. Shipped KD at 
23 Ibs. 





Model 6-P3: Two-coat, 
baked-on enamel finish 
throughout: frame in 
brass color, shelves in 
ebony. Retail list price, 
$13.95 ($14.95*) 


Model 6-W3: Metallic 
tan enamel frame; 
shelves have hand- 
some, five-ply COS- 
COAT wood-grain fin- 
ish in blonde. Retail list 
price, $14.95 ($15.95*) 





*Colorado and west. 


Smart new decorative accessories... 


U) 
ideal for books, plants, knickknacks! Le Ta | 
Be first to have them: order now! pa | | 


@ They couldn’t be newer, they couldn’t be nicer : :: a a pe a 
ne = 
these handsome new room dividers by Cosco! Already e gi ssi a 


successfully sales-tested in department, furniture, hard- = | hie 
Bi fit 

















? 











ware stores! Backed by free display and advertising 


aids, plus a nationally-advertised name that’s famous 


for quality and value. Order now . . . and skim off the 


THEY GO TOGETHER! a dramatic 


sales feature! Your customers can easily 


cream of the profits in your area! bolt two or more COSCO Room Dividers 


together. All four shelves remain flush 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA ... and rigid! 
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2 WESTINGHOUSE Profit-Makers! 


MAKE YOUR STORE “LIGHTING HEADQUARTERS” 
WITH THE COMPLETE PLUS-PROFIT BEAUTY TONE LINE 





SELL FOR *1225°— MAKE *3675° 


Beauty Tone™ tinted-light bulb assortment with FREE merchan- 
diser and demonstrator. Here’s a new display unit and demonstrator 
which shows your customers the dramatic, glamourous effects they'll get 
with Beauty Tone light bulbs. Shows—in identical room settings—how 
each of these 3 decorator-styled bulbs, Beauty Tone Aqua, Beauty Tone 
Candlelight, Beauty Tone Pink, creates its own new kind of glamour with 
light. Beauty Tone tinted-iight bulbs are selling fast whenever properly 
displayed. 


This display holds $122.52 worth of bulbs. You'll make a quick 
$36.76 profit. Ask for this display when you order Beauty Tone 
light bulbs. 


*(Based on SR discount 30%) 
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SELL FOR $63!— MAKE 5191 


New Beauty Tone™ Home-line Fluorescent Lamp assortment 
with FREE merchandiser. More and more homes have more and 
more fluorescent lighting. And now, instead of asking your customers 
to select from 7 shades of white, you sell them one color that’s ideal 
for every home lighting need—Westinghouse Beauty Tone Home- 
line. This new line of fluorescent lamps produces a flattering, warm 
white light that glamourizes furnishings, food and complexions. 


Display the most popular fluorescent lamps used in the home 
today! Use this pre-packed assortment and make your store 
the headquarters for the flattering, warm white color that's 
ideal for pleasant home lighting—six 12" Circlines (32W), 
three 84" Circlines (22W), ten 20T 12’s fluorescent (20W), 
five 15T 12's (15W), ten 15T 8's (15W), and five 14T 12’s 
(14W). 

*(Based on SR discount 30%) 
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you CAN BE SURE...1F ITS We stinghouse 
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6-PIECE JADE-ITE REFRIGERATOR SET, above rear, is proved seller in 12-PIECE FIRE-KING OVENWARE SET, above, is guar- 
hardware stores. Colorful, sanitary, heat-proof, stain-proof. anteed for two years against oven breakage. 
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4-PIECE SWEDISH MODERN MIXING BOWL SET, above, has design 
of highe.t style, offers new convenience of a pouring lip. 
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You get high profit, 

give customers high value 
with Anchorglass items 
specially suited for 

your business! 


The glassware you see at left is typical of the many 
Anchorglass items that are ideal for you—and your, 
customers, too! They’re relatively high ticket with 
a high markup. As a result, you get high profit. 
Your customers get high value because Anchorglass 
combines the look of quality with low cost. 


Of course, most of these Anchorglass items come 
to you conveniently pre-packaged—the way you like 
to sell ’em, the way your customers like to buy ’em! 
So inquire about them the next time you see your 
jobber. Hardware stores all over the country have 
found out what big profit boosters they can be! 
Anchor Hocking Glass Corporation, Lancaster, Ohio. 


ANCHORGLASS 


makes you money ... makes you friends 





? Wooster Exploded-Tip 
Heres How brushes sell more paint 


ve Re 
be 
4. 


ee 27 ee a oe ie Reg 
“Got some Wooster Exploded-Tip brushes here,” you say. 
“Only kind with “Triple-Action’ ... pick up more paint 
(less dippin’) ... release paint evenly ... and they spread 
paint smo-o-oth — with less chance for brush marks.” 


When a guy comes in, it isn’t paint or brushes he’s got on 
his mind. It’s a job an’ how it'll look. So, you help him pick 
out a color an’ start shakin’ his paint. Then you shove a 
Wooster brush in his mitt and start sellin’. 


“No loose bristles, and it cuts in like a knife. It'll look just 
like a painter did it.” He’ll buy it an’ do his job. Then 
he’ll brag about how you’ve got the best paint in town. 
First thing you know, everybody thinks this. 


Order this display from your distributor. Put it on your 
counter in front of the paint shelves an’ you’ve got a com- 
plete brush department. These brushes sell themselves .. . 
but more important, Mr. Dealer, they’ll sell paint! 


If you want maximum brush turnover with a minimum 


inventory ... and bigger paint sales... get the new 
Wooster Exploded-Tip Brush Mart, now. 


VOSTER 


BRUSH CO.WwWOOSTER, OHIO 
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America s Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 
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Now shipped in 12-pack or 24- 

pack, M-D Speed loads are 

available in Off-White or White 

colors, with or without plastic 

nozzle. Off-white load without 

nozzle shipped unless specified. ri 

Freight prepaid and allowed on Bec , Meets 
orders of four 24-packs (96 loads) * Federal 
or more. Remember to order in 3 Specifications 
multiples of 12 or 24. < worewe Woenee 5: 


~ 
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CG-4 SPEED LOADER - CG-3 STANDARD 
GUN GUN 
A sturdy, light weight gun that 


works easily with all cartridge 
loads. 


Barrel-type gun for bulk use or 
with loads. Furnished with %” 
nozzle, 


MACKLANBURG-DUNCAN CO. 


P.O. BOX 1197 @ OKLAHOMA CITY 1, OKLA. 





No. 1030 Chrome Queen 
Sparkling, mirror-bright chromium 
plating adds beauty and long-life 
protection. 

17 x 19” 


No. SS-1 Stainless Queen 
Gleaming, stainless steel with at- 
page non-skid ribbing. 


9” 


No. 401 Floral Queen 

Perennial favorite of thousands of 
housewives. Prize-winning design 
a - sight. 


me 
s* Guaranteed by» 
Housekeeping 
° * 





© Exclusive Rigid-edge 

e Patented Kant-Kut-Korners 

e Heat-proof, asbestos backing 

e Heavy gauge steel or aluminum 

e Consumer demand through con- 
sistent advertising 


No. 800 Carousel 
Gay harlequin pattern in cheerful, 
Seg zaman diamond shapes. 

7 ” 


No. SAT-24 Satin Queen 
Lustrous, stainless stecl with exclu- 
Sive cross-striping of satin-burnished 


: (4 
isto mal ¢ 
Established 1920 
A Division of Phoenix Table Mat Co 
For top of the range, refrigerator, counter, or other work sur- VALSLOws ' 
@ OO © ®@ jb 2ccs. Protects against HEAT,NICKS, CHIPS, STAINS andcutrs © © ® ® 3 Rest 75% Stree 
Chicago 49, Illinois 


Note: All prices 
slightly higher 
West of the 

Rockies. 


No. 500 Pearl Queen 

Beautiful, shimmering, mother-of- 
pearl pattern in choice of red, yel- 
low, grey, pink and turquoise. 


a” 


No. AL-2 Aluminum Queen 

Newest, brightest mat in the Aristo- 

mat family of protective utility mats. 
17 x 19” $2.98 
15 x 19” 

13 x 19” 

be wb af 
8x 


No. C1—Copper Queen 
Rich, copper tone can’t peel or wear 
off. Complements all copper acces- 
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PECIAL CHRISTMAS OFFER 


KITCHEN GIFTWARE 
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BARBECUE TOOLS 
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; are new budget priced egg beaters, in a 
variety of styles and handle colors, made to sell 
as matching items with EKCO’s famous “‘1400,”’ 
**2600”’ and ‘“‘3200”’ kitchen tools . . . or as a separate 
egg beater line. 

Each beater is a quality EKCO product .. . the 
finest in its price class. Just show and watch ’em go! 


® 


the greatest name : in housewares 


< 
SE 


ane oey 


EKCO PRODUCTS COMPANY, Chicago 39, Illinois Ekco Products Co. (Canada), Ltd., Toronto 
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SSUE HOLDERS! 
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THE ONLY RESOURCE FOR SCALE AND HAMPER ENSEMBLES 


From placing the order to making the sale—Detecto 
simplifies your bathroom accessory business! 


One-Way Ensemble Selling—Detecto gives you 
a direct route to larger unit sales! You show color- 
coordinated Detecto ensembles as a group...and 
you sell them as a group. And you sell easier, faster 
because Detecto is one of America’s best-known 
brand names. 


One-Brand inventory — Detecto eliminates mul- 
tiple brands, complicated record-keeping—minimizes 
inventory problems! 
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Today, dealers everywhere are tightening their lines, 
reducing inventories and increasing their sales—and 
they’re doing it with Detecto. Make Detecto your one 
and only resource for scale and hamper ensembles. 


One Word 
Sales Talk 


Detecto Scales,inc., 540 Park Ave., Brooklyn 5S, N.Y.+* Since 1900 
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WITH Siitiinen 


18 K —— TRIM 


op 4 ® 
ice-o-matic 
WORLD'S FIRST PORTABLE E/ectfri¢ ice CRUSHER 


Wonderful for the host or hostess. Ice “custom crushed” 

just the way you want it. Whirrs into action at the tA 

touch of a switch. Gobbles up ice as fast as you feed Most beautiful can opener made. Magnetic. Easily 
it in. Compact and portable—show it off anywhere! removable cutting wheel. Chrome, 
Deluxe model in stunning black and 18 K gold. Others ert a ee 

in white or black with chrome trim. 


| UC li. . » ® 
eomate” p2ucto-nare f 
\ Finest hand-operated ia “without seeds, pulp — 
| ane See ee or bitter rind oil. ’ 
| de m All-enclosed stream-__ 
lined design. 





RIVAL® FOOD SLICERS 

Slice all foods to any thickness. Beautiful, 
practical, portable! Gleaming all-chrome. 
The sewest gift idea! 


- Deluxe KITCHENEER® 
- Combination grinder- 


chopper and salad 
maker. A time and 


MANUFACTURING COMPANY § vettsevies belre: 


per med. 
Kansas City 29, Missouri rs : Se 


Rival Mfg. Co. of Canada, Ltd., Montreal 
Visit Booth 626 National Hardware Show New vor city Va 
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FOR POTLUCK PARTIES 
FOR STORING FOOD 


PEORIA’S POPULAR ALL-PURPOSE FOOD CARRIER 
IS THE PERFECT ANSWER. Take hot or cold dishes to picnics 


or parties .. . store pies, cakes, cookies and sandwiches for days. Watch sales 
go sky-high on this attractive kitchenware item that has a thousand 

and one uses to make it a year-round favorite with the housewife. Two 

large compartments give lots of storage space, fit snugly together to prevent 
spilling, keep pastries fresh for days. Order from your jobber today! 
This fast-selling, all-purpose, beautifully hand-decorated carrier is available in 
lemon yellow, pink, turquoise, red or white. Weighs 3 lbs. individually packed. 
Order today for prompt delivery. 


KITCHENWARE BY PEORIA METAL SPECIALTY COMPANY 
f 2501 $. Washington Si. @ Peoria, Wineis 
Since 1921 
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NOW. ..CHROMTRIM iE 


IN THE NEW 8/72 SELF-SERVICE DEAL 
BRIGHT ANODIZED & 


ALUMINUM MOULDING 


The One Aluminum Moulding 
That Won't Rub Off!! 


Get extra product and mer- 

chandising advantages with 

this CHROMTRIM 8/72 Self- 

Service Deal featuring the eight 

most popular CHROMTRIM alumi- 

num mouldings in new ANOBRITE, 

including a GOLD ANOBRITE coun- 

ter CHROMTRIM ANOBRITE 

is a pro metallic finish that is actu- 
ally sealed in, can’t rub off. 


Complete 8/72 Deal stock consists of twelve 
6 ft. lengths each of eight CHROMTRIM 
styles plus matching fasteners individually 
packaged for each length — no counting. 
The attractive new black wire floor mer- 
chandiser is shipped set-up, ready to go 
into selling action -as soon as it is re- 
moved from the carton. Free promo- 
tion aids—colorful display cards, 
easy-to-do project folders, newspa- 
per mats, etc.— show your cus- 
tomers how and where 
CHROMTRIM ANOBRITE 
is used to repair, remodel, 

redecorate. 


New, attractive self-service 
merchandiser saves floor space, of- 
fers greater display from all angles. 


Each length pre-ticketed. Colorful 
pressure sensitive labels give full price 
and style information. 


Seven CHROMTRIM ANOBRITE styles are 
bright anodized—one in decorative GOLD 
ANOBRITE finish. 


Merchandiser includes convenient, built-in 
dispenser for literature and fasteners. 


: 7 ; 
4 
;% % ; 
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Contact your CHROMTRIM Distributor or write to 


LU E RIL E Ress: 


DEPT. HA-10, 295 FIFTH AVENUE, NEW YORK 16, N. Y. 
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MELMAC® QUALITY MOLDED MELAMINE 


new “Nassau you have two exclusive TEXAS WARE style 
features in “Nassau.” A new shape! New subtle combinations 
aie a allied 4 in “Color-on-Color”. .. turquoise on sandalwood, yellow on sandal- 
of all new decorated patterns. 9 \ "Pig ait wood or pink on gray. “Nassau” increases the opportunity for 
— color-scheming offered your customers by TEXAS WARE! 
Merchandising aids — newspaper ad mats, envelope inserts, 
traffic-building counter displays — are available. NATIONALLY 
ADVERTISED in more consumer magazines, with more ads, than 

any other melamine dinnerware! 


TEXAS WARE’S exclusive 


Color-on-Color feature 


“THISTLE” i oo Write for prices and catalogue pages 


TEXAS WARE 


Plastics Manufacturing Co. e 825 Trunk Ave. e Dallas, Texas ePat. Pending 
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DRAMATIC 


Scale Display yours with 
New Borg deal 


Now “Miss Borg”, the same personality who sells 
Borg baih scales all Fall in Ladies’ Home Journal and 
other magazines, is yours to use in your store, like 

an extra clerk! 


With this identifying display, you quickly cash in sales 
created by Borg’s big Fall ad program. In full color, life-size, 
‘Miss Borg” displays 4 scales, stocks 9 more in only 

3 sq. ft. of space. Of hard board, built for years of use. 


This selling fixture can be yours with no out-of-pocket 
cost under a new Borg deal. Get set now for a BIG 
season on bath scales by ordering ‘Miss Borg” 


BORG 


The BIG Name in bath scales 


today! At your wholesaler. 
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make this your biggest, busiest Christmas ever! 


Sell them SWING-A-WAY as gifts! For Mom there are many models and styles of can openers, 


and a wonderful new knife sharpener. Dad will go for the ice crushers and ice bucket. All are guaran- 


teed for 5 full years. Order early and keep your stocks complete all through the Christmas season! 


FIRST IN SALES SWING :A-Way FIRST IN VALUE! 





COMBINATION CAN OPENER 
WALL ICE CRUSHER from $7.9S AND KNIFE SHARPENER from $3.98 



































TABLE ICE CRUSHER from $9.95 ICE BUCKET $7.95 PORTABLE KNIFE SHARPENER $1.98 
SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUIS 16, MO. @ IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 
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FIVE 
REASONS 
WHY 


FOAM FLE x 


AGAIN WILL BE THE FASTEST- 
££ SELLING AND MOST PROFITABLE 

al . UE DOOR WEATHERSTRIP 
——. . 


Seo 7 -) as ; i cn sacl tn 
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1. FOAMFLEX is the only Brand Name door 
weatherstrip. 


2. FOAMF LEX is the only door weatherstrip pre- 
sold fer you through national consumer advertising. 


3. FOAMFLEX is the only door weatherstrip 
ever to capture the market in one year—and get 
reorder after reorder from jobbers—even in mid 
December and January. 


4. FOAMFLEX is the only door weatherstrip 
that makes it possible for dealers to limit their line 
to one product and clean up the market cluttered 
by gimmicks and gadgets. Put prestige into the 
weatherstrip business with an accepted product that 
works, and gives complete customer satisfaction. 


5. FOAMFLEX is the only really new door 
weatherstrip in 25 years! 














wa 
Patent Pending 
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1. Millions of home owners, farmers, motel and resort operators, eee 
builders, private cottage owners will be reached by the huge Foamflex “ortell & 
national consumer advertising campaign in 1957—starting well in r~ e. 
advance and continuing throughout the selling season. Plus— generous 
local newspaper advertising in 50 major markets. Plus radio spots. 
Plus TV spots. Plus free window and counter displays, give-away 
literature, mailing pieces and other sales aids! 


2. Only Foamfiex gives you the selling advantages of the first new 
door weatherstripping in 25 years. Exclusive closed cell vinyl perma- 
nently bonded to wood, 4’’ x %”’ clear beveled moulding. Waterproof 
—cannot absorb moisture. Airtight—makes weatherproof seal. 
Silences closing doors. Makes air-conditioning more efficient. Installs 
in 10 minutes with saw and hammer. Installs over present moulding. 
Moulds to warped and uneven surfaces. Stays flexible at 50° below 
zero. Can be painted without hardening. 


3. Twelve handy sets of Foamflex are pre-packaged for dealer and 
consumer convenience in this easy-to-use, stand-up, self-display, 
self-selling carton. Each set contains 3-foot piece and 2—7-foot pieces 
and pack of nails—enough for any door. 


— PT ke MOE LOT BRE ORE SE Eo eR Oe 
; gee ati Smee RARE ese pak 





Seae «40o ORDER FOAMFLEX FROM YOUR JOBBER 
/ —and Famous, Fast-Selling Mortite, Too! 


$2.29 per set retail 


ortell 


COMPANY 


Technical Coatings For Home and Industry Since 1895 
Detroit, Mich. + Kankakee, Ill. « Lyndhurst, N. J. 
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TIE IN WITH POWERFUL G-E CHRISTMAS 
LAMP ADS... cet 2 bigger share of the Christmas lighting market 


r Been ~ 


: ) si 
. sr¥pe? 
hg ree? yooam™ 


EE - Nearly 1 out of 3 homes will see 


neem Oi Tn 


| GSERNERAL a practical suggestion on how to get 
4 the best buy on Christmas lamps, will 
have your customers looking for the 


“G-E” on bulbs. Display and cash in! 


mae k CIR hese G-E ads. Their new ideas, plus 


Pes:38 pees 
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NOW...THREE NEW G-E LAMPS 
IN TRANSPARENT COLORS! 


more light— more sparkle — new lighting effects 


New D 27—twinkle lamps... 
will replace any C 9% bulb 
in regular outdoor strings. 


New D 25—twinkle lamps... 
for use only in strings with 
special 6 volt transformer. 


New D 15—brightest burning 
decorative lamp; fits regular 
outdoor C9¥, strings. 


Ask your supplier. 











DISPLAY "EM BIG—because tests show that good G-E 


Christmas lamp displays sell an average of 117% more. PRICE EVERY PACK—big panel is easy to mark or stamp. 
Let your customers know you have the brand they want... And if your G-E 5-lamp packs are already price-marked, 
in the handy package they want. . . General Electric. just display ’em. You'll save time, speed sales. 


You can’t miss—if you have enough General Electric Christmas lamps for renewals . . . and in string sets and lighted devices! 
Miniature Lamp Department of General Electric Company, Nela Park, Cleveland 12, Ohio 


GENERAL @@ ELECTRIC 
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TOASTMASTER 


New Steam and Dry Iron! All the features housewives asked for! 


Fast steam 


Fastest-steaming 
iron on the market! 


Even steam 


Flows without 
a sputter! 








More steam 


Bigger water 
capacity! 


Under exact temper- 
ature control! 


+16 


Weighs only 3% Ibs. 


FROM STEAM TO DRY IN AN INSTANT! 


Another new Toastmaster sales star—the new 
Toastmaster Steam and Dry Iron! It’s loaded 
with potential profit because it gives housewives 
all the important features they asked for in a com- 
prehensive survey—features that make sales for 
you! Look at them: 

It’s two irons in one—changes from steam to dry 
instantly at a touch of the dial .. . Fabric Selector 
Dial gives the right heat for every fabric . . . plenty 


NEW TOASTMASTER 
DRY IRON $1195" 


retail 


day! 


of smooth, even steam without sputtering or flood- 
ing...extra-capacity reservoir... polished 
aluminum sole-plate with multiple vents .. . fast, 
uniform heating... accurate thermostat for con- 
stant temperatures... famous Toastmaster 
quality in every respect! It’s light and convenient, 
exactly what your customers want! Stock it and 
sell it now! You'll be selling the iron housewives 
have asked for! Call your distributor today! 


Built low for high-speed ironing! Mirror- 
finish aluminum sole-plate with cast-in 
element. Accurate temperatures for all 
fabrics, evenly distributed fron heel to toe. 
Demonstrate it—then watch .t vractically 
sell itself! 


McGRAW? ieee ear ora 
TO OSsTM iste im t) | C ()N A | TOASTMASTER DIVISION 


“TOASTMASTER” is a registered trademark of McGraw-Edison Company, Elgin, Ill., and Oakville, Ont. 
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TRADE MARK PATENT APPLIED FOR 


MODELING DOUGH 
For Young Children And Hobbyists 


NEW PLAY-PAK 


Captain Kangaroo Play-Pak (PD-359-CK) 


Introduced on the CBS-TV network on June 26 by Captain Kangaroo, 
and already a big hit! Five large cans of Play-Doh: Red, blue, yellow 
and 2 cans of the brand-new modeling dough color... WHITE! Includes 
5 pipe cleaners, 2 cookie cutters, dowel rolling pin, 4 pictures 
of Captain Kangaroe and his friends, to be used to make 
permanent picture-plaques. Retail: $2.00 
(Packed 6 display cartons per shipper. 
Approx. wt. 27 Ibs.) 


my Le], Piped die 
(ABOVE) | e ‘eae} he) 3 
RECORD SMASHING BLEND 
TRI-PAK 


Captain Kangaroo Tri-Pak (PD-159-CK) 





Already over a million sold since January 1! 3 

large cans of red, yellow and blue Play-Doh blend 
perfectly into every color of the rainbow. Non-toxic, 
won't stain anything (Play-Doh is NOT A CLAY!). Stays 

soft when put back in its air-tight container, but will harden 
completely in open air or kitchen oven. Retail: $1.00 


(Packed 12 display cartons per shipper. Approx. wt. 28 Ibs.) 


ROMPER ROOM 
TRI-PAK 
PD-159-RR 


This Tri-Pak carries the seal of ap- 
proval of the Romper Room Re- 
search Council, and is promoted on 
over 50 local Romper Room TV shows 
across the nation. 

Same contents and specifications as 
PD-159-CK, above. Retail: $1.00 
(Packed 12 display cartons per ship- 
per. Approx. wt. 28 Ibs.) 


Full Quart 
SCHOOL-PAK 
PD-150 


Big, colorful, wide-mouth metal can 
contains 24% Ibs. of Play-Doh, a 
single color: Red, blue, yellow or 
white. 

Ideal for large families, schools, 
nurseries, camps and therapists. 
Retail: $1.00 

(Packed one dozen cans per ship- 
per. SINGLE color. Approx. wt. 27 
Ibs.) 


COMPLETE MERCHANDISING AIDS AVAILABLE NOW! 


MANUFACTURED BY: 


RAINBOW CRAFTS, INC., 2815 HIGHLAND AVE., CINCINNATI 12, O. 


NATIONAL SALES REPRESENTATIVES 


PORTUGAL and KROTMAN, Room 534-36, 200 FIFTH AVENUE, NEW YORK 10, NEW YORK. 
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turn up extra sales 


with this new 


Scorcn 


BRAND 


PLASTIC Tape 





Seven best selling colors...yellow, 
red, green, blue, brown, white and 
black... plus new CLEAR plastic 
tape ... blends with all colors. 


e Rack revolves for easy and complete color selection, 
stimulates impulse sales! 


REFILL PACKS 


Cat. No. 192... . 6 25¢-rolls %4” x 

e Holds 48 25¢-rolls (4” width) and 24 50¢-rolls (1%” 108” all same color... $1.00 
width) in seven assorted colors plus new CLEAR! 

Cat. No. 193... 3 50¢-rolls, 1%” x 

e Colorful, sturdy metal rack, takes less than a square foot 108" all same color... $1.00 


of counter space... and it’s FREE! Six or more packs @ $.95 


enooucr o 


The term “Scotch” and the plaid design are registered trademarks of Minnesota Mining & Mfg. Co., St. Paul 6, Minn. Export Sales Office: 
99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario, 


"tseanc™ 
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To replace broken panes: 
sell “PENNVERNON’’ 


not just “window glass” 


‘his particular small boy is a very unwilling customer 
for Pennvernon. However, once you have introduced 
most of your customers to Pennvernon . . . once they 
become familiar with Pennvernon’s fine visional prop- 
erties .. . they ll become steady Pennvernon customers 
when they have broken panes to replace. 

Pennvernon Window Glass has a brilliant, reflective 
surface with a finish that’s so smooth and even that it 
resists the accumulation of dust and dirt, resists scratch- 
ing, and is so easy to clean. Its color is constant; it won't 
fade with the years. 


For more information on Pennvernon, and details on 
the free Pennvernon sales aids, call your jobber or write 
Pittsburgh Plate Glass Company, Room 7384, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Pennsylvania. 


Sell PENNVERNON Window Glass .. . and sell a 
“spare’ piece. The next time you have a customer who 
wants a new piece of glass to replace a broken window, 
sell him a spare piece, too. Then he'll have a light of 
Pennvernon ready to replace his next broken pane.. . 
and youll have twice as much profit. 


Pennvernon Window Glass 


PAINTS - GLASS - CHEMICALS - 


G 
reve SeuroGonu 


Pi ase 


BRUSHES - PLASTICS - FIBER GLASS 


GLASS COMPA | 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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¢ Permanent Finish 
° Light Weight 
© Weather - Proof 
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¢ Architecturally 
Correct 











Depend on it! 
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Get ready, get set, get selling Bright Gift Ideas 
im Stainless Steel during the peak holiday buy- 
ing, gift-giving season. 

Stainless Steel housewares, flatware, kitchen 
equipment, accessories and appliances are easy 
to sell because they are so readily accepted. Your 
customers know that stainless is an unmistak- 
able sign of quality. Stainless is fashion-right, 
stays lifelong bright. It’s starring on the smart- 
est tables and in the best-run kitchens. 

Stainless steel products are easy to sell because 
there are so many nice things you can say about 
stainless. It offers a combination of advantages 
unequalled by any other material. Stainless 
doesn’t tarnish; resists rust and corrosion; has 
no applied surface to chip, peel or wear away. 
It’s amazingly easy to clean and keep clean. 
Stainless is tough and strong to resist denting 
and scratching. 


haw 
setiog and Si apt 
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Manufacturers of a wide variety of items are 
skillfully using the lustrous beauty of stainless 
steel to complement and harmonize with other 
materials and finishes. Stainless enhances the 
over-all beauty of a product, yet does not com- 
pete for attention. 

This holiday season, cash in on the high-profit 
stainless steel business. Set up window and 
counter displays. Feature Bright Gift Ideas in 
Stainless Steel throughout your store. 

FREE HARDWARE RETAILER STAINLESS STEEL 
MERCHANDISING PACKAGE to help you get 
ready, set, and selling. Contains full-color mer- 
chandise price tags, window-wall posters, die- 
cut easels, tips on selling and displaying Bright 
Gift Ideas in Stainless Steel. Mail the coupon 
today, indicating how many merchandising 
packages you will require. We will rush them 
back to you by return mail. 


en 
eying 


REPUBLIC STEEL CORPORATION 
DEPT. C-4507 

3154 East 45th Street 

Cleveland 27, Ohio 


Please send me 





(number) 
Stainless Steel” promotion packages. 


Name Title 





free “Bright Gift Ideas in 





Company 





Address 
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aster Padlocks 


WORLD’S STRONGEST 
aster Jock Company, Milwaukee 45, Wis. 


Wolds Largest Padlock Momufactinors 
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TheBIG 


consumer 


splurge 


It's coming! Your customers have money to 
spend this year and in record amounts. 
Here is your program for a bigger, better 
Christmas toy and gift selling season. This 
Guide helps you plan a program in advance 
of the Christmas season to tie in promo- 
tions, displays, inventory controls and per- contents: 
sonal selling for this, your most profitable 
season of the year 


| 
' 
: 


Why it's coming 


How to prepare for it 


OP OP PE PE ND RHI HE STs RI ek ae mmm Ae , oe 


Selling ideas give it power 
How you can make it bigger 
How self service affects it 


Don't let frauds ruin its profit 
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Why the “big splurge” is expected 


What makes a boom? Why should you expect a record-breaking 
Christmas volume this year? Have you planned for more sales 
and profits? There’s still time for action in getting your 


stocks and your store ready to get your share of the boom 


Your customers have lots of money to spend for Christmas, 
1957. Their pockets are jingling this year as never before. 

The question now is, will enough of them spend their record 
earnings and savings in your store? 

We entered the second half of 1957 (July-December) with 
these figures as the box score of prosperity: 


(1) Employment—67.2 million, 700,000 more than the like 
period of 1956. 


(2) Annual earnings—$344 billion, $22 billion more than the 
like period of 1956. 


(3) Gross national product—$429 billion, $24 billion more 
than the like period of 1956. 


(4) Total savings—$256 billion, $12.4 billion more than the 
like period of 1956. 


(5) Annual farm income—$15.3 billion, $200 million more 
than the like period of 1956. 

Your store ought to be packed as never before with spending 
customers in the next 10 weeks. That is, if you make the effort. 

This Christmas Merchandising Guide has one purpose: to 
make you aware of what is about to happen, sales-wise and 
profit-wise, to dealers who get on their toes now. 

This Guide has articles on nearly every phase of Christmas 
merchandising. 

Are you ready for the big consumer splurge? 

You’ve ordered and started to receive Christmas stocks. 

Is it enough for a record year? 

Have you planned advertising, display, over-all promotion 
and store management for the best Christmas season ever? 

If you are thinking in terms of a boom, especially when one 
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Why there will be a big consumer spending splurge this Christmas 
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is headed your way, you will prosper as never 
before. 

Dealers who check open orders and inventory 
now have time to fill in gaps in many lines, 
before wholesalers run short. It won’t be many 
more days before the fact that a record season 
is in the making will cause many dealers to 
run short before the season reaches its peak. 

There won't be time then to fill your shelves 
again. 

This Guide contains a valuable check list 
that reminds you of the many precautions you 
should take to insure more profit per customer 
and per sales dollar. 

This Guide gives you many new ideas for 
window and interior display projects that help 
you get more impulse sales. 

Articles on self service and general services 
guide you to more efficient holiday operation of 
your store. These are practical ideas, now in 
use in many stores. 

Besides a boom in sales of gift lines and 
staples (more staples than ever will be mer- 
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Your customers have money to spend this Christmas. Figures shown here campare this year to last year, 
and they point to one of the best holiday selling seasons on record. 


chandised as gifts this year), Christmas 1957 
will see the $1 billion mark shattered again in 
toy sales. A record $1.25 billion is predicted. 

There are about 55,000,000 children 16 years 
old or under in our 172,000,000 population. That 
means there are more than 1500 youngsters of 
toy age for every hardware store in America. 
This alone will mean a boom year to dealers 
who sell toys. 

Total population has increased by 6,000,000 
just since 1955. This gain is the biggest for any 
two years in our history. The gain in popula- 
tion since 1950 stands at 12,000,000. The quick- 
est way for any store to do more business is to 
have more customers. And there are now nearly 
400 more customers per hardware store than 
there were in 1950. 

How about you? 

Are you thinking big this year? 

If you are, and if you use this Guide as your 
reminder of things to be done for the coming 
record Christmas, you will close your doors on 
Dec. 24 with a smile, and with a tough record 
to beat next year. 





AGE 
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Record sale days don’t just happen, 
they are the product of planning. 
Here’s your planning check list 


for extra sales and extra profit 


You are bound to do about 30 percent of your 
full year’s sales volume between now and 
Christmas. This has been a national sales aver- 
age for hardware stores for many years. 

With the big splurge coming, and first half 
sales down slightly in much of the country, 
that figure may well climb to more than 30 
percent. 

This is your once-a-year opportunity to make 
up for slack seasons, losses to competition, bad 
weather, and all of those things which hurt 
business the first nine months of the year. 

Four key factors govern your potential as 
this year heads for the windup: 


(1) A close check of open orders and inven- 
tories of lines that have Christmas appeal. Will 
you have enough goods for 30+ percent of 
year’s sales? 


(2) A close check of advertising, display, and 
overall promotional plans. Are you geared for 
30+ percent of year’s sales? 


(3) A close check of your floor layout, aisle 
spacing, and self serve binning methods for 
heavy traffic periods. Can you handle 30+ per- 
cent of year’s traffic in 10 weeks? 


(4) A close check of how well your sales staff 
is equipped in product knowledge, register and 
(Continued on page 110) 
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Have you prepared 


Here is your master 


Many small details that could add up to hefty 
profits during the Christmas rush get lost in 
the shuffle. Here’s a master check list that re- 
minds you of details you shouldn’t forget. 


® Watch discount dates for cash payment of 
Christmas goods invoices. Two percent dis- 
counts add up to big profits on heavy purchases. 


® Shop your competitors. You may be pricing 
seasonal items too low. Price them according 
to what the competition allows and what the 
traffic will bear. On small items, round off all 
odd prices to end in 9¢. 


® Get a better rate of turnover and more profit 
by grouping 5¢ to 20¢ items by multiple prices 
such as 4/19¢, 3/29¢, 2/39¢, etc. Your unit profit 
may suffer just a little, but big turnover will 
take care of that and then some. 


® Stock up early on small sundries that guar- 
antee extra traffic right up to Christmas Eve. 
Too many stores run out of spare Christmas 
light bulbs, tinsel and ornaments, fuses and 
extension cords, extra train track, and small 
cooking and serving accessories. 


® Plan your ads early. If you do they’ll be ready 
to run, on time and without costly last-minute 
changes. Use ad mats to cut down on possibil- 
ities of error. 


® Instruct your salesmen to use the want book 
or HA Pocket Want Cards liberally, to see 
where you’re missing extra sales. 


® Make better use of your wholesaler. Plan to 
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for the splurge ¢ 


pick up your own rush orders if you’re in a 
hurry. Phone in orders instead of using the 
mails or waiting for a salesman to call. 


® Make certain that every customer gets a 
sales receipt. This cuts down on refund gouging 
during and after Christmas. Hang up a sign, 
“Returns accepted only with sales slips.” 


® Use bags instead of wrapping paper for 
bulky items. May cost a little more, but bags 
save you time when you need it most. Print 
store name on bags for low-cost advertising. 


® Load up the area around check out counter 
or cash register with $1 and under impulse 
items in wide selection. 


® Have plenty of shopping carts, shopping 
baskets or bags available for rush hours, even 
if you’re not regularly a self serve store. A 
basket or big bag invites customers to buy 
more. 


® Trim your counters and bins of excess bag- 
gage. Concentrate on key Christmas items in 
the next 10 weeks. Remove all personal items, 
bulk items other than samples, and out-of- 
season goods such as screen paint and moth 
proofers to stock room. 


® Employees sell more if they know what 
they’re selling, especially part-time or tempo- 
rary help. Hold regular sales meetings. Explain 
new or unusual items. Show them how to make 
step-up and tie-in sales. 


® Don’t plan on cashing checks without plenty 


HARDWARE AGE, OCTOBER 10, 1957 


check list for more Christmas profits 


of identification. This is the high point of the 
year for frauds. 


® Urge “Buy now, pay after Christmas” credit 
terms. You probably won’t be paid in full until 
after Christmas anyway, so you might as well 
make the most of it. 


® Set up counters and display windows of 
selected gift assortments with a take-your-pick 
choice at $3, $5, $10. Help undecided customers 
speed up buying. 


® Plan to markdown cats and dogs early. Make 
these markdowns realistically low. An early, 
drastic markdown is usually the cheapest. Don’t 
kid yourself on the saleability of a lemon. 


© If you really want sales and profit to climb, 
offer a thick Christmas Eve bonus to the sales- 
man with the best sales record between Thanks- 
giving and Christmas. 


® Make more use of manufacturers’ display 
trims such as removable sleeves, counter cards, 
banners, pennants, and specialty trims. They 
help you tie in with high-priced national ad 
campaigns at no cost. 


® Even if you never have in the past, plan to 
stay open one or two key nights a week from 
Thanksgiving until Christmas. You’ll find it 
almost always pays. 


® Buy wide assortments rather than heavy 
stocks in narrow lines. Variety that results 
keeps your store interesting, and it definitely 
cuts the risk of poor sellers. 





Are you prepared? 





check-writing systems, and methods of using 
want books and inventory controls. Are they 
ready to handle 30+ percent of year’s sales in 
just 10 weeks? 

Look at it this way. If your store does $50,000 
a year, you'll sell about $15,000 worth of goods 
between now and Christmas. If your volume is 
in the $75,000 range, you can expect to do about 
$22,000 in sales; $100,000 yearly means about 
$30,000 in sales in the next 10 weeks. 

No matter what your yearly sales, 30 percent 
is a big chunk to digest in so short a time. It 
means being open extra hours, hiring extra 
help, running extra ads. 

You can ease your burden of overtime prob- 
lems if you use the check list on these pages to 
spark an early-planning campaign. It’s easy to 
let things slide. Before you know it, you’re in 
the thick of Christmas selling, and still doing 
everything yourself. Just like last year, re- 
member? 

When you set up an early schedule, and fol- 
low it, you delegate hundreds of minor jobs to 
your staff. 

Take inventory checking. If you have your 
people watching the must items that sell well 
at Christmas, you’ll have re-orders in early 
while there is still time and merchandise avail- 
able. These re-orders won’t all hit your receiv- 
ing dock at the same time. There will be time 
for orderly checking, marking, and binning. 

Take display. If you have salesmen and de- 
partment heads begin to set up early, you won’t 
be in a lather on Dec. 1 to re-display your entire 
store. And you won’t wind up doing it all your- 
self. 

The chains and department stores began to 
build their Christmas displays, slowly but 
steadily, right after Oct. 1. Yet many hardware 
stores do not hang out the first wreath, nor 
even check to see if it is on order, until early 
in December, almost two full months later. 

Many Christmas Clubs pay off in the second 
week of November. This means a sudden abun- 
dance of Christmas-spending cash is loose 
before Thanksgiving. And national surveys 
have proven that more than half of gift-pur- 
chasing adults begin to buy presents before 
Thanksgiving. Early planning not only means 
fewer headaches when the rush period begins, 
it means early sales in quantity. 
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Your customers... 


who are they? 


Here are some facts on population that 
help you gage your Christmas sales 
market: 


(1) U. S. population—More than 172,000,- 
000, up more than 3 million from this time 
last year. Up more than 6 million since 
1955. There are more than 5000 inhabi- 
tants for every hardware store in America. 


(2) Working people—More than 67 mil- 
lion persons are making more money, on 
the average, than ever before. This equals 
more than 1900 workers for every hard- 
ware store. Besides working income, more 
people than ever before are drawing social 
security payments and unequalled income 
from stocks, bonds, and securities. 


(3) Children—There are more than 55,- 
000,000 children of school age and under. 
This equals more than 1500 youngsters per 
hardware store. They’ll be bought some 
$1.25 billion worth of toys before the year 
is over. Here’s how they range in age 
groups: 


A—Infants (under 1 year)—Just over 
9 percent ($113 million) of total toy 
market. 

B—Toddlers (1-2 years)—Nearly 19 
percent ($237 million) of total toy market. 

C—Nursery school age (2-4 years)— 
More than 17 percent ($213 million) of 
total toy market. 

D—Kindergarten (4-6 years) — More 
than 15 percent ($188 million) of total 
market. 

E—Grade school (6-8 years)—About 15 
percent ($187.5 million) of total market. 

F—Grade school (8-10 years)—About 
13 percent ($162 million) of total market. 


G—Grade school (10-12 years)—-Over 
12 percent ($150 million) of total market. 
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Tested selling ideas 
power up your sales 


You'll get a bigger share of the Christmas 
buying splurge with displays and ads 


that excite interest and sales 


Get excited about Christmas! 

Let this excitement show in your ads and 
displays. 

When you can bank on any one selling season 
to give you close to 30 percent of your full year’s 
volume, you ought to make a special effort to 
liven up ads and store trims. 

Half of this job right lies in starting early. 
Why? Ads planned early can be laid out at your 
leisure. There is time to make them prettier, 
more effective, and less likely to contain mistakes 
that will be costly to correct at deadline time. 
And you'll have time to request ad mats and 
cooperative ad money from suppliers. 

Store and window displays that you start 
building before Thanksgiving will be brighter, 
fuller displays that are bound to bring in more 
street traffic. 

Beside getting better quality in displays and 
ads, when you start the wheels turning early, 
you are adding to your available time when the 
rush begins. If your ads are ready to run and 
your gift, appliance, tools, sporting goods, and 
housewares displays are on their way to com- 
pletion, you can devote more time to selling when 
it’s needed most. 


You'll be exceptional if you do these things 
early. 


Understandably, too many dealers are guilty 
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Hardware Mart, Lawndale, Calif. 


This colorful window painting job cost owner Leroy Herbers 
$40, but he figures it paid for itself many times in the extra 
traffic it attracted. 
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Retzlaff Hardware, New Ulm, Minn. 


Power up your sales 





(Continued) 


of putting off displays and advertising layouts 
for another day. Before they know it, Christ- 
mas is only a few weeks off. Displays then go up 
quickly and shoddily. And ads, if run at all, are 
hodge-podges of unrelated items with little real 
sales appeal. 

Then, too, if you build early displays and run 
ads earlier than usual, you'll be amazed at the 
early volume you can do. Millions of shoppers 
start leisurely buying of Christmas gifts before 
Thanksgiving. 

Where do they buy? 

They buy in stores which are set up for Christ- 
mas early. 


Neatness augmented by inexpensive paper and foil trims can 
make your store interior as attractive as this. Wide aisles and 
step-shelves step up self service. 


Sell more by planning ahead 


Here is a sample planning calendar that you can use as a model for one of 


your own. Plan your schedule in advance, then stick to the plan 


Oct. 14—Start layaway program. Reserve storage 
space (a few empty bins) in stockroom. Hang up 
layaway signs. Have a training meeting to make 
certain all of your employees understand how your 
layaway system works. 


just around the corner. Run at least one big ad 
aimed at early shoppers, layaway shoppers, and 
Christmas Club payees. 


Nov. 18—Finish trimming the store, for Thanks- 


Make up your schedule for ads, based on 2-5 per- 
cent of your planned sales volume for the next 10 
weeks. Take into account wholesaler’s broadsides 
or other mailers you’ll be using. Plan on definite 
column space and dates ads will run. Order ad mats 
from suppliers. Plan on items to run, and make 
sure you own them or that they are on order. Fol- 
low up open orders. Order signs to match ads. 


Oct. 21—Start building displays. You can finish 
decorating and signing them for Christmas later, 
if you think it’s too early now. Key displays to 
items you own the most of. Make sure that layaway 
and credit terms are prominent parts of each dis- 
play sign. 


Oct. 28—A good week to run institutional-type ads 
explaining lines carried for Christmas, services such 
as layaway, Christmas hours, when Santa arrives, 
and a general picture of your plans for the season. 
Sell your store as Christmas headquarters. 


Nov. 4—Toy department ought to be running at full 
blast now. Put up at least one major display in 
each key Christmas-item department: housewares, 
hand and power tools, gifts, sporting goods, and 
appliances. Start trimming the store, especially 
the windows. 


Nov. 11—Thanksgiving and the Christmas mood are 


giving officially starts the Christmas season next 
Thursday. Set up some advertising for the week 
end after Thanksgiving. 


Nov. 25—Time to check on unfilled back orders from 
suppliers. Will you cancel open items? Decide how 
much unfilled orders will affect your planned ads. 
Double check want books and inventory records. 
Good week for last big sales meeting with staff, 
for you’ve bought a lot of things they haven’t seen 
before. 


Dec. 2—If you’re only going to run one Christmas 
ad, this is the week to do it. Layaway will begin 
to wane now, so concentrate on credit terms, sale 
items, and nationally-advertised brands. 


Dec. 9—Start spending more time on the sales floor. 
Learn what is selling and what items you could sell 
if you had enough. Keep in touch with wholesalers 
by telephone. Pick up rush orders in your own car, 
if necessary. Start unloading cats and dogs with 
drastic markdowns. 


Dec. 16—Use small ads and big signs to unload any 
items which are not carrying their weight in sales. 
Let suppliers know what you own too much of, for 
they may have other customers who can use them. 
A last minute ad beamed at late shoppers can pro- 
duce surprising results, if the values are right. 
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You sell more when you show more 


























If you're pressed for display area these easy-to-assemble-and-knockdown tables will solve your 
problem. Here's what you need for two tables: four 3x6 ft sections of 1/5-in. plywood, two 2x4 
ft sections, two 1x2 ft sections; eight V-cut 1 in.-thick supports measuring 12 in. high; 12 wrought 
iron or tubular legs of standard table height. Join metal legs to 3x6 panel at four corners and two 
sides. Set second 3x6 sheet about a foot below as under shelf, and join it to legs by drilling screw 
holes in legs. Mount smaller plywood panels to V-blocks to form upper tiers. Paint surfaces with 
flat white or red paint for Christmas season. Trim edges of plywood panels with Christmas trim. 
Use mode! on sketch to make, or have made, Santa Claus cut-out and "Gifts for him” sign. Plywood 
is best. Join signs to tables with steel angle brackets. Allow at least seven feet from sign to floor. 


The trend is to backless display windows for combined effect of having eye catching display and to 
frame store interior. Santa figure in this sketch and small display units (A-B) are all you need for 
effective window dressing. Santa is cut from 4x8 ft wallboard and painted in bright colors. Figs. 
A are standard perforated paneling, framed and footed with 1x2 in. lumber. Fig. B is a plywood 
Christmas tree on small electric rotating base. Motion helps stop traffic in display windows. 
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Power up your sales 
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Schlafer's Hardware, Appleton, Wis. 


Here is a hardware store ad that features gift certificates as a novel way to build 
sales. Customer uses certificate to buy whatever he chooses after Christmas. 


Wisnom Hardware, San Mateo, Calif. Ebbers and Sons, Sheboygan Falls, Wis. 


Foil balls and garlands, a paper free cut-out, and There's no limit to displays you can build out of large sheets 
a small Santa with colored ribbons gave this of pertorated paneling. Partitioning creates separate little 
dealer a low-budget traffic stopper. rooms for different types of toys. 
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Schiedermayer's Hardware, Appleton, Wis. 


This ad features three basic traffic lures: big selection in Toyland, a live Santa 
Claus, and emphasis on layaway. 


114 HARDWARE AGE, OCTOBER 10, 1957 





SY anowane aot 7G 


How to make the splurge bigger 


Competition’s growing. This means your services and 


merchandise selections will have to be better than your 


competitor if you want more sales volume 


It’s going to be a good Christmas, that’s cer- 
tain. But why settle for just a little extra 
volume when the potential is so large? 

Make this Christmas season your best ever 
with these features as the lure for heavy traffic: 

A—yYour best stock selection in years, right 
up till the last minute. 

B—More customer services than ever before. 

Sounds like a large order? 

It is, but remember this is the time of year 
for exceptional effort. Here is where you make 
money or go into the red on the year. 

How do you offer the best stock selection in 


years? 
(1) By buying wide selections of seasonal 
goods, instead of few items in depth. 


(2) By keeping tab on lows and outs with a 
regular system of stock control, an active want 
book, and Hardware Age Pocket Want Cards. 


(3) By telephoning repeat orders to whole- 
salers the moment you decide to buy more. If 
wholesaler’s delivery trucks are tied up, make 
your own pickup. 


(4) By displaying new shipments right on 
your sales floor. Bypass stock rooms at this 
peak time. If the item is important enough to 
order during this rush, it’s important enough 
to get out on the sales floor. 
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(5) Ask wholesalers what lines they are 
heavy in. Many times they’ll offer you consign- 
ment buys on these surplus lines. Consignment 
goods widen your selection but without risk to 
you. They are returnable after Christmas for 
full credit. 

What about more services? 

Yes, they cost money, but here are some that 
are practically cost-free: 


® Use bags (with your label) instead of 
wrapping paper for hard-to-wrap sizes and 
shapes. They save time for you and your cus- 
tomers. 


® Gift wrap high priced items. Use a stand- 
ard stock, lightweight figured paper. Costs only 
pennies more than plain wrapping paper. Ordi- 
nary red twine or thin ribbon costs little more 
than regular twine. Don’t let gift wrapping 
puzzle you, for it usually entails the same 
wrapping pattern you use on any rectangular 
package. 


® Hang a sign: “We'll help you load heavy 
packages into your car” above cash register. 
This service costs nothing, and you won’t often 
be asked to do it. But everyone who notices the 
sign will think kindly of you. 


® Urge customers to buy now and pay in 
January on charge accounts. November and 
December bills most likely won’t be paid until 
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Make the splurge even bigger 





after Christmas anyway, so you may as well 
make the most of it. 


® Take layaway purchases, even if you are 
not normally in the layaway business. You run 
no risk, even if customers renege. Rule of 
thumb: about 10 percent deposit and one pay- 
ment per week toward balance. 


® Try a_ little Christmas music to heighten 
the holiday mood. Ask one of the staff to bring 
in a record player. You pay for a few long- 
playing Christmas music albums. Two albums 
(about 60 minutes’ playing time) cost only 
$5-6. And music will keep customers shopping 
longer. 


® Invest $5-10 in a plump turkey or ham as 
a prize for a Dec. 23 drawing in your store. 
You can buy two-part tickets by the thousands 
for a few dollars. This small investment will 
bring in more than its share of traffic long 
before Christmas. 


® Buy several gross of candy canes or simi- 


(Continued) 


lar giveaways for the children of your cus- 
tomers. It’s traffic magic. The small fry will 
prod parents to come to your store more often. 
The cost is negligible. 

Offering little added services gives your store 
a reputation for friendliness. These services 
are usually not much more than a state of mind. 
Any expense incurred is minor in proportion 
to the traffic you stimulate. Small extras such 
as gift wrapping, music, prizes don’t cost... 
they pay off big dividends in traffic, family 
shopping, longer shopping trips, and immeasur- 
able woodwill. 

One of the most profitable services you can 
offer costs nothing whatever. A smile, honest 
and broad, with every “thank you, call again” 
will gain you a lightning-fast reputation. 

A smile is especially effective at Christmas, 
for everyone seems to be in too big a hurry for 
this commonest of courtesies. 

Giving service is giving of yourself. There is 
no law of retailing that says you must. But 
every successful dealer will tell you that you 
should. 





Want to check your lows and outs? 


... try HA Pocket Want Cards 


While there is no short cut to 
an air-tight stock control system, 
there is a safety fuse you can use 
this Christmas. This is the HARD- 
WARE AGE Pocket Want Card. 

It has been a big help to hun- 
dreds of dealers and wholesalers. 
Our orders for Pocket Want Cards 
have topped the 200,000 mark. 

Because of bigger printing or- 
ders, we have been able to lower 
the price of these cards consider- 
ably for your Christmas use. Now 
more dealers than ever will want 
to make use of this simple, effec- 
tive out-eliminator. 

Pocket Want Cards fit snugly 
into sales clerks’ pockets. Here, 
they are handiest for instant use 
when lows and outs are discovered 
on your shelves. No more need 
they be discouraged from listing 
lows and outs by the long walk to 
the want book in the back of your 
store. 
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As soon as your clerk fills a 
card, he turns it in to you. Each 
card is loaded with vital informa- 
tion about the condition of your 
stock. Each day you give your 
clerks a new supply. Steady use 
makes them habit forming. Steady 
use means better control of the 
stocks which are your bread and 
butter lines. Steady use means 
more profit for you. 

Besides telling you what items 
are in short supply, or have run 
out, these cards can signal de- 
mand for new items, colors, and 
styles as fast as customers request 
them. 

A supply of cards can be or- 
dered in time for Christmas by 
writing Pocket Want Cards, Hard- 
ware Age, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

The new low costs are: 90 cards 
for $1, 600 cards for $5, postpaid. 
Please enclose check with order. 
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HARDWARE AGE 
Pocket Want Card 


You con't sell it, unless it’s in stock. Write 
down here all outs, low stocks and 
special requests. Take a new card each 
morning Turn card in each evening. 
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The Pocket Want Card, shown here 
in reduced size, has room on both 
sides for writing down lows, outs, and 
special requests. It fits comfortably 
in a shirt or jacket pocket. 
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Who needs money? 





Ten ways to burst 


the Christmas boom 


Here are the things to do to drive away 
traffic, discourage sales, lessen profits: 


(1) Don’t stay open late during Christmas sea- 
son. Maintenance bills go up, and you may even 
have to pay overtime to some of your help. 


(2) Don’t offer layaway to encourage budget 
buying. Takes up too much storage space, and 
somebody might renege on a purchase. 


(3) Don’t advertise your specials. They’re so 
good they will sell themselves, besides adver- 
tising costs money. 


(4) Don’t spend any money on store and win- 
dow trims. Costs a lot, and people shopping 
don’t even notice whether your store is deco- 
rated or not. 


(5) Don’t play up credit or time payments. 
Everyone will be broke after Christmas, and 
you'll need cash to pay your bills. 


(6) Don’t offer special services like gift wrap- 
ping or free delivery. Customers might get used 
to them and expect them after Christmas. Don’t 
spoil the customers. 


(7) Don’t worry about sales and product knowl- 
edge meetings. Customers will help themselves 
during the rush. They won’t need help or advice 
before purchasing. 


(8) Don’t alter store layout or build a lot of 
special displays. After all, your customers know 
where everything is in your store, why confuse 
them? 


(9) Don’t offer many real bargains. Christmas 
shoppers are suckers. They have no idea of the 
true value of specials or how competitive you 
are. 


(10) Don’t start worrying about Christmas 
until the last two weeks of the season. Every- 
one knows that’s when you get all of your heavy 
traffic. 





gift wrapping are great trattic makers. 
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HARDWARE Oe 


Self service 


makes boom selling easier 


Non self service stores can spruce up overnight for the rush that’s 
coming by adding help-yourself appeal to store and displays 


Any hardware store can go self service for the 
Christmas season. 

There are four basic concepts to a self service 
type store operation: 


(1) Clearly price marked merchandise (no 
matter what type or size item) that is faced-up 
for easy access in every kind of bin, shelf, or 
container. 

(2) A check-out cash register station that is 
strategically located. 


(3) A minimum of hidden merchandise in 
closed compartments, drawers, and on _ inac- 
cessible shelves and cubby-holes. 


(4) Traffic department diversification that 
lures an even flow of customers to each section 
of the store. 

Millions, perhaps billions, of dollars have been 
spent on modernization for self-service since 
World War II. For any number of reasons you 
may not have seen fit to invest in this change- 
over. Probably you will, to some extent, in the 
future. 

Yet, you can install semi-self service for the 
traffic peaks coming shortly without spending 
any money. 

Sound silly? It isn’t. Here are some things 
you can do that will give you a combination 
clerk serve, self serve store at once: 


A—Move your cash register and the counter 
it sits on to the front of your store where it will 
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flank the front door. If you have two doors, 
divide them with a length of plumbing or 
lumber. Mark one door “In” and the other 
“Out.” 

Now you have a check out station. Equip it 








This is bad, because you're jamming all traffic 
activity around check out station and front of 
floor. On the good side, the front of your store 
appeals to outside traffic. 
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with tape, string, wrapping paper, bags, charge 
checks, and impulse sales items in the $1 range. 
Sign it: “Serve yourself check out station.” 
Remember when you encourage self service 
keep the check out counter manned. If you 
speed up the flow of customers by urging self 
help, then keep customers waiting for check out, 
you will have lost the advantage of self service. 
Make sure that there is always someone as- 
signed to the check out counter. Cover yourself 
for relief and lunch periods. Prepare for busy 
spurts by putting in two clerks, one to run the 


register and charge accounts, the other to wrap 
or bag purchases. 


B—House clean your displays. Face up par- 
tially filled bins. Bring reserve stocks out of 
stockrooms to fill up holes in displays, even if 
it means item-duplication. 

Take floor samples out of master cartons. 
Price mark everything by hand or with tickets. 


Put signs on popular and specially priced sea- 
sonal items. 


C—Get rid of makeshift, aisle-blocking dis- 
plays. And remember that any item out of your 
reach cannot be sold without clerk service. Ad- 
just bins to fit items they hold. Eliminate per- 
sonal goods and broken samples from selling 
fixtures. 

Put all non-self service items and out-of- 
season goods in stockroom. 

Make sure that all fixtures have enough light. 

Be sure to put items that need electric current 
for testing on counters with outlets. 


D—Separate heavy traffic departments to keep 








every part of the store interesting (see draw- 
ings). Don’t group all of your seasonal depart- 
ments near any one part of your store. Log 
jams result. 

E—Hang up plenty of “Serve yourself,” “Ask 
for service,” and “Check-out here” signs to give 
customers the general idea. Department identi- 


fication markers help customers find what they 
want faster. 


No matter how old your store or fixtures are 
now, you probably have plenty of regular cus- 
tomers who are in the habit of browsing, help- 
ing themselves, and dumping purchases on the 


counter next to your register as they ask “how 
much?” 


Improving your volume of such self serve 
sales hinges on how strongly you appeal to this 
type of shopper. And you don’t have to go broke 
to do it. Housecleaning, price marking, facing 
up stock, and moving your cash register repre- 
sent a good deal of labor, but are without ex- 
pense otherwise. 


Your next 10 weeks are going to be hectic if 
you stock items which sell as gifts or home 
decorations. Any step you can take which will 
cut down on traffic problems, encourage tie-in 
sales, make more sales per clerk, and speed up 
customer shopping time will guarantee you more 
profit come Christmas Eve. 


If you do nothing else about changing your 
merchandise or display arrangements for Christ- 
mas, be certain to hang up a few signs that 


read: “Serve yourself, bring purchases to cash 
register.” 





How will you arrange your floor? 





This is better, because this layout pulls traffic 
to the back of store. It should aid impulse sales. 
But this plan concentrates traffic too much in 


This is best, because you eliminate traffic jams 
by spreading out key Christmas sections. 
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This Christmas... 


BEWARE tne’REFUND ARTIST" * 


io 
*Clever crooks may shoplift from your 
store or the store down the street, or 
buy at discount houses, then ask you 
for refunds without receipts or other 


proof of purchase. The Christmas sea- 2. 


son is a crook's heyday. 






































Lani 


Here are your safeguards against illegal refunds: 


1. Make it a strict rule to give a cash register or charge receipt with every sale. Post 
signs around your store saying: “Refunds cheerfully made when accompanied by receipt.” 
Receipts are your assurance that you won’t be buying stolen merchandise, or items pur- 
chased elsewhere at discount. 


2. Do not make it too easy for customers to get refunds. As shopper with a legitimate 
return expects a short wait. Refund crooks show a nervous dislike for delay, systems, and 
forms that require names and addresses. 


3. Have a regular refund system such as the following. Don’t deviate from it. 

A. Ask for the cash or charge receipt. 

B. Thoroughly check item to be sure it is still new and saleable. 

C. When you are sure that you made the sale, fill out a refund form showing customer’s 
name, item to be returned, price, date of purchase, and reason for return. 


D. Have both refund form and merchandise checked by store manager or department 
head. 


4. Know your stock well enough to be certain it is a model and color you carried at the 
time it was supposedly purchased. 


5. Have a distinctive price tag or marking system for positive identification. If the cus- 
tomer says someone else gave the item as a gift, as a reason for lack of price marking or 
receipt, verify the givers’ name in the telephone book. If the amount is large, call the per- 
son on the phone for verification of date and place of purchase. 


Don’t you be stuck 


a Hardware Age Editorial Feature 
Series No. 21 copyright i957—Hardware Age 


Hardware Age 
Capsule Counsel 





Wm. Krueger Co., Neenah, Wis. 


Open, functioning electric train 
display can bring you sales in- 
creases of 25 percent. This 
dealer spent almost nothing to 
build his display: three old 
tables are support for 1/5 in. 
plywood top; hand-painted 
building paper is faced over 
window screening to form min- 
iature hills. This display in- 
creased sales of trains and ac- 
cessories overnight. James 
Webb, Jr., son of store owner, 
is shown operating the unit 
which he built in two weeks of 
spare time work. 


Picture ideas that 
help Christmas sales 


Here are some of the things dealers do to get and 
keep plus traffic in their stores all through the season 


Paul Jones Hardware, Huntingtcn Beach, 


Colif. 


Paul Jones, owner of this store, 
had an idea to make his layaway 
volume even better than it was. 
He decided to use a low-priced 
gift wrap on each layaway sale. 
Reasons? To make the layaway 
department prettier, and to add 
incentive for layaway purchases 
with pre-gift wrapping. Jones's 
layaways are stored on a mez- 
zanine above the main floor in full 
view of customers. 
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Ideas help sales 





(Continued) 


Harrison & Gould, Milford, Conn. 


You can pay off the cost of a full or part-time Santa Claus in your 
store by having him sell something. In this case (note sign in picture) 
parents pay store's cashier 25¢ for a check. Children give this check 
to Santa, and he gives them a gift. Gifts are books, games, etc., and 
show a profit. 


Burlingame Hardware, Burlingame, Calif. 


Here's a man's window. This dealer feels you solve many ‘what to buy for him" ques- 
tions for children and women when you fill a big, bright display window with a wide 
assortment like this. Here are the things a man wants: hand and power tools, barbecue 
accessories, and car needs. Besides assortment, there is a price for everyone, from 


$71 to $50. 





























DB 695—Most popular mailbox 

in the line. Dull black Colonial Iron, 
rough texture with rust resisting 
finish. High quality at a budget price. 
6 to a carton, 28 Ibs. 


Retail price $7.95 
Your cost $4.77 
Your profit $3.18 


Gif packiged McKINNEY Mnilbone your cash negistor 


Illustration shows gift package for DB 697. Other 
vertical McKinney Mailboxes come in similar 
handsome gift packages at no extra cost! 


The McKinney line is the complete fine quality line of 
mailboxes, perfect for gift-giving at Christmas. Heavy 
gauge materials, smart, distinctive design. Beautiful 
finishes for long life and lasting beauty. Only McKinney 
Mailboxes come in eye-appealing packages! 
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They're ideal Christmas gifts for new home owners, 
new brides, and family giving . . . for every 
traditional and contemporary home. 

All McKinney vertical type mailboxes are 
10 inches high, 62 inches wide. Overall length 
15 inches, including magazine holders. 


~ ~ . 
~ 


turn the page and see McKINNEY’S beautiful horizontal mailboxes 
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DB 680—Contemporary Dull Black Finish with 
solid polished brass trim. Box closes auto- 
matically. 16” long, 634” high, 534” deep, 
wt. 6 Ibs. 


Retail price $12.95 Yourcost $7.77 
Your profit $5.18 


W 699—Colonial White Finish with solid 
polished brass trim. 16” long, 9” high, 
414,” deep, wt. 8 Ibs. 


Retail price $12.95 Yourcost $7.77 
Your profit $5.18 





681—Identical to model DB 680, except that 
681 has white front. 


Retail price $12.95 Your cost $7.77 
Your profit $5.18 


DB 699—Colonia! Dull Black Finish with solid 
polished brass trim. 16” long, 9” high, 414” 
deep, wt. 8 Ibs. 


Retail price $12.95 Your cost $7.77 
Your profit $5.18 


“ 
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p8rizzolara's sales manager, Thomas R. 
Costello (right), is showing a mail- 
ing-list customer how easy it is to 
buy power tools on a budget. 


Mailing list 
sells 
power tools 


Here’s a sound selling idea for big 


ticket power tools this season 


Want to power-up power tool sales this Christmas? 

Brizzolara Hardware, Inglewood, Calif., did that 
last year by using a potent mailing list. This idea 
can work for you. 

Here’s how it worked. Brizzolara sales manager, 
Thomas R. Costello, borrowed a mailing list from a 
friendly neighboring clothing store. This mailing list 
had power for two reasons: 


(1) The men on the list had spent considerable 
sums in the clothing store in recent months. This 
meant these men were in a buying mood, and that 
they had money to spend. 


(2) Each name on the list was a local prospect, 
each lived in the neighborhood of the store. 


The clothing store’s list was combined with Briz- 
zolara’s active prospect list. A direct mail piece was 
sent out. It covered major power tools, and it in- 
cluded two forms of credit. 

Stressing credit here was important, for few 
customers are in a position to plunk down $100 or 
more for major Christmas presents like these. The 
mailing allowed for credit arrangements by telephone 
to save both customer and dealer valuable time. 
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Did the mailing pay off? 

It’s difficult to pin down the source of traffic and 
sales in a peak season, but Brizzolara sold more 
than 50 units of power tools, bench and portable, in 
the $100 range. 

Stressing credit paid off handsomely, Sales Man- 
ager Costello said. Conventional bank financing and 
revolving credit plans gave everyone a way to buy. 
This included several sales to women. 

Here are the revolving credit terms at Brizzolara: 

A—No down payment, six months to pay full 
balance. 

B—Minimum $30, maximum $150. (Payments $5 
to: $25 monthly.) 

C—1 percent per month service charge. 


D—Additional purchases up to limit ($150) allowed 
at any time. 

Brizzolara tied in store display with its mailing. 
The full 60 ft front of store was turned over to power 
tools. Two demonstrations ran during December 
weekends. Top name brands were featured. And a 
full page ad was taken in the local newspaper to tie 
in with mailing. ° End 
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Builders’ Hardware 
Convention 





Manufacturers, distributors study trend .. . 


Who ean sell builders’ hardware? 


New products alert industry to need for changing sales practices. Distributors and 


architectural consultant associations elect new officers for coming year 


The men who manufacture prod- 
ucts for the building trades have 
problems of how to get builders’ 
hardware items attached. 

Should these manufacturers 


buy the builders’ hardware items, 
install them, and supply a com- 
plete package? 

Or, should builders’ hardware 
distributors handle the manufac 


National Builders’ Hardware Assn. officers and regional directors of business meeting. 


turers’ products and apply the 
builders’ hardware items from 
their own stocks? 

This problem points up the fact 
that manufacturers and distribu- 
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tors in the builders’ hardware 
field are keenly alert to marketing 
trends. New products are tum- 
bling into the field. The problem 
is: will established marketing 
channels handle these products, 
or will new distribution channels 
be established? 

The problem was the highlight 
of the national convention and 
exposition of the National Build- 
ers’ Hardware Assn. and the 
American Society of Architectural 
Hardware Consultants held Sept. 
22 to 25 in the Conrad Hilton 
Hotel in Chicago. 


The specific problem 


The convention put the spot- 
light on the basic problem with 
a session on a specific problem: 
Packaged metal doors. Some door 
manufacturers buy hardware 
from builders’ hardware manu- 
facturers and sell the door plus 
hardware as a complete package. 
Others sell doors to. builders’ 
hardware distributors who add 
the necessary hardware to com- 
piete the package. 

The problem was presented in 
brief addresses by a panel of 
metal door manufacturers and of 
builders’ hardware distributors. 
Then the panel answered written 
questions from the floor. 

The audience talked in terms of 
the packaged metal door problem. 
The. audience was thinking in 
terms of the broader problem. 
Builders’ hardware manufactur- 
ers were thinking of marketing 
channels for their products. 
Builders’ hardware distributors 
were thinking of their place in 
distribution. 


Activities discussed 


The presentations and questions 
pointed up the fact that door 
manufacturers want to make 
doors, not sell hardware. Dis- 
tributors tend towards broaden- 
ing their position in handling 
building products. 

Other features of this twenty- 
first joint annual convention were 
sessions to discuss association ac- 
tivities at the local and national 
levels, a session on business com- 
munications; the election of new 
officers and a banquet. An ex- 
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New officers elected by NBHA and ASAHC 





Joseph R. Murphy Robert A. Wesche 
NBHA president AHC president 





Jas. C. Carroll 
NBHA first vice-president AHC first vice-president 


Veihmeyer 








































































F. E. Traver John M. Wilson 
NBHA second vice-president AHC second vice-president 















Builders’ Hardware 
Convention 





position of builders’ hardware 
was held for three days. 

Both organizations elected new 
officers for the coming year. 

Joseph R. Murphy, Murphy, 
Malone & Green, Inc., San Antonio, 
Texas, was elected president of 
NBHA. Mr. Murphy was second 
vice-president. 

Jas. C. Carroll, Union Hardware 
& Metal Co., Los Angeles, a re- 
gional director last year, was 
elected first vice-president. 

F. E. Traver, Architectural 
Hardware, Inc., Columbus, Ohio, 


J. E. O'Keefe, panel moderator. 


also a regional director last year, 


was elected second vice-president. 


AHC elected Robert A. Wesche, 
Builders’ Hardware & Supply Co., 








Tulsa, president. Mr. Wesche was 
first vice-president. 

Edward B. Veihmeyer, Builders’ 
Hardware Corp., Bethesda, Md., 
second vice-president last year, 
was elected first vice-president. 

John M. Wilson, Coast to Coast 
Agency & Sales, Ltd., New Ham- 
burg, Ont., Canada, a regional di- 
rector last year, was elected sec- 
ond vice-president. 

Members of the package metal 
door panel representing the man- 
ufacturers’ viewpoint who are 
members of the Steel Door In- 
stitute, and their comments in 
brief were: 

W. F. Scott, Virginia Metal 
Products, Inc., Orange, Va., said 
door manufacturers want to fur- 
nish doors that will fit the dis- 
tributors’ hardware and not sell 
hardware. Present variations in 
lock sets and other builders’ hard- 





President 
*Joseph R. Murphy 


San Antonio, Texas 
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*Jas. C. Carroll 
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Second vice-president 
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Architectural Hardware, Inc. 
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Managing Director and Treasurer 
John R. Schoemer 
NBHA 
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William S. Haswell 
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New York, N. Y. 


Regional Directors 
David H. Eskin 
Reliable Hardware Co. 
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Fred Schilling & Son 
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Kelley Bros., Builders’ Hdwe. Div. 
Syracuse, N. Y. 








Murphy, Malone & Green, Inc. 


Union Hardware & Mfg. Co. 


Secretary and Public Relations Director 


Franklin Square, L, I., N. Y. 


Officers of the 


National Builders’ Hardware Association 


*John D. Bennett, Sr. 
H. H. Bennett Hardware Co, 
Easton, Pa. 


J. Lewis Howard 
Fries, Beall & Sharp Co. 
Washington, D. C. 


*Chas. E. Cheatham, Jr. 
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0. C. Meister 
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Max Sawyer 
Curries, Inc. 
Mason City, Iowa 


*Bernard A, Sheehan 
Seufert Bros. Hardware Co. 
Kansas City, Mo. 


*Newly elected 


Jno. Worner, Jr. 
Jno. Worner & Son, Inc. 
New Orleans, La. 


*Wm. R. Weston, Jr. 
William Weston Co. 
Dallas, Texas 


C. H. Johnson 
K. C. Hardware Co. 
Denver, Colo. 


*Val F. Montgomery, Jr. 
Montgomery Hardware Co. 
Los Angeles, Calif. 


Gordon F. McCall, Jr. 
McCall Builders’ Hardware 
Sacramento, Calif. 


*William S. Schmiedling 
John Warren Hardware, Inc. 
Eugene, Ore. 


F. E, Clayton 
Striton Hardware Co. 
Gainsville, Fla. 


*F, M. Jeffrey 
Aikenhead Hardware, Ltd. 
Toronto, Ont., Canada 





Richard G. Wright, Jr. 
Dick Wright Hardware Co. 
Knoxville, Tenn. 


*Joseph O. Martin 
Melcher Schene Hdwe. & Lbr. Co. 
St. Louis, Mo. 
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American Society of Architectural Hardware Consultants officers and regional directors attend to society's business 


at meeting during convention. 


ware items point to need for 
further standardization. 
Theodore Herr, American Weld- 
ing & Mfg. Co., Warren, Ohio, 
pointed up the fact that door 
manufacturers cannot know all 
the types and latest developments 


William Davies, NBHA president. 
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in available builders’ hardware 
for doors. 

Earl Boughton, United Steel 
Fabricators, Inc., Wooster, Ohio, 
said standardization was the nub 
of the problem and that the prob- 
lem can be ironed out with under- 
standing. He pointed out that it 
is not possible to stock doors with 
all kinds of hardware items. 

The panel moderator was J. E. 
O’Keefe, Builders’ Hardware, Inc., 
West Hartford, Conn. 

Members of the panel who are 
members of NBHA, and their re- 
marks in brief were: 

David H. Eskin, .Reliable Hard- 
ware Co., Boston, who pointed out 
that distributors are concerned 
when a complete package door is 
supplied builders, for then dis- 
tributors lose hardware sales. Mr. 
Eskin pointed out when door man- 
ufacturers furnish the hardware 
the hardware may be inadequate, 
with non-master keyed locks, with 
incorrection functions, and of a 





finish and design different than 
other hardware in the building. 
Barry S. Stuhlbarg, Norwood 
Hardware & Supply Co., Norwood, 
Ohio, said that distributors now 
sell about half of the metal doors 
and that the two biggest metal 


Arthur H. Uhler, AHC president. 
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Builders’ Hardware 
Convention 





door manufacturers report they 
will sell doors without hardware 
to distributors without penalty. 
He pointed out that when the door 
manufacturer sells a packaged 
door the hardware is selected for 
the door, not for the overall job. 

Mr. Stuhlbarg counseled dis- 
tributors to distribute metal doors 
on the basis of “if you cannot 
beat them, join them.” 

Gordon F. McCall, Jr., McCall 
Builders’ Hardware Co., Sacra- 
mento, Calif., pointed out that 
builders’ hardware manufacturers 
had a survival interest in the 
packaged metal door picture. The 
door manufacturer market might 
look good now, he pointed out, but 
door manufacturers might go into 
the hardware manufacturing busi- 
ness too. 

Some written questions from 
the floor brought out these points: 

Requirements for handling 
metal doors, at distributor level, 
are inventory of less than $5000; 
storage space of less than 300 
square feet; no added sales per- 
sonnel. 

There should be standardiza- 
tion for items, in addition to lock 











Exposition opens officially with the ribbon cutting ceremony by the presidents 


of the NBHA and AHC. 
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 ? 











While NBHA and AHC members attended business sessions and visited the 
exposition, their ladies had a luncheon and then a style show. 





New executive secretary-treasurer of 


American Society of Architectural Hardware Consultants 


The new executive secretary- 
treasurer of the American Society 
of Architectural Hardware Con- 
sultants was introduced at the 
annual convention in Chicago last 
month. 

He is George P. Merrill, and the 
new secretary’s headquarters will 
be in Santa Rosa, Calif. 

The change in the Society’s offi- 
cial family will be made Jan. 1, 


when Mr. Merrill resigns as gen- 
eral sales manager of Stanley 
Hardware after nearly 22 years of 
service with the Stanley Works. 
For details of Mr. Merrill’s career 
as a builders’ hardwareman, see 
HA, Sept. 26 issue, p. 392. 

Mr. Merrill has served the So- 
ciety as president in 1948. He has 
been a director or executive com- 
mittee member for the past 13 
years. 





George P. Merrill 
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sets, such as butts, 
closers, panic devices. 

Some summation 
were: 

Mr. McCall Distributors are 
facing an evolutionary process in 
distribution. They must adjust to 
exclude, or include, metal doors 
in their business. 

Mr. Boughton: The word 
“cheap” should be excluded from 
conversation about metal doors. 
Metal doors are high quality, low- 
cost doors, to meet today’s market 
demands. 

Mr. Stuhlbarg: The session was 
on mass produced metal doors, 
but distributors should not over- 
look the big market for custom 
doors. 


concealed 


statements 


Mr. Eskin: Get industry to 
standardize on hardware, so door 
manufacturers can get out of 
handling hardware. 

One session was on local build- 
ers’ hardware club activities and 
how local clubs can increase at- 
tendance and promote the inter- 
ests of the builders’ hardware in- 
dustry. 

An educational series of meet- 
ings to study Adon Brownell’s new 
book, Hardware Age _ Builders’ 
Hardware Handbook, by the New 
York City club was explained by 
Chuck Wojack, representative of 
the club. 

Each chapter will be studied as 
a unit. The course will begin Nov. 
4, with a two hour session. En- 


rollment is limited to 30. The fee 
of $10 will cover the cost of the 
book, plus a dinner at the final 
session. 

Other ways to encourage at- 
tendance reported by various 
clubs were: 

Shift meeting to a more central 
location in larger cities. 

Change meeting from city to 
city in sections where a club 
covers a wide area. 

Hold a golf party. 

Hold a dinner-dance meeting to 
encourage attendance by the 
wives. 

Feature educational activities. 

Hold dinners and invite archi- 
tects. 

William S. Haswell, NBHA ex- 
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J. T. Buschermohle 
Alfred S. Schiller Hardware 


Louisville, Ky. 


Russell A. McBride 
Russell Hardware Co. 
Birmingham, Mich, 


*L. Les Gasey 
Gasey Sales Co. 


Chicago, Ill. 


Roland H. Gedatus 
Raymer Hardware Co. 


St. Paul, Minn. 


*Vineent E. Nelson 
L. E. Nelson & Son 
Omaha, Neb. 


Walter T. Bobbitt, Jr. 
Murray R. Womble Co. 
Oklahoma City, Okla. 


*Harold V. Toop 
Manufacturers’ Agent 
Long Beach, Miss. 


W. W. Philleaux 
Huey & Philp Co. 


Dallas, Texas 


*A. J. Wurzbach 
Sargeant & Co. 
Wheat Ridge, Colo. 


*John S. Russell 
Manufacturers’ Agent 
Los Angeles, Calif. 


*Charles I. Yates 
Yates & Felts 
San Mateo, Calif. 


Walter H. McAninch 
Northwest Builders Hardware, 
Ine. 


Seattle, Wash. 


*Ronald H. Griffin 
Railey & Milam, Inc. 
Miami, Fla. 


*Leo A. Hebert 
Jackson Hardware Supply Co. 
Birmingham, Ala. 


Jerome Merritt 
De Soto Hardware Co. 
Memphis, Tenn. 


* Newly elected 
* % E ffective Jan. I 
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Builders’ Hardware 
Convention 





ecutive secretary, chairman of the 
meeting, pointed out the need to 
have social activities, but advised 
clubs to play up the educational 
part of meetings to further the 
best interests of the organization 
in advancing the professional 
standing of members. 

The affairs of the national level] 
of NBHA were discussed at a 
breakfast meeting for members. 

The AHC program at the na- 
tional level was taken up at a 
round table discussion session. 
Joseph T. Meek, president of the 
Illinois Retail Merchants Assn.., 
was the moderator. Members 
gathered in groups of eight and 
discussed the topic of what can be 
done to strengthen the society’s 
program. Then the moderator 
read off the findings. Again, edu- 
cational programs led the list 
of suggestions to improve the 
group’s professional standing. 

Business communications by 
telephone and by letter were 
taken up at the final session of 
the convention. Charles Bury, 
professional speaker of Dallas, 
handled the topic. The audience 
was told the many ways available 
to improve selling by proper use 
of these means of communica- 
tions. 


Franklin Schlitt, Schlitt Supply Co., 
Springfield, I/l., convention chairman. 
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Sek 


William S. Haswell, NBHA secretary 


and public relations director. 


The convention opened with 
board meetings of both groups on 
Sept. 22. 

Entertainment features official- 
ly opened and closed the conven- 
tion. 

The opening feature was a re- 
ception in the Conrad Hilton 
grand ballroom. The closing fea- 
ture was the banquet. 

Awards by the association’s 
magazine, Hardware Consultant, 
were made at the banquet. Wil- 
liam R. Weston, Jr., William Wes- 
ton & Co., Dallas, received the 
grand award. 

Awards of merit went to David 
H. Eskin, Reliable Hardware Co., 
Boston, and to Norman F. Barber, 
Chandler & Barber Co., Boston. 

® End 


Local boys make store’s 
minor repairs on bikes 


When an eastern dealer gets a 
complaint from a customer that a 
wheel goods item needs a minor 
repair, he sends a local boy to fix 
the unit. 

This dealer has trained several 
neighborhood lads how to do these 
minor repair jobs. 

The boys do the jobs at the cus- 
tomer’s home. The dealer pays the 
boy for his time, and the customer 
usually gives a tip. 

This idea saves time and money 
for the dealer and cuts down on 
storage space he would need if he 
repaired the wheel goods on his 
own premises. 





A rifle range can build 


traffic for your store 


Basement rifle ranges have 
helped hardware dealers in all 
parts of the country to make 
friends among hunters and target 
fans. 

One dealer allows school teams 
to use his range at no charge for 
practice sessions. 

Adults pay 50¢ to use the range, 
and juniors are charged 25¢. Tar- 
gets are provided at no cost. 

Although most rifle range cus- 
tomers buy their ammunition at 
the store, they are not required to 
do so to use the range. 

Some stores with indoor ranges 
also sponsor an occasional outdoor 
meet on a Sunday. They advertise 
these events and build up interest 
and attendance by in-store posters 
and by reminding all sports de- 
partment customers of the event. 


Unusual map shows where 


to find this new store 


A 20-page broadside advertising 
the new Rockville, Md., hardware 
store and lumber yard branch of 
Hechinger Co., Washington, D. C., 
includes an unusual map. 

The map shows roads to 13 dif- 
ferent areas 10 to 30 minutes 
drive from the new store. 

One route was listed: “From 
Bethesda 10 minutes. You’ll prob- 
ably find less traffic if you come 
by Old Georgetown Road.” 

A magnifying glass shown over 
a drawing of the store marked the 
location of the new unit on the 
map. 


Nail guessing contest 


adds interest to sale 


When the Van Meter (lowa) 
Hardware Co. celebrated its 12th 
anniversary in May several differ- 
ent types of giveaways were used. 

One was a nail guessing contest. 
A glass jar was filled with a mix- 
ture of nails. Customers were in- 
vited to guess how many nails 
were in the jar. 

The customer who made the 
nearest guess to the right number 
received a hammer as a prize. No 
purchases were required for entry. 
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Selling Fast! 


PERMACEL TApE CORPORATION...a Gohmron.Gohmon company 


© 1957, P.t.c. 
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THESE 
PROFIT 
ADVANTAGES 



















This year, as year after year for the past 16 years, MORTITE will 
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ECONOMY BOX (stock 
#M1) List 98¢. 

12 boxes/carton. 
Shipping wt. 19 lbs. 
Dealer Price $7.84. 
Profit $3.92. 


BARGAIN BOX (stock #B2) 
More profit per unit sale. 
List$1.25 12rolls/cartons: 
Shipping wt. 25 lbs. 
Dealer Price $10. Profit 
$5 (list less 33\%%) 










This year again, MORTITE will be the fastest selling, the most 


2 
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Seals air conditioners Seals loose screens Seals bath, laundry tubs 
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because only MORTITE does so many jobs so well. 








ORDER MORTITE FROM YOUR JOBBER NOW! 


™ © ortell 


COMPANY 


Technical Coatings for Home and Industry Since 1895 
Detroit, Michigan KANKAKEE, ILLINOIS Lyndhurst, New Jerscy 
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Housewares merchandising ideas 





To improve November profits . . . 


promote Thanksgiving lines 


How you can take merchandise you now stock and dress it up for the 


November holiday to start your big year-end extra profit program 


Promote Thanksgiving lines and 
get started on your big year-end 
profit program. 

Most of the merchandise you 
can feature for Thanksgiving you 
now stock. Look around your 
store and you’ll find many lines 
you can promote for Thanksgiv- 
ing. 

Now is the time to plan that 
promotion. Get your window trim, 
in-store decorations and adver- 
tising set to start the promotion 
early next month. 

Here are ideas you can use to 
set up the promotion. There is a 
list of suggested lines to promote, 
and you may find others in your 
stock that will appeal to Thanks- 
giving shoppers. For instance, 
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you could sign your fireplace 
equipment display to bring in the 
Thanksgiving theme. 

Decide on a theme for your 
promotion. Plan your advertising 
and displays so they tie in with 
this theme. Find out what coop- 
erative aids are available from 
your wholesaler. 

Advertising will be the first 
phase of your promotion. Set up 
your advertising budget and de- 
cide how you will use it. 

Your newspaper advertising 
should consist of at least two ads. 
Three are preferred and more if 
your budget will allow. 

Start your campaign at least 
three weeks before Thanksgiving. 
Some dealers like to start four 


weeks ahead. Start building to a 
peak at least two weeks before 
Thanksgiving. Reach your peak 
advertising no later than one week 
before the holiday. 

Spell out clearly in your adver- 
tising that this is Thanksgiving 
merchandise. Use headings such 
as “For a delicious Thanksgiving” 
or “To make your Thanksgiving 
cooking easier” or “Ways to dress 
up your family’s Thanksgiving 
dinner.” 

One dealer used this message 
in his advertising: “Come in today 
and stock up on all the wonderful 
decorating, preparing and serv- 
ing items you’ll need to make 
this Thanksgiving Day’s fete the 
grandest ever. Yes, come on in 
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Thanksgiving promotion 





(Continued ) 


and look over our fine displays 
of sure winners for brightening 
Thanksgiving dinners ... then 
pick out the things you’ll need to 
really ‘do up’ your big feast this 
year!” 

Back up your ads with special 
window displays and with special 
in-store displays. 

Arranging such displays is not 
hard. All you need for a simple 
window display is an attractive 
grouping of merchandise and a 
few signs such as “Aids for pre- 
paring a perfect Thanksgiving 
dinner” or “How to make your 
Thanksgiving cooking easier.” A 
few cut-outs of turkeys or Pil- 
grims will dress up the window still 
more, give it an extra holiday flare. 

Another idea for a window dis- 


play would be to have a picture 
of a family gathered around the 
dinner table. The theme would be 





Give away a turkey 
as a traffic builder 


A turkey giveaway draws 
traffic into your store and 
exposes customers to your 
Thanksgiving merchandise. 
You can either have custom- 
ers just register for a draw- 
ing or hold a guessing con- 
test for the weight of the 
turkey in ounces or for the 
number of kernels of corn in 
a jar. In any case, have the 
entry box located at your 
Thanksgiving display so cus- 
tomers will be exposed to it 
when they submit their 
entries. 





“Make it a family Thanksgiving— 
spend the holiday together.” Cook- 





ing or serving aids can be placed 
off to the sides. 

You might also place a complete 
dinner table setting in your win- 
dow to attract attention to serv- 
ing items: Platters, dinnerware, 
glassware and crystalware, carv- 
ing sets, silverware and stainless, 
decorative candles, etc. 

In-store displays are arranged 
as easily. Arrange your merchan- 
dise in two groups: items used 
for food preparation and items 
used for food serving. Group re- 
lated merchandise within each 
group to lead to tie-in sales. Signs 
and decorative pieces should be 
used for selling goods and dress- 
ing up the display. 

One effective way of displaying 
serving items is to set a table as it 
would be used on Thanksgiving. 
The merchandise is then dis- 
played in its proper setting. The 
customer sees it as she would use 
it. If you don’t have space for 
a full setting, use a card table 
with a platter on it and one com- 


(Continued on page 142) 





Lines likely to be best sellers: 


Aluminumware 







Dinnerware 


Aluminum foil 
Cake coolers 
Copperware 
Crystalware 
Cutlery holders 





Lines likely to be excellent sellers: 


Candy thermometers 
Decorative candles 


Lines likely to be good sellers: 


HOUSEWARES LINES TO PROMOTE FOR THANKSGIVING 


Here is a list of merchandise most likely to produce record sales 
for Thanksgiving. The list represents the opinions of a number of 
dealers. Check the list against your stock to help decide what lines 
you can promote. 


Carving sets 





Electric fryers 
Kitchen tools 
Mixing bowls 









Egg beaters 
Electric knife sharpeners 
Electric mixers 
Enamelware 
Flatware 
Flour sifters 





Oven thermometers 


Platters 
Pressure cookers 
Sauce pans 


Glassware 
Knife sharpeners 
Measuring cups 
Measuring spoons 
Pie plates 
Skillets 
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lid KNEE ROOM® 


New low price on Knee Room means 
bigger-than-ever Christmas sales! Display 
the Royal Chrome model also for the 
gift-minded Christmas buyer. 















¢ SK» Mrs. Santa Claus says... 


Everything you 


need for * 
* CHRISTMAS SALES! 





More than 16 million messages will pre- 
sell Rid-Jid products for you in these great 
publications. Display your Rid-Jid mer- 
chandise for increased Christmas profits. 








Newspaper ads like 
these featuring your 
store name will bring 
customers in. Mats for these ads are 
included in the Rid-Jid Christmas pro- 
motion kit. 








SEALS 


Included in the 
Christmas promo- 
tion kit are these 
colorful 9”%x12” 
seals. Attach them 
to ironing tables, cartons .. . use in floor 
displays, windows. 











ORDER YOUR 
CHRISTMAS 
PROMOTION 
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ROLL-OR-TOTE ‘ 


Another Rid-Jid product takes its place 
under the Christmas tree. It’s the all- 
chrome, adjustable-height Roll-Or-Tote 
Laundry Cart ...a highly saleable, 
quality gift item. 














RELATED PRODUCTS 


Make those automatic extra sales with 
the complete new line of Rid-Jid ironing 
pad and cover sets. All types, including 
Silicone-treated, now available in a wide 
price range. 








FROM US, TO YOU... the °57 Rid- 
Jid Christmas package designed for sales. 
Rid-Jid products are gift-quality mer- 


chandise . . . nationally advertised year 
’round. The Rid-Jid Christmas promotion 
merchandising kit provides you with sales 
helps ...ad mats, posters, tie-in seals. 
Get your share of the Christmas rush, 
mail the coupon below for your free Rid- 
Jid Christmas promotion kit. Get started 
early . . . Christmas is just around the 
corner! 





POSTERS 


These double-duty 
display pieces can 
be used as wire 
hangers or cut in 
two and used as 
posters. Get yours 
in the Rid-dJdid 
Christmas promo- 
tion kit! 


! 
THE J.R. CLARK COMPANY 


ta Dept. 100, Spring Park, Minnesota 
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Traffic up as big tent 


becomes hardware store 


Have you ever done business in a 
tent? 

Here is a dealer who is now do- 
ing that, and his business is bigger 
than ever. 

Ted Purcel, a hardware store 
owner in Athens, Ont., Canada, is 
remodeling his store. In order to 
keep business going he rented a 
vacant lot across the street from 
his store and set up a rented circus 
tent. 

Mr. Purcel moved all his stock to 
the tent and is now carrying on his 
hardware business there until the 
remodeling job is completed. 

This unusual idea has brought 
increased traffic and wide publicity 
to Mr. Purcel’s hardware store, 
plus these two advantages: 

Sales volume is up, through cap- 
italizing on the fact that customers 















































Saw-shaped sign shows hardware store’s location 





This large saw shaped sign can be seen for some distance. 


This nine foot long saw-shaped sign was installed by Eckenberger Hard- 
ware in Eldon, Mo., as an eye-catcher and traffic-puller. 

Built by a local carpenter, the sign cost $125 including installation. 

The blade is made of %-in. plywood. The blade is painted aluminum, : 
and the handle a brown shade. The blade is 15 in. from the teeth to the like to buy when things are a bit 


top of the blade. unusual. 

Hung from a metal pipe attached to one end of the building it is also Remodeling work is going on, 
fastened three places to keep it from swaying. Firm name and the words without interference of trying to 
hardware and sporting goods are raised and finished in red for contrast. cope with a going business. 





ONLY T.C.A. 

GIVES YOU 

A COMPLETE 
INDOOR-OUTDOOR 











No, no..not this © 

























ILLUMINATED MAGNIFYING PLASTIC 
MODEL LENS CASE 
THERM-O-LITE. The Popular magnifying Economy-priced In- 
Indoor-Outdoor ther- lens case assures door-Outdoor with 
mometer that reads easy reading of pastel-colored plas- 


both indoor and 
outdoor tempera- 
tures. Has jet-black 
dial with white 
scale and degree 


as easily at night as 
by day. Illuminated 
dial acts as handy 
nite-lite, too. Keep it 
plugged in always. . 


tic case. Modern, | 
tapered design and 7 
recessed tubes for 7) | 
protection. Guaran- 7) 














costs only 3c per year markings. A real tees big volume for 7) 
to operate. Has mag- profit 95 big $2 95 
maker. . profits. ° 


nifying $6.%5 


lens. 





EACH ONE ORDER ALL THREE 
ATTRACTIVELY STYLES TODAY! 
GIFT BE PREPARED FOR 


BOXED! THE HOLIDAY RUSH! 


Thermometer Corp. of America 


SPRINGFIELD, OHIO 
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There's nothing so powerful as an idea ! 


“78> 


4 “ ‘ A How to make a family adventure out of buying or 
A , | building a boat . . . how to get a garden growing... 
= | '\ | what to do when the living room seems too full of 
a ores 
i) 


\ > 
4 


furniture . . . how to be a gourmet cook with 
packaged mixes . . . Better Homes & Gardens is a 
monthly treasure hunt of practical ideas about 
anything and everything that interests home- 
and-family centered men and women and 
their children. The ideas in Better Homes & 
Gardens set them to planning instead of 

just wishing. And the more they plan 

and talk and do, the more they buy. 

The sales climate this famous idea magazine 
creates for advertisers is unique among all 
major media! Meredith of Des Moines 

... America’s biggest publisher of ideas 

for today’s living and tomorrow’s plans 


4 ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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Thanksgiving promotion 


(Continued) 





plete place setting for one person. 
The idea will still come across. 

Arrange a similar grouping for 
items used in preparing the din- 
ner: roaster, baster, oven ther- 
mometer, sk illet, fryer, saucepans, 
mixers, etc. 

Instruct your salespeople to use 
suggestion selling during this sea- 
son. All women customers should 
be reminded that Thanksgiving 
is coming. Then steer the eustomer 
to your display with phrases such 
as “I’m sure your husband would 
enjoy carving the turkey with one 
of our new carving sets” or “We 
have anew oven thermometer that 
takes all the guesswork out of 
roasting a turkey properly.” 

Once you’ve gotten the eus- 
tomer to turn her attention to 
your Thanksgiving goods, you can 
sell related items there. The 
roaster sale, for instance, opens 
the way to sales of basters, oven 
thermometers, skillets, saucepans 
and other reiated items. © End 


COUNTER SPACE 


Stock and sell the 
only complete line of 
freeze-protection kits 


@ EYE-APPEALING 

@ BUY-APPEALING 

® PREPRICED 2 FOR 15¢ 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is o 
proven, “sure-fire” traffic stopper. 


icGILL METAL PRODUCTS CO 


MARENGO Pil 








INO'TS 





Winter-long Protection for Pipes, 
Roofs, Gutters, Farm Troughs, Hot-beds! 


Complete line, complete kits! Regular and 
Automatic Heat Tape; Band and Cable 


Vertical display used 
models. Easily installed by customer. Al- 
ready connected to UL-approved lead wire 


to show winter lines 
—plugs into A.C. or D.C. 110-120 volt | 


outlet. Your starter stock, for 16” display, a \ i pr ooh Te, 
includes free display board, banners, mat ee ® 
and literature. Nationally advertised to 
consumers September through February. 
Cash in on the coming cold weather! Ask 
your wholesaler about EASY-HEAT, or 
write direct today! 








Exclusive! 


Automatic 
with 
Thermostat 
built inti 


Pat. Pending 


ef Saves electricity — operates 
only when pipes approach freezing! Wire 
sewn on insulating tape—has separate 
roll of Outer Wrap. 5 sizes. 


Fiexibie! 
Heat Band 





Ski and toboggan lines are shown in a 
2x9-ft display rack at Huchthausen 
Co., Manitowoc, Wis. Painted light 


~@N | 


ee 
=——" Waterproof, molded vinyl band 
holds pre-spaced wire safely in place. Insu- 
lating Outer Wrap in kit. 3’ to 60’ lengths. 


See for yourself in 
New York, Booth 337! 


ELCRAFY Products Co., tac. 


New Carlisle, Indiana 





green, this unit has a crosspiece made 
of one-inch pipe. Reverse side of unit 
is fitted with six-inch wide shelving 
for showing smaller items. In the 
warmer months the rack features lawn 
and garden lines. Bottom piece keeps 
displayed items from slipping into 
aisles. The unit is mounted on casters. 


NEW Jon-e Warmer is super-easy 
to start. Ithas a built-in self-starting 
wick! Haven’t seen it? Call your 
Jobber and increase your 
Demand to be great. For more de- 
tails write Aladdin Laboratories, 
Inc., 620 So. 8th St., Minneapolis, 
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GAS AREA HEATERS | 


a 


with 


On Safety Cabinét 


Satety and CONVENIENCE are dear to the home- 
maker’s heart. And that’s what she gets with Dearborn Cool Safety 
Cabinet. Baffles in the patented Sifonaire chassis keep hot air at 
the heart of the heater, cool air next to its walls. No burned hands 
for toddlers. No danger of scorched walls or curtains — place it 
just where you please. 


Other Dearborn “Sells Itself” 
points of quality: 


FEATURE: Forward-Flow Circulation. Patented construc- 
tion forces air out where it warms people, not just ceilings. 
BENEFITS: Room filling warmth. No cold floor or corners. Also 
prevents wall and ceiling smudges. 


a i a el as Sa ah 
: 
4 ; " 
; x 


FEATURE: Glo-Brite Radiants. Engineered to provide more 
radiant heat. Cherry red from top to bottom, they radiate sun-like 
heat throughout the entire room. Designed for iong life. 
BENEFITS: Penetrating infra-red heat that warms you quickly 
without overheating the room. 





There is more profit in quality . . . when it sells itself. FEATURE: High-Crown Burners. Big—four rows. Rows raised 
on an arched surface for air circulation—-complete combustion. 


These five easily demonstrated points of quality (and the BENEPITS: Eicient heat — no weete. Clean blue flame. 


consumer benefits connected with each) have helped 
Dearborn dealers sell over 2,000,000 heaters...more than 
any other make. By selling quality, they have gotten both 
more profit and a satisfied customer on each sale. 


FEATURE: Styling. Clean, simple lines; modern harmonizing 
finish. 


BENEFITS: Good heat... good looks, too. 
Let Dearborn quality help sell itself. Demonstrate a con- 


nected Dearborn on the sales floor. Get your share of quicker 


sales, better profits — show your customers why... DEARBORN STOVE COMPANY 
1700 WEST COMMERCE e DALLAS, TEXAS 


















































WALL HEATERS UNVENTED HEATERS 
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REGENT $7.98 


FLAIR $6.98 


EMPRESS $9.50 


styled and priced to sell on sight 
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an means business 


with this “new-from-every-angle”’ 
line of electric alarms and kitchen 
wall clocks 


And that means business for you... big, profitable business! 
Stock this new line and you'll find you have just what the public 
wants . . . a gorgeous array of electrics, each with a radiant wide- 
awake look, and all at competitive pocketbook prices. Alarms 
from $3.98 to $14.95. Kitchens from $3.98 to $8.98. Bright as 
a penny, fresh as a daisy, these clocks are new in their fresh, 
trimline designing . . . new in their elegant over-all styling . . . and 
powered by a super-silent Synchro-dyne motor ...a motor so 
compact it untied the designer’s hands and enabled him to come 
up with case designs never before possible. The lower speed of 
this motor (400 rpm instead of the usual 3600 rpm) means 
longer life and silent operation. Its patented Burghoff rotor means 
more dependable performance. And its Ingraloy bearings and 
special silicone lubrication assure whisper quietness. 

To stimulate sales for you, four big, colorful, eye-catching 
display deals have been prepared — two on electric alarms and 
two on kitchen wall clocks. For you also, we have a complete 
merchandising kit which is free with every order. For details call 
your distributor. 

If you would like the name of your nearest Ingraham Distribu- 
tor, drop us a card. 


INGRAHAM, BRISTOL, CONNECTICUT 

















RED GIANTS 


® Styled by a leading industrial 
designer, Milwaukee Red Giants 
are loaded with consumer appeal. 
Great gifts for Dads. . . and boys 
just starting a hobby set of tools. 
Check these buy-appealing fea- 
tures: Accurately machined, rug- 
ged vise screw; replaceable face 
jaws; large anvil surface; pipe 
jaws; 180° swivel; vivid red en- 
amel finish; 2 models, No. 807 
with 4” jaws, No. 808 with 5” 
jaws. Both priced right for vol- 
ume sales. 


Write about Red Giants and 6 other 
vises in line. Ask, too, how you can get 
on attractive 6-vise display FREE, 


@ Wo. 600 
2% inches® 


® No. 700 
3 inches* 


@ No. 805 
3 inches® 


e 
No. 806 
4 inches? 


No. 822 
3% inches® 
@ No. 823 
4 inches? 
*Jaw width 


‘MILWAUKEE TOOL 


& EQUIPMENT CO 
2795 S. 29th Street © Milwaukee 46, Wisconsi 
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What the Law Says 


Can you keep your employees from 
going to work for a competitor? 


Suit was recently brought in 
Connecticut by a hardware re- 
tailer against a former salesman. 

In the contract under which this 
salesman had been employed it 
was provided, “The employee 
agrees that during the period of 
his employment and for two years 
thereafter he will keep secret and 
not divulge or allow to be divulged 
to any party except by the express 
order of the employer the names 
and/or addresses of those who 
may be or have been customers, 
during the period of the em- 
ployee’s employment. 

“He further agrees that he will 
not divulge any information con- 
cerning the business methods of 
the employer or concerning the 
business of any of said customers 
with the employer. 

“The employee agrees also that 
for the period of two years after 
the termination, for any cause, of 
said employment, that he will not 
either in competition with or for 
a competitor of the employer, so- 
licit or sell to any of the employ- 
er’s customers whom said em- 
ployee may, in the course of his 
employment, have served. 

“The employee also agrees that 
for the period of two years after 
the termination for any cause, of 
said employment, that he will not 
either in competition or for a com- 
petitor of the employer, sell or 
solicit within an area of 35 miles 
from the city of Waterbury.” 

When this salesman’s contract 
ended, he accepted a job with a 
competitor. 

His former employer sued, ask- 








By ALBERT WOODRUFF GRAY 


ing the court both for an in- 
junction prohibiting this salesman 
from continuing in that employ- 
ment and for damages. 

It is difficult, the court pointed 
out, to know where to draw the 
boundary line between the protec- 
tion of the employer from the dis- 
closure of information that would 
otherwise be held in confidence, 
and the right of the employee to 
earn a living. 


It is common knowledge, con- 
tinued the court, that an employee, 
when he is seeking employment, 
gives little if any thought to such 
restrictions. He is anxious for the 
opportunity and willing to make 
whatever promises are necessary 
for securing employment. 


“On the other hand,” added the 
court, “the employer is engaged 
for survival and may attempt 
every effort to gain and retain the 
good will of his customers. A 
reasonable balance must be main- 
tained.” 


Reference was made here by the 
court to an earlier decision in that 
state involving a contract of this 
character, in which it had been 
said by the court of such agree- 
ments, “This is a contract in re- 
straint of trade. The test of its 
validity is the reasonableness of 
the restraint it imposes. 


“To meet this test successfully 
the restraint must be limited in 
its operation with respect to time 
and place and afford no more than 
a fair and just protection to the 
interests of the party in whose 
favor it is to operate without un- 
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AMERICA 


STANLEY 





More profits than ever before! 





All Stanley Tools for Christmas, in open stock 
and in S10 unit, have these handsome holiday 
gift covers over stock boxes. 


TOOLS 
No. item List 
XST1% 16 oz. Steelmaster Hammer............ $4.69 
X264 9 in. Aluminum Torpedo Level...... 2.95 
icc ech sucvevgvoaccadaupbts 3.98 
X215A 6 Power bits in kit 7.80 
X41 a, 80x 8}, Sarcoma 6.75 
X348W 8 ft. Glide-O-Matic Rule................ 1.98 
MBPS File LYS “SUrIONM .......... 55... .000, 2.69 
X296 Plane Type “Surform”.................... 3.69 
X122 =12 in. Combination Square ............. 3.25 
X702 Aluminum Woodworker's Vise...... 4.75 


All these Stanley Tools are available in open stock 
and in the SIO Unit. With the unit you also get 
free display material including one 40” x 10° 
window banner, three product pedestals and two 
40” x 5” cornice streamers. 


Your Cost ..... $2875 
Retail Value . . . $425° 





" 


«510 Unit, 











All tools in both units are in open stock with extra Christmas box covers 
for extra Christmas tool sales. Order Stanley and Stanley-Handyman Tools 


from your wholesaler now. He has both units. 


Big, colorful space in the December 8th issue of THE AMERICAN 
WEEKLY shows and sells all twenty of these Stanley Tools for Christmas 
to 20,000,000 Americans. Millions more shoppers for Christmas gifts will 
see other Stanley advertising in POPULAR SCIENCE, POPULAR ME- 
CHANICS, MECHANIX ILLUSTRATED, SCIENCE & MECHANICS, 
HOME CRAFTSMAN and FAMILY HANDYMAN. 

For free mats and envelope stuffers for your own promotions write 
Stanley Tools, Division of The Stanley Works, 3843 Elm Street, New 


Britain, Connecticut. 


Stanley Tools for Christmas 


Now easier to show and sell! 
i 
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All Stanley-Handyman Tools for Christmas, in 
open stock and in H10 unit, are in these color- 


ful Christmas gift boxes. 
TOOLS 
No. Item List 

X1306 6 Auger bits in kit.....0..0000000000... $7.20 
i EE: Se een ean 6.95 
Se i ee 4.75 
eaeee 1 Oe, FMMINET i... ..0kdds. or... 2.39 
eee Ge cscs kces,.0e. 3.25 
X1204 9 in. Bench Plane...................... 5.79 
X246 6 ft. Extension Rule... a 
X1208W 8 ft. Tape Rule siitaiecisthes 1.19 
X633H Yankee Handyman Spiral Driver. 4.98 
X3005 5 Screwdrivers in Metal Stand. 2.98 


All these Stanley-Handyman Tools are available 
in open stock and in H1O Unit. With unit you also 
get free display material including one 40” x 10” 
window banner, one 40” x 5” cornice streamer 
and three product pedestals. 


Your Cost ..... $2775 
Retail Value ... $41°%° 





H10 Unit, 











POPULAR 
SCIENCH 


The Tool Box of the World 


BUILDS BETTER 
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AND 


LIves 


BETTER With 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
+ builders and industrial hardware + drapery hardware « door controls + aluminum windows + stampings + springs 
* coatings + strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 





STANLEY 
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another reason why you profit from 


ASSURED QUALITY 


Greeniee Tools for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 








FREE. ee HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply dealers . . . send 

request on your letterhead. 



































GREENLEE TOOL CQO. 
1810 Herbert Ave., Rockford, lil. 


Auger Bits © Electric Drill Bits © Chisels and Gouges 
Expansive Bits © Drawknives © Other fine tools 








GREENLEE 
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What the law says 








(Continued ) 


duly interfering with the public 
interest.” 

In its conclusion that this pro- 
vision of that contract should not 
and could not be enforced, the 
court added, “The public has an 
interest in the inviolable freedom 
of choice and pursuit by all of 
their several occupations. People 
in general would be harmed unless 
guarded, legal limitations circum- 
scribed these covenants. 

“Such restrictions should afford 
only a fair protection to the inter- 
est of the party in whose favor 
they are made and must not be so 
large or grasping in operative 
scope as to possibly interfere with 
the public interest, neither should 
they seek unnecessary and inequi- 
table restraint or be unduly harsh 
on the employee.” 

Many years ago it was said of 
such contracts by the Federal ap- 
pellate court, in distinguishing be- 
tween those employment contracts 
which restrict the employee in 
his future employment which the 
courts would sustain as valid, and 
those for which they would deny 
enforcement. 

“It was of importance that busi- 
ness men and professional men 
should have every motive to em- 
ploy the ablest assistants and to 
instruct them thoroughly, but they 
would naturally be reluctant to do 
so unless such assistants were 
able to bind themselves not to set 
up a rival business in the vicinity 
after learning the details and se- 
crets of the business of their 
employers. 

“However the court must find 
that the restraints attempted are 
reasonably necessary to protect 
from the danger of loss to the em- 
ployer’s business caused by the 
unjust use on the part of the em- 
ployee of the confidential knowl- 
edge acquired in such business.” 
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Jig Saw-Drill Power Kit 


W Pe ee WW Saw-Drill Power Kit 


BLACK & DECKER POWER KITS 
IN SPARKLING GIFT PACKAGES! 


667, PROFIT MARGIN! al 


IN ©: W apvertisinc PROMOTION 


BLANKETS YOUR NEIGHBORHOOD! 








e Monitor—-NBC Radio Look for us at the National Hardware Show Main Exhibit 
—Booth 97... Yard 'n Garden Display—Booth 765 
e109 Sunday newspapers 


e Life « Sat. Eve. Post « Look « McCall’s Yinck & Decker: 
¢ Better Homes « Sports Illustrated 


iiniecephtadrmemanieeee — 


¢ Popular Mechanics « Popular Science aibteee oan 
¢ Mechanix Illustrated « True wolencie in se syngas les! 
e American Builder « Practical Builder : ee ee 





Te res oe oe 


e Kitchen Business « Farm Journal Look under "Tools-Electric” 
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Farm bells ring up sales 





Unusual items are a specialty at 
Davis Hardware, Fayetteville, Tenn. 
F. B. Davis never intended to sell 
bells when he bought one to call 


his children to meals. He had a 
customer for it before he could re- 
move it from the store. He sold six 
before he could install a bell at his 
own place. Now he sells about a 
dozen of these bells each year. 


Live demonstrator will 


build your paint profits 

To build paint department sales 
and profits some dealers have live 
demonstrators in their stores or 
windows. 

The demonstrator’s explanation 
of what she is doing can be told 
over a public address system in- 
side and outside the store. The 
woman can apply paints or enam- 
els on unfinished furniture or 
panels mounted on easels. 

Train a member of your staff to 
do this work. Manuals and in- 
struction sheets provided by man- 
ufacturers can give your employee 
data to use in demonstrating. 

Advertise these special demon- 


strations by newspaper, direct 
mail, local radio and by store 
signs. 





Comparative displays can 


promote quality for you 


Showing imitation and genuine 
crystalware on adjoining displays 
sells the higher quality crystal- 
ware to many customers. Talking 
cards with these displays to in- 





ANOTHER 









STOCK THEM 
TODAY... 
SELL THEM 
TOMORROW 


Famous F & W 
Varijet Shallow 
Well delivers 40- 
70°. more water, 
yet reduces motor load and current con- 
sumption. Best of all, it’s packaged com- 
pletely assembled with tank, pump, and 
accessories. No extra parts to buy or stock. 
Installation easy and quick. A natural for low- 
expense, high-profit selling. Send for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
1088 Ocak Street, Kendaliville, indiana 


FOR EASY 
SALES AND 
INSTALLATION 






clude prices and data on quality. 

Some customers will buy both 
types of merchandise at the same 
time. Others will be so pleased 
with the looks of the crystalware 
that they will buy it in preference. 

Comparative displays can be 
used on other housewares and on 
tools, paint brushes, cutlery and 
other hardware store lines. 


a 


Profit making ideas 


Keep a file, as many readers do, 
of HARDWARE AGE articles. 

Then when you plan to tackle a 
project such as modernization, an 
anniversary promotion, a self-ser- 
vice layout, etc., you’ll have a file 
of useful ideas to start with. 

Make up a separate file of each 
subject you’re interested in. Then 
when you see an article in HARD- 
WARE AGE on this subject, either 
cut it out and file it, or put a note 
in the file with issue date and 
page number of the article for fu- 
ture reference. 

You’ll be surprised at how many 
ideas you can put together this 
way. 









YOU'LL BEAT 


With THIS 
POWERFUL NEW 
DISPLAY 


FREE )HOW-PAK Rack 


<n Abie. Ob ellcl mie 










= PLASTIC ALUMINUM = 


ALL SALES RECORD, & 


.. ~ 
~ 


DOUBLE YOUR SALES! GET THIS BEAUTIFUL 


eth yelr Samer la-Mt MET lasleli me Vols) ilet-lilels 





THE ORIGINAL ; 


in the 81G 6-1/2 OZ. TUBE 
Tail 


—e 


NOW... you hove your choice of 
twe wonderful packages of DURO 
the original PLASTIC ALUMINUM 
in the big 51% oz. tube. The con- 
ventional and highly successful 12 
pok counter display carton with 
individually bexed tubes . . . and 
the individually carded Show Pok. 











See it at the 
Hardware Show 


F & W VARIJET 
for Shallow Wells. 
%-% H.P. Motors, 
720-1800 G.P.H. 
@ 10 ft.@ 20 PS. 








*DEALER 
SPECIAL 
SPAD-1 


Shipped 
Complete 
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Reta! Valve 


12.5% 7 2 tubes of 

DURO mastic ALUMINUM . $12.00 

1 Specially Designed 

Wire Display Rock 1.75 

gata afer. + Pay _ FREE 
VALUE... $13.75 

DEALER COST ONLY ....... $ 7.20 

Offer ia Limited 


WOODHILL CHEMICAL MFG. CO.. 1391 E. 33rd St., Cleveland 14, Ohio 















OMPARE! 











































Your De Walt Your 
Power Shop Franchise present 
gives you: line? 
See why [ THE FIRST RADIAL ARM all-purpose power tool—the [J 


machine that revolutionized the power tool market! 


DE WALT A THE MOST IMITATED of all multi-purpose power [] 


tools (over 40 different manufacturers have tried to 


is the biggest money-maker imitate De Walt’s original radial arm design during 


the past 35 years) ! 
in the power tool field! 4. tue most DeMoNstRATED all-purpose power tool 


on the market—over 8 million people saw it demon- 
strated last year alone! 

(4 THE ONLY all-purpose power tool with 100% un- [} 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 
help share the cost of your local promotions. 


a & 


THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

THE FIRST power tool to do the work, save the space [}] 


and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— §] 
demonstrated through actual experience! 


Pee 
NRE 


a @ & 


THE ONLY power tool of its kind thoroughly proved [] 
by over 35 years of outstanding performance in 
industry ! 

A COMPLETE AND READY-TO-USE unit—no extra [}] 
motor to buy—no tricky assembly by you or your 
customer | 

THE ONE MODERN, simple, functional design that [} 
needs no trunkful of clamps, guides and assorted 
devices to make it work! 

THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete [ 
and fully-proven selling program throughout the 
year! 





Ask Carlisle Hardware of Springfield, Massachusetts! 


a ek... & oe 





Ask about a DE WALT Franchise, 


Neticne! Herdwere Show et Booth 530 znd feor, Compare the De Walt® Franchise—point by point—with 


Coliseum, N. Y. Oct. 14-18 inclusive any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 








Re ee er et cpa a RSA AGI 


= nei 


De Walt Inc., Dept. HA-710,tancaster, Pa., Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
[] Send full information on how the De Walt Franchise can boost my profits! 





















foes pProduct| = Name : 
Company 
| De Wart : 
} Tel Maelo) &: Address 
City Zone State 
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This is the axe that "Experience" Built! 


the KNOT KLIPPER 


a Wartanted axe for over a century. 







When the MANN factory first began making the axes 

that blazed many of America’s pioneering trails, this 

KNOT KLIPPER was its finest grade. A century of 

experience has toughened the steel, brought about 

new methods of providing a keener, more durable Western 

edge, developed harder and more resilient handles, °F _Pensy!vania Pattern 
and recent technology has made possible a precision- 

balanced handle insertion that prevents “eye” break- 


ing. 
Actually, MANN axes are made today—in 1957—by 
sons of sons of the first plant . . . down to the fifth 


generation. Swamping Pattern 


This is a heritage of quality we believe to be un- 

equalled in any other axe made today. And the 

KNOT KLIPPER is the finest product they produce. 

Ask your jobber or wholesaler; sold only through Falling D.B. Pattern 
authorized dealers. 

The KNOT KLIPPER is available in all patterns 

outlined. 


MANN EDGE TOOL CO. 


LEWISTOWN 1, PENNSYLVANIA 
Makers of the sei Bunyan” line of axes 


“Crown” 
or “Michigan” Pattern 

























The ALL-NEW 


CR ile], Meer, 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 






UNION has translated the basic de- 
sign of the famous UNION B-20 
quartered oak Chest into sturdy, 
streamlined steel. The result is the 
MT-7 ... the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature .. . 
ultra-modern appearance... rugged construction 
. Increased capacity .. . easier accessibility. 















































CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 
stock orders now! 


JOBBERS: | Write for literature and 
DEALERS: | prices on the New MT-7 




















STEEL CHEST CORPORATION 


LE ROY, NEW YORK 
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Seasonal Display Panel 
Board Good For Windows 





Seasonal displays such as this one 
are good front window attention- 
getters. 

Thiede-Mueller Hardware of Fort 
Dodge, lowa, used this perforated 
panel board to hang guns, ammuni- 
tion and a trap on. Other equipment 
can easily be added. 

During other seasons the board 
may be used to display other items 
or may be put in the store for year- 
around gun displays. 





Large store ads help to 


sell toys in your store 


When large stores in your section 
advertise toys, be sure that like 
items are featured in your window 
and in-store displays. 

Check department store ads for 
toys. If they show toys you also 
offer, put one or more of those 
items in your window. If your 
prices are the same or better than 
the department store’s then show a 
sign telling that it is a special price. 

When you meet a department 
store’s price on a toy, tell your cus- 
tomers that you are doing so. Tell 
the customer that he will find your 
prices comparable to the larger 
store’s charges in other depart- 
ments. 


















CASH IN NOW WITH WORTHINGTON'S AQO-7207-Al 





RUSTPROOF LAY-UP CONDITIONER FOR LAWN 


















FOR 2, 4 or 6 CYLINDER ENGINES, 
YOU SELL 2, 4 or 6 INDIV. UNITS 


A NEW INVENTION — 
NOTHING LIKE IT ON THE MARKET! 


Sensational new PRO-TECT-ALL developed by Worthington 

stops rust and corrosion, comes in a handy package complete 
for easy application by the home owner. A child can do it! 
Miracle powder forms neutralizing vapor that inhibits rust on 
metal surfaces inside engine. In addition, dehydrator capsule 
absorbs moisture. Acts while engine is laid up — gives 100% 
rust protection for 12 months — even stops further rusting 
where corrosion has already started! Sells itself — package 
tells whole story. Tested for 5 years, sold with Worthington’s 
money-back guarantee. Priced for quick pick-up sales with 
l-o-n-g profit. EVERY LAWN MOWER OWNER IS A CUSTOMER. 
Order supply today, and make worthwhile profits! 


ALSO WIDELY USED TO 
RUSTPROOF BOAT ENGINES 


PRO-TECT-ALL ENJOYS 
FULL ACCEPTANCE & FAST SALES 
IN THE MARINE INDUSTRY 
Made to FIT ALL ENGINES 


The correct plug base for the right engine, packaged 
and coded for easy identification. You CANNOT make 


a mistake! 
AS USED BY \ won 
U.S. AIR FORCE, << <p 
NAVY & ARMY . 
ORDNANCE 








YOUR COST: ONLY 75c per Unit 
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MOWERS. MAKE BIG POST-SEASON PROFITS 











SUGGESTED 
LIST PRICE 





hehar £44604 20 ¢ w wens = 
wieike MSR tee tbe Tae 


¥ << : y-—~wPACKED in 3-color 
/iaef eth self-selling merchan- 
diser. Takes up mini- 
mum counter space! 
MAKES MONEY FOR 
You! 





DO YOU WINTER-STORE LAWN MOWERS? 


Rustproof your customers’ engines with Pro-Tect-All and make 
extra profits! Prevents corrosion under most adverse storage con- 
ditions and humidity. Needs no hermetic seal. Can be used in 
presence of lubricants. Does not have to be removed before 
starting engine. 


BIG BONUS SALES 


when you recommend Pro-Tect-All as lay-up condi- 


tioner for OUTBOARDS, PUMPS, MOTOR SCOOTERS, 
AUTOMOBILES. 











To: Worthington Prods., Marine Division Dept. PL 
441 Lexington Ave., New York 17, N. Y. 
Please ship ............... doz. units PRO-TECT-ALL 
[) Ship on Open Account. 
We enclose ([) Check [} Money Order 


SPECIAL FREE GOODS OFFER FOR LIMITED TIME ONLY: 
ORDER NOW & receive 1 unit without charge with each dozen! 


SESE SP RSG aE 
COMPANY... 
ADDRESS .... 












HINDLEY 
Bright Wire Hardware 
















Be smart and get the money-making 
facts on the complete line of Hindley 
Bright Wire Hardware now. Quality 
products ... traffic-stopping displays 

. convenient Pic-Pak. packaging 
and fast turnover make it a year- 
round profit producer. Write us 
today for complete details. 








eo 
indley 
ba et 1897 
MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 























Clock sales can be increased 
when they are promoted as gift 
items. 

This was the experience of Ken- 
nedy Ross, owner of Ross Hard- 
ware Co. in Denver. His clock 
sales jumped 300 percent in less 
than one year when he moved a 
houseware item, clocks, to the gift 
department. 

Mr. Ross feels that the primary 
interest in clocks is with the gift 
purchasers so he decided that was 
his market. He noted that almost 
every home can use one or two 
more clocks. When company comes 
or when someone travels, there is 
seldom an extra clock for them to 
use. 

The salesmen at Ross Hardware 
play up the features of the vari- 
ous clocks. Some kitchen wall 
clocks have alarms which can be 


Sell clocks as gifts, 

















watch sales soar 


used as timers. Others are mod- 
ern, designed for living room use. 
The decorative value is also a big 
selling point with which oversize 
wall units are featured. 

A wide choice of models and 
prices is always on display. There 
is always a clock to fit any gift 
budget. 

Mr. Ross built up a massive 
wall and shelf display. It is out 
in the open so that customers can 
easily look each item over. 

Clocks have top billing in the 
gift department, both in space and 
interest shown by the salespeople. 
If there is the slightest hesitancy 
on the gift shopper’s part the 
salesmen suggest a clock. They 
then point up the advantages in 
giving clocks and most often the 
idea is accepted. 


Wall and shelf displays feature clocks in the giftware department at Ross 


Hardware Co. in Denver. 
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A POWERFUL SALES ADVANTAGE 


Keyed-alike convenience 








SUMMER CAMP 





PIN TUMBLER 























PADLOCKS 


If your customers know that they can get Corbin 
Padlocks keyed-alike, many of them will want more 
than one padlock. They'll like the idea of one key 
for opening the garage, tool shed, summer camp, 
tool chest, boat locker, boat hatch, or any other 
padlocked possession. On the other hand, they can 


GARAGE 


























have the keys all different or even a master key if 
they specify Corbin pin-tumbler padlocks. 

For more padlock sales, be sure to mention the 
keyed-alike feature of Corbin quality padlocks as 
well as their outstanding security. Remember, if it’s 
worth locking, it’s worth a Corbin pin-tumbler pad- 
lock. Make sure your stock of Corbin padlocks is 
adequate. Consult your Corbin distributor . . . and 
ask him about the new display. 


TOOL SHED 











NEW CORBIN PADLOCK DISPLAY 
Designed to catch the eye and “spark’’ 
the buy-urge, this colorful, new Corbin 
padiock counter display helps boost 
padiock sales. It features a popular 
assortment of padlocks. The display 
board is made of durable, molded 
Masonite. It includes identification tags 
with a place for prices. Ask for Padlock 
Display No. 57. 


CORE 
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BOAT LOCKER 








CORBIN CABINET LOCK DIVISION 
The American Hardware Corporation 
New Britain, Conn. 


TOOL BOX 









We'd like to repeat- 


“THE COMBINED NORTH & JUDD- 
WILCOX-CRITTENDEN LINE 
LEAVES SOME PROFIT FOR YOU” 


/ 

























is right, the 
packaging is the way 
you like it, and you save buying, 


shipping and handling costs 


because it comes from one 





nppoo00D freight-saving source. 
po00g000m00;00000 



















































lf you’re interested in a real hardwareman’s line, 
write us. Ask for the new catalog of these two profitable brands 


NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 
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(Continued from page 10) 


It's easy to fool yourself 
about profits, SBA warns 

“Are you kidding yourself about 
your profits ?” 

That’s the title of the latest 
in the Small Business Administra- 
tion’s series of Marketers’ Aids. 

The booklet lists four principal 
ways in which small businessmen 
most commonly fool themselves 
about their profits and profit trends. 

SBA says it is important that a 
dealer have an accurate picture of 
his profits if he is to stay in 
business. 

Pitfalls to watch when analyzing 
profit figures so they are not dis- 
torted are explained in the booklet. 

Copies may be obtained free by 
writing to SBA in Washington or 
to any of its regional offices. 


Government changes policy 
on labeling of pesticides 


The Agriculture Dept. is taking 
no chances on dealers or their cus- 
tomers being misled into thinking 
that certain commercial pesticides 
have the official backing ef the 
government. 

The department has proposed an 
amendment to regulations for label- 
ing these products. 

Under the proposed change, any 
label that implies that any pesti- 
cide or poison device is recom- 
mended or endorsed by any govern- 
ment agency will be considered to 
be misbranded. 


Approved standards for vinyl 
plastic hose are published 


A commercial standard for vinyl 
chloride plastics garden hose has 
been published by the government. 

Minimum standards for the hose 
are explained. 

An illustration shows the seal 
that may be used by hose makers 
whose products meet the standards. 
(Resume reading on page 11) 


















Your best buy for Business Sake! 





BULMAN COSTS LESS-DOES MORE 


COSTS LESS TO BUY 





Even though Bulman steel equipment is stronger, more ver- 
satile, it is priced as low or lower than any other, thanks to 
greater experience and volume production. 


COSTS LESS TO MAINTAIN 


Bulman outlasts all others. Colorful baked enamel finish over 
Bonderizing gives double “mileage” plus a clean, attractive 
look. Your investment lasts longer. 


LOW DOWN PAYMENT FINANCING 


You can finance your Bulman equipment right through the 


WANT MORE PROFIT? factory to get the lowest, fairest terms. You'll make payments 





with increased profits. 


FACTORY GUARANTEED SATISFACTION 


Bulman stands behind every store plan — gives you all the 


WANT MORE SALES? quality and performance you paid for. Your installation will 





be right in every way. 


31.27 SALES INCREASE 





This national sales increase in Bulman stores proves in cash 
that Bulman produces more profit. 


VOLUME PRODUCTION —INDIVIDUALLY PLANNED 


Bulman uses volume where it counts — in production to 
keep costs low. But when it comes to engineering YOUR 
store, you get individual planning. Bulman helps you with 
location, floor planning, lighting, color styling, stocking and 
merchandising. The result is a store that we KNOW will 


pay off for you. 





ae 
~ & 


Whitehead Hardware — Pittsburgh, Pa. 






Ot PF 
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Ask these outstanding stores already 
planned and equipped by BULMAN: 


Turney-Dunham Hardware — Cleveland Ohio 
Town Line Hardware — Sudbury, Mass. 

Solon Hardware — Solon, Ohio 

Akman’s Hardware — Laurel, Md. 

Whitehead Hardware — Pittsburgh, Pa. 

Kagel Paint & Hardware — Wilmington, Del. 
Jorgenson Hardware — Lincoln, Neb. 

Farm & City Supply — Sioux City, Ia. 
Tenebaum Hardware — Chicago, IIl. 


Write, wire or call HA-107 


THE Bulman CORPORATION 


Grand Rapids, Michigan 


Bulman of Canada (Store Equipment, Ltd.) 
4984 Dundas St., W., Toronto, Ontario, Canada 


World Leaders in Steel Self-Selection Equipment 








Your customers can do a better in- 
sulating job . . . save time, tape with 
Gold Seal Friction Tape. It tears 
evenly, sticks fast in any weather, 
and one thickness insulates. To in- 
crease your tape sales, recommend 
Gold Seal, a quality tape with last- 
ing “tack”, lasting protection. Made 
by Jenkins Bros., Rubber Division, 
100 Park Avenue, New York 17. 





Friction 





In 10-roll containers 
or single rolls. 






Each roll sealed in 
cellophane, stays fresh. 


Gold Seal FRICTION © RUBBER © PLASTIC Tapes 
Commercial and Specification Grades 


158 














Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 








1957 
October 
13-14 Kipp Bros. Open House & Toy 
Show, Indianapolis 
14-18 National Hardware Show, New 
York 
17-19 Montana Hardware & Implement 
Assn. 
20-23 National Hardware Convention, 
Atlantic City 


29-31 Hardware Wholesalers, Inc., Mer- 
chandise Show & Stockholders’ 
Meeting, Fort Wayne, Ind. 


November 


3-6 Cotter & Co. Spring & Summer 
Future Order Show, Chicago 

10-12 National Garden Supply Show 
Chicago 

22-25 Retail Paint & Wallpaper Dis- 
tributors of America Convention 
& Trade Show, Atlantic City 


1958 


January 


5-7 Ace Hardware Corp. Annual 
Convention & Exhibit, Chicago 

5-7 Illinois Retail Hardware Assn. 

6-8 Minnesota Retail Hardware Assn. 

6-8 Western Retail Implement & 
Hardware Assn. 

12-14 Hibbard, Spencer, Bartlett & Co. 
Annucl Merchandise Show & 
Convention, Evanston, Ill. 

16-23 National Housewares Exhibit, Chi- 
cago 

19-21 Intermountain Assn. of Hardware 
& Implement Dealers 


19-22 Texas Hardware & Implement 
Assn. 
21-23 Missouri Retail Hardware Assn. 


21-23 Mountain States 
Implement Assn. 

26-27 Louisiana Retail Hardware Assn. 

26-28 Pacific Northwest Hardware & 
Implement Assn. 

26-29 Janney Semple, Hill & Co. An- 
nual Retailers’ Conference, Min- 
neapolis 


Hardware & 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 





27-28 American Hardware Supply Co 
Merchandise Fair & Stockholders 
Meeting, Pittsburgh 

28-30 Indiana Retail Hardware Assn. 


February 


24 National Garden Supply Show, 
New York 

Nebrasko Retail Hardware Assn. 
North Coast Retail Hardware 
Assn. 
Oklahoma 
ment Assn. 
National Sporting Goods Assn. 


Convention & Show, Chicago 


24 
2-4 


2-4 Hardware & Imple- 


2-6 


3-5 New York State Retail Hard- 
ware Assn. 

4-6 Kentucky Retail Hardware Assn. 

4-6 Wisconsin Retail Hardware Assn. 

5 Connecticut Hardware Assn. 

8-10 Alabama Retail Hardware Assn. 

9-11 California Retail Hardware Assn. 

9-11 Tri-State Hardwore & Imple- 
ment Assn. 

9-11 Virginia Retail Hardware Assn. 

10-12 Ohio Hardware Assn. 

10-12 Our Own Hardware Co. Conven- 
tion, Minneapolis 

11-14 lowa Retail Hardware Assn. 

16-17 Arkansas Retail Hardware Assn. 

16-18 Northern Wholesale Hardware 
Co. Convention & Merchandise 
Show. Portland. Ore. 

17-19 Pennsylvania & Atlantic Sea- 
board Hardware Assn. 

18-20 Hardwore Assn. of the Caro- 
linas 

18-20 Michigan Retail Hardware Assn. 

18-20 Pacific Southwest Hardware Assn. 

22-24 New England WHardware-House- 
wares Show, Boston 

23-24 Mississippi Retail Hardware Assn. 

23-25 Tennessee Retail Hardwore Assn. 

23-25 West Virginia Hardware Assn. 

March 

2-4 Pacific Southwest Hardware Assn. 
Hardwore & Housewares Exhibit, 
Phoenix 

9-13 Gift Show, Boston 

23-25 South Dakota Retail Hordadware 


Assn. 








National Events 


American Hardware Mfrs. Assn. joint 
annual convention with the Na- 
tional Wholesale Hardware Assn., 
Oct. 20-23, at Atlantic City, N. J. 


Headquarters Marlborough - Blen- 
heim Hotel. Arthur L. Faubel, 
AHMA secretary, 342 Madison 


Ave., New York 17, N. Y. Thomas 


A. Fernley, Jr.. NWHA managing 
director, 1900 Arch St., Philadel- 
phia 3, Pa. 


Independent Hardware Exhibit, Oct. 
13-17, at Hotel Empire, New York 
City. Sponsored by Independent 
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Additional profits from 
REYNOLDS Do-It-Yourself ALUMINUM 





with new 


Double Channel Track Sets 





for sliding doors 
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Your Do-It-Yourself Aluminum profit 
opportunities are bigger with new Double 
Channel Track Sets. Home craftsmen will 
find them ideal for sliding doors in all kinds 
of cabinet work. Masonite, glass and ply- 
wood all fit perfectly in the 4 and 4 inch 
channels. 

Give prominent display to new Double 
Channel Track Sets. Talk up its uses... 
show how easily it works. You’ll be sup- 
ported by national advertising—aimed at 
26,000,000 people... your Do-It-Yourself 
prospects included. 


REYNOLDS 
Do-it-Yourself 
ALUMINUM 


Reynolds Metais Company, Louisville 1, Ky. 





Watch Reynolds All-Family Television Program “DISNEYLAND”’, ABC-TV. 





bigger profits! 
faster turnover! 2— 


GRIES 
p | WING NUTS 








‘die cast of 
zinc alloy 


for highest quality 
at lowest cost! 


Eas 


= 


IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 


-WING 


Your customers want 
quality plus economy! You want 
fast turnover plus profits. Gries die 
cast zinc alloy wing nuts and cap 
nuts are the answer. Non-ferrous. 
rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 
extra profits! 


Write today for prices and catalog sheets 
World's Foremost 


Producer of 
Small Die Castings 





i. 


GRIES REPRODUCER CORP. 


Telephone: NEw Rochelle 3-8600 





161 Beechwood Ave., New Rochelle, N. Y. 
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Convention Calendar 
(Continued ) 





Hardware Exhibit, Inc., 47 Howard 
St., New York 13. 


National Garden Supply Shows, Nov. 
10-12, at Navy Pier, Chicago, and 
Feb. 2-4, at the Coliseum, New 
York City. Sponsored by D. Mur- 
ray Franklin, 1901 St. Paul St., 
Baltimore 18. 


National Hardware Show, Oct. 14-18, 
at the Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, N. Y. Frank Yeager, di- 
rector. 


National Housewares Exhibit, Jan. 
16-23, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention & Show, Feb. 2-6, at Mor- 
rison Hotel, Chicago. Sponsored by 
National Sporting Goods Assn., 716 
Rush St., Chicage 11. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 20-23, at Atlantic City, N. J. 
Headquarters, Marlborough - Blen- 
heim Hotel, Thomas A. Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Retail Paint & Wallpaper Distribu- 
tors of America Convention & 
Trade Show, Nov. 22-25, at Conven- 
tion Hall, Atlantic City, N. J. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5. 


Regional Events 


Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago, 34th Annual 
Convention & Exhibit, Jan. 5-7, at 
Conrad Hilton Hotel, Chicago. 


American Hardware Supply Co. An- 
nual Merchandise Fair & Stock- 
holders’ Meeting, Jan. 27-28, at 
company offices and warehouse, 41 
Terminal Way, South Side, Pitts- 
burgh 19. 


Cotter & Co. Spring & Summer Fu- 
ture Order Show, Nov. 3-6, at com- 
pany office and warehouse, 365 E. 
Illinois St., Chicago. 


Gift Show, Boston, at Statler Hotel, 
March 9-138. George F. Little Man- 
agement, 220 Fifth Ave., New 
York 1. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 18-20. Sessions and 
hotel headquarters at Hotel Char- 
lotte, exhibit at Radio Center Au- 
ditorium, Charlotte, N. C. Martin 
F. Kaelke, P. O. Box 6215, Char- 
lotte 7, N. C. 


Hardware Wholesalers, Inc., 11th An- 
nual Merchandise Show & Stock- 
holders’ Meeting, Oct. 29-31, at 
company warehouse, Nelson Rd., 
Fort Wayne, Ind. 


Hibbard, Spencer, Bartlett & Co., An- 
nual Merchandise Show & Conven- 
tion, Jan. 12-14, at company ware- 
house, 2201 W. Howard St., Evans- 
ton, Il. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
19-21. Sessions and hotel headquar- 
ters at Boise Hotel, Boise, Idaho. 
Leon L. Weeks, 308 Continental 
Bank Bldg., Boise, Idaho. 


Janney, Semple, Hill & Co., 22-26 S. 
Second St., Minneapolis 1, Annual 
Retailers’ Conference, Jan. 26-29, 
at Leamington Hotel, Minneapolis. 


Kipp Brothers 77th Annual Open 
House & Toy Show, Oct. 13-14, at 
company showrooms, 240-242 S&S. 
Meridian St., Indianapolis 25, Ind. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 21-23. 
Sessions and hotel headquarters at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware-Housewares 
Show, Feb. 22-24. Hotel headquar- 
ters, Hotel Statler; exhibit at Hotel 
Statler and First Corps of Cadets 
Armory, Boston. Sponsored by 
New England Hardware Dealers 
Assn., Chester C. Putney, secretary, 
665 Boylston St., Beston 16, and 
Housewares Club of New England. 


North Coast Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Hotel Heathman; sessions 
and exhibit at Masonic Temple, 
Portland, Ore. Martin W. Danko, 
Route 12, Box 109, Fife Sq., Ta- 
coma, Wash. 


Northern Wholesale Hardware Co. 
Convention & Merchandise Show, 
Feb. 16-18, at company offices and 
warehouse, 805 N. W. Glisan St., 
Portland 9, Ore. 


Our Own Hardware Co. Convention, 
Feb. 10-12, at company offices and 
warehouse, 618 N. Third St., Minne- 
apolis 1. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 26- 
28. Hotel headquarters and sessions 
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soft rubber tread wheel. 
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1 CASTERS 
Crib or tea wagon ° 








caster; 2” “5 | 


= | 
fastems : 


















Standard light-duty eV ee _ 
stem caster; F PT 4 | 
1%” Atlasite wheel. 


aso 
1 casters ™ 
eae? 


ins vat : 5 . a. % A - , 
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Standard light-duty 3 oe ee Oe et 
stem caster; pe! 
1K” Allasite wheel. 


SoS paiios 


Hassick 


BasSick ¢ Bass 











Swivlo light-duty 
plate caster; 
1%” Atlasite wheel. 


Swivlo light-duty 
plate caster; 
1%” Atlasite wheel. 


mh 


wore 


BOOST CASTER SALES 


with Bassick Carded Casters on pegboard, in glass bins 


Look at the casters you can sell with one 12” strip of 
pegboard wall and glass bin: 

This new carding of popular, inexpensive Bassick 
casters, along with displaying the Bassick quality furni- 
ture and truck casters will make it easier for your cus- 
tomers to select and buy casters than ever before. 


THE BASSICK COMPANY, Bridgeport 5, Conn. game = 
in Canada: Belleville, Ont. Fw. mete 


Carded casters are suitable for either pegboard display 
or glass binning. One set of four casters with ‘‘ Easy-to- 
apply” instructions and ideas on each card. And, of 
course, all the newly carded Bassick casters are also still 
available in our regular packaging, six sets to a box. 
Check your wholesaler now. 


37) Bassick 


7.26 














PROVEN 


Sales-Profit 
Turnover 








ar 


4 War” \ 


PROVEN 


@ Permanently charges weak 
car batteries. 


@ More than 100,000sales last 
Winter. 


@ Used by the large auto 
plants of Detroit. 


yes ee $] e 69 pkg. . 
(GROSS MARKUP $97.92) . , 
“A PROVEN SELLER—FAST TURNOVER! 


ORDER OPENING STOCK NOW! 
LOOK at these Sales Records... 


New York City—Gimbel Bros. sold 3 gross per week. 
Newark—Bamburger's sold |!/, gross in 3 days. 











Cleveland—May Co. sold 3!/, to 4 gross per week. 
Pittsburgh—Gimbel Bros. sold 3 gross per week. 


Youngstown—I! Hardware and 2 Dept. Stores sold 7 gross per week. 


TV Promotion Starts November I. 

20°, Advertising Allowance on Opening Order of 
2 Gross. 

Tie-in Merchandising (Send for Brochure). 

Fully Guaranteed by Manufacturer. 

ORDER NOW from Automotive Jobbers or Write, 
Wire or Phone. 


MAGNAFLO COMPANY, INC. 


ROOM 1506 CENTRAL TOWER YOUNGSTOWN, OHIO 
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at Multnomah Hotel, Portland, Ore. 
J. Maleolm Smith, 210 Empire 
State Bldg., Spokane 1. 


Pacific Southwest Hardware Assn. 


Convention, Feb. 18-20. Hotel head- 
quarters and sessions, Hotel La- 
fayette; exhibit at Municipal Au- 
ditorium, Long Beach, Calif. Also 
Hardware Show & Housewares Ex- 
hibit, March 2-4, at Industrial Bldg. 
and State Fair Grounds, Phoenix, 
Ariz. Otto H. Grigg, 1519 S. Gar- 
field Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 


Hardware Assn. Convention, Feb. 
17-19. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit 
at State Farm Show Building, Har- 
risburg, Pa. J. Wayne Tisdale, 1616 
Walnut St., Philadelphia 3. 


Tri-State Hardware & Implement 


Assn. Convention, Feb. 9-11. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 Fourth Ave., Can- 
yon, Texas. 


Western Retail Implement & Hard- 


ware Assn. Convention, Jan. 6-8. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit at Mu- 
nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 


State Events 


Alabama Retail Hardware Assn. Con- 


vention, Feb. 8-10. Hotel headquar- 
ters, Hotels Whitley and Jefferson 
Davis; sessions and exhibit at State 
Coliseum, Montgomery. Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 


vention, Feb. 16-17. Hotel headquar- 
ters, Marion Hotel; sessions and 
exhibit at Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bldg., Little Rock. 


California Retail Hardware Assn. 


Convention, Feb. 9-11. Hotel head- 
quarters. Whitcomb Hotel; sessions 
at hotel and Civic Auditorium; ex- 
hibit at Civic Auditorium, San 
Francisco. Krueger B. Jacobsen, 
122 Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 


tion, Feb. 5. Hotel headquarters and 
sessions at Hotel Stratfield, Bridge- 
port. Russ Carlson, acting secre- 
tary, c/o Village Hardware Store, 
New Milford, Conn. 


Illinois Retail Hardware Assn. Con- 


vention, Jan. 5-7. Hotel headquar- 
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Only a real star can pass this kind of “screen” test 


and that star is USS CYCLONE 
* FIBERGLAS SCREENING! 


' 
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{ of) 
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Fiberglas is coated 
with sinewy vinyl. 
It is bonded at 
each intersection 
of the weave. 


2 REASON WHY more and more homemakers are insisting 
upon FIBERGLAS for their window screens and screen doors is that 
they’ve found a real “‘star’’ in this material. It has undergone the 
most rigorous tests that can be imposed on a product—and USS 
CYCLONE FIBERGLAS SCREENING has passed them with flying 
colors. 

What is FIBERGLAS Screening? It is not a plastic. It is made 
from pure glass fibers—coated with vinyl—woven and bonded. 
Hundreds of glass fibers are combined in each strand. 
® it is bonded, or fused, at each intersection 

of the weave. 


it has superior burst strength, as proved by 
tests conducted according to procedures 
outlined in Federal Specifications 1-S-137. 


® it reduces glare, won't stretch or shrink, 
won't stain, never needs painting, re- 
sists seashore climates, heat, moisture 
and industrial fumes. 


But these are only a few of its many advantages which offer 
you exceptional opportunities for more sales and profits. For the 
complete story on USS CyYcLoNE FIBERGLAS SCREENING, just 
fill in and return the convenient coupon. 


CYCLONE FENCE DEPARTMENT @ AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 


Waukegan, Illinois * Sales Offices Coast-to-Coast * Pacific Coast Headquarters, Oakland, California 
United States Steel Export Company, New York 


USS Cyclone & 


FIBERGLAS’ Screening 












MAGNIFIED 4 times larger than actual size. 






These two famous names 
combine to give you 
quality Fiberglas 
Screening. 


CYCLONE 
SCREENING 


MADE WITH 


USS CYCLONE SCREENING 
is also available in 

Aluminum, Bronze, 
and Galvanized. 









OWENS - CORNING 


FIBERGLAS 


Write for our free descriptive literature today 
nS ee ne Se ee 
Cyclone Fence, Dept. EE-107, Waukegan, Ill. 


Please send me complete information 
on USS CYcLoNE FIBERGLAS SCREENING. 
Also on |} Aluminum Screening 
Bronze Screening 
| Galvanized Screening 


EES SS, ES ee ey ee pe 
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THE 
WONDER 
HORSE 
DELUXE 


Model #22 (Copper Base) 
Ages |-7 * $27.95 Retail * Patented 





THE WONDER MARE 





Patented 


Model #40 (Metal Base) 
Model #4! (Wood Base) 
Ages |-7+ $19.95 Retail 





























Patented 
Model #10 - Ages !-7 
$14.95* Retail 
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Mississippi 


Missouri Retail Hardware Assn. Cen- 





(Continued ) 


ters and sessions at Pere Marquette 
Hotel; exhibit at State Armory, 
Peoria. William: F. Ewert, 1451 
Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn. Con- 


vention, Jan. 28-30. Hotel head- 
quarters, Sheraton-Lincoln Hotel; 
sessions and exhibit at Murat 
Temple, Indianapolis. W. J. Sheely, 
1003 N. Meridian St., Indianapo- 
lis 4, 


lewa Retail Hardware Assn. Conven- 


tion, Feb. 11-14. Hotel headquar- 
ters, Savery Hotel sessions and ex- 
hibit at Veterans Memorial Audi- 
torium, Des Moines. Philip R. 
Jacobson, 20 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 


vention, Feb. 4-6. Hotel headquar- 
ters, session and exhibit at Ken- 
tucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 


Convention, Jan. 26-27. Hotel head- 
quarters, sessions and exhibit at 
Bellemont Motor Hotel, Baton 
Rouge. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 


vention, Feb. 18-20. Hotel head- 
quarters and sessions at Pantlind 
Hotel; exhibit at Civic Auditorium, 
Grand Rapids. Second Annual Kol- 
lege of Product Knowledge at Pant- 
lind Hotel, Feb. 17. Harold W. Schu- 
macher, 1916 Michigan National 
Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 


Convention, Jan. 6-8. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. 
C. J. Cristopher, 3033 Excelsior 
Blvd., Minneapolis 4. 





Retail Hardware Assn. 
Convention, Feb. 23-24. Hotel head- 
quarters, sessions and exhibit at 
Heidelberg Hotel, Jackson. David 
O. Mansfield, P. O. Box 1696, Jack- 
son 5. 


vention, Jan. 21-23. Hotel headquar- 
ters, sessions and exhibit at Hotel 
Chase, St. Louis. Fred H. Boemer, 
2340 Hampton Ave., St. Louis 10. 


Montana Hardware & Implement 


Assn. Convention, Oct. 17-19. Hotel 
headquarters and sessions at Hotel 
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Florence, Missoula. Norman O. 
Blevins, P. O. Box 1152, Helena. 


Nebraska Retail Hardware Assn. 
Convention, Feb. 2-4. Hotel head- 
quarters, Paxton Hotel; sessions 
and exhibit at Civic Auditorium, 
Omaha. Frank Capalino, 325 Insur- 
ance Bldg., Lincoln 8. 


New York State Retail Hardware 
Assn. Convention, Feb. 3-5. Hotel 
headquarters and sessions at Hotel 
Syracuse; exhibit at Onondaga 
County War Memorial, Syracuse. 
Nicholas H. Kiley, Hills Bldg., Syr- 
acuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 10-12. Hotel headquarters and 
sessions at Cleveland Hotel; exhibit 
at Public Auditorium, Cleveland. 
John B. Conklin, 1540 W. Fifth 
Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 2-4. Hote! 
headquarters, Skirvin Hotel; ses- . 
sions and exhibit at Fair Grounds, 
Oklahoma City. Aaron Gritzmaker, ) 
512 Midwest Bldg., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, March 23-25. Hotel 
headquarters, Sheraton-Cataract 
Hotel; sessions and exhibit at Coli- 
seum, Sioux Falls. H. T. Benson, 
2108 S. Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 23-25. Hotel head- 
quarters and sessions at Andrew 
Jackson Hotel; exhibit at Fair 
Grounds and Coliseum, Nashville. 
Charles G. Brown, P. O. Box 784, 
Nashville. 


Texas Hardware & Implement Assn. 
Convention, Jan. 19-22. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel; exhibit at Memorial 
Auditorium, Dallas. R. M. Souder, 
1108 Gibraltar Life Bldg., Dallas 2. 
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A New Measure of Old Charm 






American Antiques display unit shows all five 
glasses in this popular pattern . . . stimulates sales 
of complete sets. 














This smaller display shows three glasses .. . 
creates interest in the entire line. 





= 
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Nine glasses in the 
fast-moving Colonial 
Heritage pattern are 
displayed with this 
counter merchandiser. 
It’s a real sales builder. 








With these Libbey counter displays 


customers stop, look...and purchase 


Ser up these new Libbey counter mer- _ of a Libbey ‘Safedge’ glass ever chips”... 
chandisers and see how they build traffic and these new displays stop them and 
| and sales. In these attractive displays, show each striking pattern. Displaying 

Libbey’s lovely Colonial Heritage and multiple sizes in each pattern stimulates 

American Antiques patterns practically —_larger-unit sales, too. 

. sell themselves . . . create faster turnover 


Get your Libbey counter displays now. 
and more profits for you. 


They re easy to set up, require little coun- 
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Libbey’s continuing advertising, in 
magazines women read most, brings cus- 
tomers to your store for the beautiful 
every-day glassware with the famous 
Libbey guarantee: “A new glass if the rim 







LIBBEY SAFEDGE GLASSWARE 


AN (I) PRODUCT 





ter space, and are real traffic stoppers. See 
your Libbey Supply Dealer now for full 
details on how to get them, or write to 
Libbey Glass, Division of Owens-Illinois, 
Toledo 1, Ohio. 


Owens-ILLINOoIs 


GENERAL OFFICES « TOLEDO 1, OHIO 






WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 169. 


(Continued from page 15) 
out the top and a plastic lid flips 
down to cover the cutter when not 
in use. The Canolectric mounts on 





any wall or cabinet, measures 4 
x 4 3/16 x 9 in., comes with 6 ft 
cord and retails for $29.95. Klas- 
sen Enterprises, Inc. 


For more data circle No. 13 on postcard, p. 169 


Riding lawn mower unit 


A 250 lb rider can ride up a 35 
degree grade on this. versatile 
lawn riding vehicle. Its 2-cycle en- 
gine develops 2% hp. The Loafer 
is 22% in. high and 56 in. long 
which makes it easy to turn in a 
small radius and also easy to store. 
Speeds up to 334 mph can be at- 
tained by the unit which is adapta- 
ble to most manufacturers’ lawn 
maintenance equipment plus all 


Lawn-Boy rotary and reel type 
mowers. The unit also has its own 
reel cutter available as optional 
equipment. Other features include 
single control operation, low center 
of gravity for safety and 4-in. 
wide pneumatic tires. Comes as a 
4-wheel unit. Lawn-Boy Div., Out- 
board Marine Corp. 


For more data circle No. 14 on postcard, p. 169 


Adjustable door bumper 


Here is a single adjustable door 
bumper for doors that turn 180 
degrees. Movement of the % in. 
adjustment screw in the bumper is 
multiplied 12 times over the length 
of the door. Longer screws are 
available for extreme cases of ad- 





justment. The bumper has two 
rubbers to absorb shock and can 
be used on the top or bottom door 
hinge. Comes in bright brass, 
nickel, bronze and chrome finishes 
and mounted on cards for counter 
or perforated paneling display. 
Gordon Associates, Inc. 


Giftwares made of aluminum 

Four giftware items made of 
aluminum will appeal to your 
housewife customers. Silent butler 





For more data circle No. 15 on postcard, p. 169 
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serves as decorative piece and is 
useful for emptying ash trays. Re- 
tails for $3.95. Fruit dish and can- 
dle holder set are finished in gold- 
tone and black Alumilite. Retails 
for $6.50. Hot and cold server 
(shown) accommodates two trays 
of ice cubes or can be used as hot 





food server. An attractive acces- 
sory for bar or buffet, server 
has insulated bowl and lacquered 
aluminum finish with gold-tone 
Alumilite trim. Retails for $9.95. 
Serving tray features gold-tone 
Alumilite finish with decorative 
design. Retails for $3.95. Alumi- 
num Goods Mfg. Co. 


For more data circle No. 16 on postcard, p. 169 


Submersible pump line 


This new McDonald line of sub- 
mersible pumps is available in 16 
sizes with horsepower ratings from 
1/3 through 3 hp. The pumps will 
operate at depths to 600 ft and are 
divided into three series. One 
series delivers 7 g.p.m., another 10 
g.p.m. and a third 16 g.p.m. The 
pump and motor are water cooled 
and water lubricated for life. The 
complete pump is enclosed in a 
tamper proof stainless steel jacket. 
The 1/3 hp series comes as a com- 






































Arvi 





IT ROLLS 
on rear wheels 
while in 
use or when 
folded. 






‘elm@de).i7'aer car. 
COLISEUM @ NEW YORK CITY © 


‘ Booths 478-1110-1111 











“sce SPECIAL! 





NON-SKID 


rubber-tipped front 
foot holds table 
firm for ironing. 


ll-Height Adjustable froning Table 
with Custom-fit Foam Pad and Silicone Cover 


FINEST FEATURES——-OUTSTANDING QUALITY 


Table 


**No-lift"’ wheels roll table back or forth while 
in use, or when folded for storage. 


Adjustable to 11 different heights for utmost 
comfort, standing or sitting. 


Triple-strength top, exclusive with Arvin, insures 
greatest stability and strength. 


Either-side ironing permitted by X-leg construc- 
tion, with ample knee room. 


Snag-proof rolled edges protect fabrics and 
fingers. 


Full-size 15” x 54” ventilated ironing surface. 
Small nose—smallest in the industry—perfectly 
tapered for shirts, blouses, children’s clothes. 
Non-skid front foot, rubber tipped so it won't 
mar floors. | 

Deluxe chrome legs——heaviest nickel chrome in 
the industry—stays bright, beautiful. 





ORDER FROM YOUR ARVIN DISTRIBUTOR 


Pad and Cover 


Both custom-tailored to fit the table top like a 
glove. Won’t bulge, bunch, slide or slip. 


Plastic foam pad for maximum ironing ease with 
sewn-in pocket at each end for extra firm fit. 


Scorch-resistant silicone cover, elasticized for per- 
fect, tailored fit, and with center elastic strap 
to prevent roll-over. 


Eye Appeal 

Yellow table-top, gleaming chrome legs and feet, 
pink foam pad and silver-colored cever say 
“take me home” to any shopper. 


Packaging 

Each ironing table, complete with pad and 
cover set, is packed fully assembled in an indi- 
vidual carton. Shipping weight 1144 I!be. Size, 
1544" x 244” x 59%”. 


. 7 . 
Furniture and Housewares Division, Arvin INDUSTRIES, Inc. Columbus, Indiana 


Arvin also manufactures Leisure Furniture, ‘“Charky”’ Grills, Home Radios, 


Portable Electric Heaters, Electric Fans and Car Heaters 
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WHAT’S NEW 








plete package. Other sizes are fur- 
nished with motor, control box and 
splicing materials. McDonald Mfg. 
Co. 


For more data circle No. 17 on postcard, p. 169 


Special door knocker line 


Apartment dwellers and home- 
owners will be customers for this 
line of apartment and guest room 
door knockers. The guest room 
knocker is 4 in. high. A mahogany 
grained plate with white numbers 
can be added. When used as an 











apartment knocker the unit is 
modified with a card holder added 
to the bottom. This model is also 
available with grained plate. The 
LaPetite line is made in solid brass 
hand polished cast bail and 
wrought body in all standard fin- 
ishes. H. B. Ives Co. 


For more data circle No. 18 on postcard, p. 169 


Power mowers for 1958 
Dial-A-Matic fingertip dash- 
board control is the feature of this 
power mower line for 1958. Start, 
stop, run and choke controls are 
all at finger tip for easy adjust- 
ment. Other features in Moto- 
Mower models are, Power-Flo 
transmission, completely enclosed 
silent drive gear drive and Dial- 
A-Matic cutting height adjusters. 
There are models ranging from 18 
to 21 in. in the line including an 


168 


electric mower. In addition, a 24 
in. riding mower called the Roto- 
Ride with Power-Flo transmission 
is offered in 1958. Moto-Mower 
Div., Detroit Harvester. 


improved fluorescent lamp 


Super-Hi fluorescent lamp pro- 
duces 24% times as much light as 
standard fluorescent lamps. A spe- 
cial mixture of gases provides the 
lamp with long cathode life and 
high brightness throughout its life- 
time. Available in conventional 
sized tubes in lengths of 48, 72, 
and 96 in. Westinghouse Electric 
Corp. 


For more data circle No. 20 on postcard, p. 169 


Garden hose pistol nozzle 


Here is a garden hose nozzle that 
looks like a pistol complete with 
simulated pearl handle. Trig-A- 





For more data circle No. 19 on postcard, p. 169 


Matic permits one-hand operation 
and provides desired streams by 
pressing the trigger. Comes with 
or without snap-on coupling. The 
chrome-plated nozzle with stainless 
steel springs retails for $1.95 or 
$2.40 with snap-on coupling. Also 
available is a plastic ring sprinkler 
at $1.20 and the Power-Spray oscil- 
lating lawn sprinkler at $9.95. 
Lafayette Brass Mfg. Co., Inc. 

For more data circle No. 21 on postcard, p. 169 


Two power chain saws 


Improved cooling, longer life and 
easier maintenance are features of 
these two chain saws. One saw 
(shown) produces 6.5 hp, weighs 
only 19 lb, and is a direct drive 
unit with center blade mounting. 
Available in 18, 24 and 30 in. 
blades. Retails at $253 with 12 in. 


blade and chain. The other model 
gives 6.5 hp, weighs 22 lb, is gear 
driven, and has a 2-position blade 
mount. Available in 12, 18, 24, 30, 
36 and 42 in. blades, and with 15 
in. plunge for pulp cutting. Retails 
for $329 with 12 in. blade and 
chain. This model replaces the Mc- 
culloch Model 55. Both saws have 
increased cylinder size and rubber 
mounted floating power handle 
bars. McCulloch Motors Corp. 


For more data circle No. 22 on postcard, p. 169 


Concrete protective coating 


Archer Slab-kote protects garage 
floors, driveways and other con- 
crete surfaces from salt damage in 
winter time. The coating is par- 
ticularly useful on concrete less 


(Continued on page 172) 
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Be sure to write name 


and address on post card. 


Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quiek Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 


get you all the information you need, quickly. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New” columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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BIG 4 


HANGER 
and Braced Rail 


Regardless of the weather — you 
can keep everything under con- 
trol with this heavy duty hanger 
on the job. Built strong and 
rugged to withstand rough 
weather—be it rain, snow or high 
winds. A giant of strength ready 
to perform a man-sized job in 
manipulating bulky sliding doors 
without strain or friction. Easy to 
install, smooth and efficient in 
operation. 
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56% Anniversary 
of NATIONAL is celebrated this month, marking a 
healthy growth and expansion of our line of builders’ 
hardware. Thanks to the buying confidence of our 
loyal trade, this fine progress has been made possible. 
Pigs tte * 


‘ — 
WAlIONWAL \ 
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“BIG 4° HANGER “BRACED” RAIL P 


MANUFACTURING COMPANY : Sterling, illinois 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 169. 


(Continued from page 168) 


than four years old where the most 
serious salt damage can take effect. 
The liquid can be applied with 
brush, roller, squeegee or spray. 
Two coats are required. Retails 
for $2.98. Archer-Daniels-Midland 
Co. 


For more data circle No. 23 on postcard, p. 169 


Garden products line 


Eveready garden products for 
1958 include dusts, sprays, and 
weed killers. They are Eveready 
Rose Dust (shown), Floral Dust, 
Vegetable Dust, Tomato Dust, 6 
percent Chlordane Ant Killer, fruit 
tree spray, multipurpose garden 


Bai 


spray, 72 percent Chlordane Con- 
centrate (insecticide and crabgrass 
preventive), Kills All Total Weed 
Killer, Rose Spray (aerosol) and 
Home and Garden Insect Killer 
(aerosol). All containers will be 
red, white and blue. National Car- 
bon Co., Div. of Union Carbide 
Corp. 


For more data circle No. 24 on postcard, p. 169 


Utility drill press vise 

This newest addition to the Reed 
line of vises is designed as work 
holding tools for drill presses and 
other work. An oversize handle 
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pin enables maximum pressure to 
be applied. Available in two sizes: 
jaws measuring 3% in. wide, 1% 
in. deep and open to 4% in., weight 
12% lbs; jaws are 5 in. wide, 134 
in. deep and open to 5% in. weighs 
2414 lbs. Castings are semi-steel 
and vises are green. Reed Mfg. Co. 
For more data circle No. 25 on postcard, p. 169 


Low cost pipe machine 


This low cost lightweight power 
drive for hand pipe tools has a 
full 2 in. standard pipe range and 
up to 12 in. diameters using a 
special drive unit and geared tools. 
The 77 lb unit is suited for one 
man operation and can be mounted 
in a variety of ways. The Power- 
Matic front chuck with rocking 
jaw holds all kinds of pipe in left 
and right hand directions. A three 
jaw self centering chuck is at the 


rear for long pipe. The % hp 
motor ranges in speed from 22 to 
38 rpm. Oster Mfg. Co. 


For more data circle No. 26 on postcard, p. 169 


Versatile wire bird feeder 


This sturdy bird feeder is adapt- 
able for hanging or wall mounting 
by special hooks. The rust re- 
sistant wire unit won’t fall down 
or blow away, and prevents food 
from staining the finish of ad- 
jacent walls. A 2 in. perching area 
is provided on all sides of the unit 
which comes in a compact self- 
selling package. Ohio Wire Prod- 
ucts Co., Ine. 

For more data circle No. 27 on postcard, p. 169 


1958 rotary power mowers 


The Air Dome design with the 
Jet Flow discharge is the principal 
feature of Johnston’s rotary power 
mower line for 1958. The Air Dome 
design provides good grass lift for 


clean cutting and elimination of 
rough zips and brown edges. The 
cutting blade is completely enclosed 
while the Jet Flow discharge stops 
balling or clumping of grass under 
the mower deck. Johnston Lawn 
Mower Corp. 


For more data circle No. 28 on postcard, p. 169 


Automatic garden fountain 


Here is an attractive automatic 
reflow fountain that can be used 
inside or out. Fountain can be op- 
erated without piped in water. The 
Lawn-Beauty is made of heavy 
aluminum alloy finished in green 
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7 LET T HIS 
LE PEN TO you! 
/F YOULL WAIT, SIR. 


/M SURE | GAN FIND THE RIGHT 
SIZES 











WE SELL 
pls OLD 


DRILLS 










USE THE NEW 
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THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 






WHAT'S NEW 














and full midsole. 


_leather outer 





CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 








24 UNION ST. WORCESTER, MASS. 
A RR MN 
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@ For more information on these products and services 


use free post card on page 169. 





and grey porcelain enamel. Bowl 
sizes are 48, 36 and 18 in. in diam- 
eter, height is 52 in. including 22 
inch spray stream. Regular model 
sells for $269.95 and a 16 light 
illuminated model sells for $349.95. 
Alliance Tool Co. 


For more data circle No. 29 on postcard, p. 169 


Popular price football shoes 


One model football shoe is genu- 
ine cowhide with molded rubber 
cleated sole. Special features in- 
clude elk tips, heavy-duty box toe 
Comes in 3-12, 


whole and half sizes. Another 


| model shoe is made of elk leather 
with wing tip and box toe. 


It has 
hex rubber cleats, 
sole, double webbed 


detachable 





Goodyear stitched 
Sizes 5-12 in whole 
Boston Athletic 


reinforcement, 
construction. 
and half sizes. 
Shoe Co. 


For more data circle No. 30 on postcard, p. 169 





Small engine protector 


Power mower, outboard and 


other small engines can be pro- 
tected from rust and corrosion in 
winter storage with this product. 
Pro-Tect-All 
engine to cover all surfaces. A cap- 
sule containing dehydrator crys- 
tals, when positioned in the spark 
plug hole, keeps the engine free of 
moisture. No tools are needed to 
apply 
$1.50 per 


is injected into the 


the protector. Retails for 
unit or $2.50 for two. 
Worthington Products, Inc. 


For more data circle No. 31 on postcard, p. 169 


Small sized lawn roller 

Ease of storage and operation 
are principal attractions of this 
handy small lawn roller. The roller 





is 18 in. in diameter and has a roll- 
ing width of 24 in. Empty weight 
is 38 lb, water filled weight is 160 
lb. The drum edges are rounded 
to prevent turf damage and the 
face and head are of heavy gauge 
steel. The handle is tubular steel 
with wood grip. Ohio Machine 
Products, Inc. 


For more data circle No. 32 on postcard, p. 169 


Fittings for fiber pipe 

Three inch %& bend and wye 
fittings have been added to the 
Orangeburg line of fittings for its 
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advertising pre-selis 
your customers 


Over 3% million readers 
of national consumer and 
trade publications are be- 
ing told the Channellock 
plier story every month. 
Another good reason why 
you'll find it profitable to 


put Channellock pliers up ~° 


front for your customers 
to see... try ...and buy. 
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WHAT'S NEW 





bituminized-fiber pipe. The fittings 
have Taperweld joints that require 
no caulking, cement or compounds 


and are made of material similar 
to the pipe. The bends feature a 
bumper for driving them onto 
pipe. Orangeburg Mfg. Co. 
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Pistol grip hose nozzle 


The Hosemaster nozzle has been 
glamorized for greater customer 
appeal and increased impulse sales. 
It has been given a bright silver 
metallic coating which permanently 
protects the nozzle against stains, 
marring, and corrosion. This same 
coating process is also being ex- 
tended to other products in the 
Hosemaster line. Gilmour Mfg. Co. 
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Steel spin or casting box 


Here is a combination casting 
and spinning box made of steel 
with a scuff-proof, leather grain 
enamel finish. The top tray has 
22 compartments for spinning and 
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provide all ‘round handle for 
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8 for casting lures, the middle tray 
has 12 and the bottom tray has 6 
compartments. All trays have 
rounded corners and rolled edges. 
Dimensions are 6% x 6% x 15. 
Falls City Div., Stratton & Ter- 
stegge Co. 
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- Expansion shield anchors 


Jordan Gold Formula B.T. ex- 
pansion shield anchors are not af- 
fected by water, wind, weather or 
age. The new Gold formula is a 


For MORE SALES give customers the selection 
of these quality Lustro-Ware baskets. 

5 models with feet, choice of round, 

oval and rectangular styles in capacities 
from 72 quarts to over 8 gallons . . . fresh 
pastels, stardust, kitchen and office colors. 


Nationally advertised budget yalues protect 
your profits. Get this complete Lustro-Ware 
line right away along with 175 other 
guaranteed plastic housewares. One order 
gets ‘em all from leading housewares suppliers 
. . - SAVES your time, freight and inventory. 


*plus additional promotional baskets 





<T OR 4 Pifuns a 


eee es 4 = Guaranteed by > 7 


Gucranteed by COLUMBUS PLASTIC PROD., INC, Columbus, O., WORLD'S LARGEST manufacturer of plastic housewares 


Good Housekeeping 
on iy 
Sales offices in principal cities of U.S.A. and Caneda 


45 apyearistd WOES 
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Today’s brushes with improved TYNEX® nylon bristles 
mean better painting performance for the user 


Many professional and do-it-yourself painters know that today’s quality 
brushes with tipped and ‘“‘flagged’”’ 'T'yNEx nylon bristles help them do an 
easy, streak-free job and save valuable painting time. 

But the benefits don’t stop there. Painters say that brushes bristled 
with TYNEXx are great timesavers after the job is over. Most paints, 
varnishes and lacquers clean and rinse thoroughly from brushes with 
‘TYNEX nylon bristles. Brushes dry quickly ... are always ready for re-use. 

The quality of TyNex nylon bristles has been proven in extensive 
laboratory tests. Your customers know that their over-all costs are less 
when they buy better-made brushes with TyYNeEx nylon bristles. Benefit 
from this preference for brushes with T’YNEx nylon bristles by stocking 


a complete selection. 
TYNEX is the registered trademark for Du Pont nylon bristles 


TYNEX* 


nylon bristies 


REG. y_s. pat. OFF 
BETTER THINGS FOR BETTER LIVING 
«e+ THROUGH CHEMISTRY 
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WHAT'S NEW 


@ For more information on these products and services 
use free post card on page 169. 





Pressure sensitive adhesive 


Many uses can be found for this 
adhesive product that can be stuck power mower. The plastic grass 
and restuck to a surface many catcher is an integral part of the 
times without loss of adhesion. mower. The covered grass catcher 
Ree-Stik cement is useful in the prevents clippings or litter, vac- 
home, shop, office, garage or in uumed up by the mower, from 
the store. Available in all sizes blowing away. Jacobsen Mfg. Co. 
from a 2 oz bottle, at 50¢, to a For more data circle No. 38 on postcard, p. 169 
drum. Acorn Adhesives Co., Inc. 


For more data circle No. 37 on postcard, p. 169 





permanent material that will hold Stainless steel waterbow!l 


BER: Farmers will be interested in 
out. These anchors are low in Goat. The latest addition to the Jacob- less steel water bowl for cattle. The 
Jordan Industries. Inc. sen line for 1958 is this 18 in. non-siphoning bowl has a simple 
Dab tctn dele sats Ok th os ee Turbo-Vac grass catching rotary valve action that is foolproof. A 





Make @m stop... SSE 


18” and 24° lengths 


18-T and 24-1 ‘ch | 
Pie priced Card \ . SF SSVINASG. Gb.Gs pectin hn 
. re-priced } 
OO ooedtdl 18-T-1 and 24-T-1 i | . Lattice a 
Non-priced Card \\ os WITWER 
C 


with self-selling, profit-making =| gy, | Gmbh 


KIMBLE GLASS BARS KS; Sea Da 
a ThIMBIE 


Important news! Kimble Glass Bars are now Bent End 
: : 18” and 24° tengths 
packed with customer-stopping, black and 18-C* and 0°: 24-C 


red display cards attached! Each card is Sete. anes 
complete with mounting screws; illustrations ine Cen-getent Core 
showing several uses will help boost sales. | 

Cards can be ordered with or without 


printed prices. 


G| ANS 
fal 








Stock Kimble Glass Bars. They’re priced 
to give you a good profit margin . . . priced a ah 
to turn fast. Place your order today with  // oo se encths 
your wholesaler or write to Kimble Glass BE ached in individual cartons , Button End 
Company, subsidiary of Owens-Illinois, complete with fittings e oo ae 
Toledo 1, Ohio. 








*In model numbers above, “C” represents crystal color; “O” is Opal. 


KIMBLE GLASS BARS Owens-ILLINOIS 


AN (I) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 


HARDWARE AGE, OCTOBER 10, 1957 















HOSTESS CART 
Saves me 

many 

trips, too! 


BSE Sy Se 


SERRE RREE 
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The modern homemaker looks 
to Cal-Dak for work-saving, 
quality housewares... co- 
ordinated hostess accessories, 
versatile...convenient and 
beautifully designed. 


it pays to feature Cal-Dak, a 
brand name that stands for 
smart up-to-the-minute styling 
... finest quality construction. 


CAL-DAK PRODUCTS 
NATIONALLY 
ADVERTISED IN 


EVERY ISSUE 

of McCALL’S 
LIVING 
BRIDE’S 


- — nun : i Pe, eR. 
. , _ . “7 ee 1. Sn nai MES al eo oe of eR RS RO 
a ea ei goa et m ¢ SPORES c $ id tees: Lge BO 

= & gta Fae i oe SA TB OO IE I eS Ree: iia 


SRE. a Oe 





Manufacturers of 
Work-Saving Quality Housewares 


se LAUNDRY CARTS 

_ IRONING CADDY e SHOPPING CARTS 

HOSE REELS ¢ ROLL-A-TRAY SETS 
TRAY TABLES 





CAL-DAK 








THREE FACTORIES TO SERVE YOU BETTER: 
Lancaster, Pa. ¢ La Porte, Ind. 
Colton, Calif. 
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Beat Competition with 
mow, 
ee fo 







' " WIDE- 
SPACED 
WHEELS 


NEW FEATURES! 


Mow Cycle “24” (shown 
above). 344 HP. 4-cycle 
Clinton Engine. Variable 
Speeds, forward and re- 
verse gear. S 0 to 
6 MPH. Blade Clutch. 
Full line of attachments. 
List price “24” - $234.25; 
with mowing attachment - 
$259.50. 


Mow Cycle “25”. Heavy 
Duty model. Tractor 
Type Design. 4 HP. 4- 
cycle Clinton Engine. 
Variable Speeds, for- 


ward and reverse, 0 to 
6 MPH. Blade Clutch. 
line of 


Full 
ments. 


attach- 





Mow Cycle “Cadet’’. 
The economy model, for 
mowing only. 344 HP. 
4-cycle Clinton Engine. 
List price “‘Cadet”’ - $174.25; 
with mowing attachment - 
$199.50. 


Je 





r’58 


NEW STYLING! 


Mow Cycle, the original, 
gives you a complete line, 
advanced engineering and 
design, sensational new 
features and low prices — 
everything you need to 
meet and beat any and all 
competition in riding lawn 
mowers. 


More horsepower. Vari- 
able Speeds, forward and 
reverse; Blade Clutch; 4- 
wheel stability—and many 
other pace-setting im- 
provements! 


National Advertising in 
big-name consumer publi- 
cations, reinforced by local 
promotion. Low prices to 
speed turnover, with dis- 
counts to make Mow Cycle 
the Profit Line for you! 


Mail Coupon 
TODAY! 


Musgrave, Inc., Dept. A, Springfield, Ohio 
Please send trade information on the MOW CYCLE line. 


Name 





Street 





City 


Zone___ State 
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WHAT'S NEW 


Evans sidewalk bicycle. The Sky 
‘ Cycle, for primary training, has 
trainer wheels and 16 in. ball bear- 
ing main wheels. The green and 
white bike has semi-pneumatic 



























gum rubber ball seats on an in- 
serted brass seat. The valve mech- 
anism can be removed without re- 
moving the bowl and without spe- 
cial tools. Milwaukee Tool €& 
Equipment Co. 


For more data circle No. 39 on postcard, p. 169 





tires, luggage carrier, white saddle 
and grips, red gauntlets and pedals 
and chrome saddle springs and 
truss rods. Evans Products Co. 


For more data circle No. 41 on postcard, p. 169 






Low cost stapling machine 


This high compression staple 
gun retails for $4.95. Features in- 


clude: two staple sizes, % in. and Versatile safety chain lock 


This handy safety chain lock is 
useful wherever a simple, sturdy 
fastener is needed. The Shur-Lock 
consists of two plates and a length 
of chain. The chain slips into one 
plate and holds securely until 
manually released. Used for door 
chains, outboard motor safety chain 
and for securing loads on trucks. 
Comes in brass or chrome. Another 
heavier model is available for 
trailer safety chains, barn door, 
and stall locks. Galion Products 
Co. 


For more data circle No. 42 on postcard, p. 169 


ELECTRIC 
GENERATING 
PLANTS 









GASOLINE 
ENGINES 













POWER 
TOOLS 





ELECTRIC 
PORTABLE 


5/16 in., without mechanical 
change; built-in staple extractor; 
and lock to hold handle*fiush for 
carrying. The lightweight steel 
unit gets to within 1/16 in. of cor- 





eat: Cel moh sm ot 2 O), | 5 3. ee ed a. Be) fee ge)]. mere) ii0)- 7: Bale). 


ners and requires no oiling. Swing- Three-way portable radio 
line, Inc. This deluxe three-way portable 
For more data circle No. 40 on postcard, p. 169 radio will operate on AC/DC house 


YOU’LL PROFIT MORE WITH 


current and on batteries. Poly- 

styrene plastic cabinet has a metal- 

ae ; lic front grille and comes in two 

Sidewalk training bicycle color styles, turquoise and white, 
A removable upper frame bar to and cocoa and white. Weighs 5 lb 
permit conversion from a boy’s to with batteries and retails for 
a girl’s bike is a big feature of this $34.95. Available at retail level in 





POWER 
LAWN 
MOWERS 
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THE ONLY WRENCH LINE 
STRONG ENOUGH TO DELIVER 


3 to 4-time 


turnover 
ag Ml tp egg COMPLETE USER ACCEPTANCE 
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Highest degree of acceptance, unmatched in the wrench industry, makes 
(Resume reading on page 16) | S-K/Lectrolite socket and flat wrenches hot sellers around the calendar. Achieved 
through $-K/Lectrolite’s guaranteed quality . . . exceptional strength . . . beauti- 
ful finish . . . perfect balance . . . and realistic pricing that makes you competitive 
with all other sources for hand tools. 











| S-K /LECTROLITE 
| No. 100 
TO HELP YOU SELL sae 
| MERCHANDISING 
@ For more information | PROGRAM 


on these products and 
services use free post 
card on page 169. 


specially developed for hard- 
ware stores to complete their 


tool departments 
(Continued from page 16) 





Proved 3 to 4-time annual turnover 
or more. 

Includes only “demand” merchan- 
dise—-the most used, fastest selling 
wrenches and sets. 

Displays for individual sockets and 
flat wrenches require wall space 
only 30” wide, 42” high and fit any 
existing store fixtures. 
S-K/Lectrolite sets produce twice 
the volume of individual stock items 
alone. Retail from $4.79 to $36.95. 
Socket sets made pilferage-proof 
and dust-proof with clear acetate 
plastic covers. 

Complete promotion kit— window 
banner, 11” x 7” counter card, hand- 
out tool booklets, free newspaper 
mats. 

Retail value of program merchan- 
dise — $382.63. 

Your investment, including com- 
plete stock and all display acces- 
sories, is only — $270.86. 


Dec. 15 at no extra cost. Each 50 
and 100 ft long tape, 6 and 8 ft | 
Thin Tape and the 6, 10, and 12 ft : 
Power and Regular Pocket as well 

















as King Size Power and Regular 
King Size pocket tapes will be pack- 
aged in the regular Tenite plastic 
utility box inside the Christmas " 

package. Evans Rule Co. (5) APPROVED MERCHANDISING PROGRAM 


For more data circle No. 44 on postcard, p. 169 








Koes 


Get details from your wholesaler’s salesman... 
or write today for complete descriptive literature. 





Hand saw merchandiser 


Saws of all lengths can be dis- 
played effectively on this hand saw 
merchandiser for perforated panel- 
ing, or floor display. The atten- LE3 


S-K/LECTROLITE TOOLS 


S (otto 3535 WEST 47TH ST., CHICAGO 32, ILL. 
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the 
tastest selling 


paint | have 
ever sold” 
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That’s what the dealer said 
about new 
PLASTIC COLOR-SPREE. 


) “sy. »P “USE WALL e€ 
Here’s the letter* 





















line of 











~_ Ss 


°° Having sold Kyanize Paint over a period 








of years, and finding it the best on the ELMER’S® ELMER’S® 


market, I decided to place in our store 


the full line of Plastic Color-—Spree. 


Here’s the modern plastic It's the glue that boating ex- 
glue that sticks fast and perts use. Exceeds military 
strong. Dries clear, won't ony me wry ape age 
stain. ideal for wood, paper, =. Resistant to acids, al 
cloth, pottery—any porous alis, fungus, rot. Super 


‘ec 
I can truthfully say it's been the fast— material. In handy squeeze bond is stronger than the 





bottle, plastic tube, and glass wood itself. ideal for any 


est selling paint I have ever sold, and our | ats: sizes from 19¢ up. outdoor project. 


many customers can not speak higkly enough 


of this particular merchandise. 


“Plastic Color-—Spree — the wonder ‘wall 


finish that anyone can use.?? 


*name and address on request 


THIS LETTER IS TYPICAL of many we are re- 
ceiving from Kyanize customers. Many thanks to 
the writer for summing up Plastic Color-Spree’s 
many advantages so neatly — “The wonder wall 
finish that anyone can use.” And don’t overlook 
that “fastest selling” part. It’s important. Get in 
touch with your Kyanize Paint salesman — now. 


NS 








Kyanize 


PAINTS, INC. 


Everett 49, Mass. Springfield, Ill. Montreal, Canada 
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A Borden glue for every job 


No wonder 


ELMERS 


is the fast-selling 


(the line you gt stock) 





GLUE-ALL WATERPROOF GLUE 










a“ 02 


Sz 


® TBC 













ia | 





ELMER’S® 
CONTACT CEMENTS 


Both regular and non- 


flammable types. Bond 


tlastic laminates to ply- 


wood quickly, without 


clamps or presses. High- 
ly resistant to heat and 
moisture. Also for in- 
stalling plywood wall 
panelling without nails. 


. made to do a better job! 


All 3 nationally advertised 
in the leading magazines 
read by glue users 


@ SATURDAY EVENING POST 
@ POPULAR MECHANICS 


@ POPULAR SCIENCE 

@ MECHANIX ILLUSTRATED 

@ AMERICAN HOME 

@ BETTER HOMES & GARDENS 
@ SUNSET 







’ customer literature . 








a Borden profit-building merchandising idea . . . 
a free "Glue-it-Yourself Corner" kit 


z .— B Glue-It- rh / Get yours today. Includes attractive “Glue- 
It-Yourself Corner” sign that will brightly 

) = flag your glue department . . . shelf strips 
Pee | . “idea sheets” to help increase sales... 


. Elmer’s Glue Chart. Ask 
your distributor for VOUrS. or write us direct. 


| THE ELMER LINE IS THE BORDEN LINE TO GLUE PROFITS! 
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| The Borden Company, Chemical Division, 350 Madison Ave., New York 17. N. Y. 
















TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








So ie 





tion-getting unit rotates for easy 
customer selection and is of welded 
construction. The entire range of 
Disston saws can be shown on this 
rack. Two saws are offered as a 
bonus to cover the cost of the dis- 
play. Henry Disston Div., H. K. 
Porter Co., Ince. 


For more data circle No. 45 on postcard, p. 169 


Metal doll stand bulletin 


This bulletin features adjustable 
metal doll stands for displaying 
dolls of all types and sizes. Clip-on 
doll holders for use on perforated 
panels are also illustrated and de- 
scribed in the folder. L. A. Darling 
Co. 


For more data circle No. 46 on postcard, p. 169 


Electric power tool displays 
Here is a series of tool displays 

to help you sell more Mall electric 

power tools. Three of the displays, 
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NEW! profit with another 
Campbell chain Exclusive! 4g 





























] 
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lue Cemper 
PRE-CUT, PACKAGED CHAIN 


@ 3/16", 1/4", 5/16", 3/8” Proof Coil 
Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ .. . in attractive self- 
service packages. 

@ Instantly identified by the rich blue 
color... tempered right into the chain. 


‘ . 
ee 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping .. . over 
25% of your sales are in these pre-cut 
lengths. Stays clean and easy to handle. 


a a 


ad Stock a representative selection and 
oded watch impulse buying make chain — 

buyers out of ‘“‘shoppers.”’ Start selling : 
Campbell “Blue Temper” Chain today. 
Contact your Campbell distributor or 
PATENT APPLIED For Write direct for details. | 


Pre-Cut, Packaged Chain also available in Hot Galvanized _ 


CAMPBELL “AMPBELL CHAIN Company 
CHAI a York, Pa.—W. Burlington, lowa 


Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 


Makers of the famous Lug-Reinforced Tire Chains 





_Mar 
—T and color-* 
Vv ’ 

in ihe 50 and 











TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





R125, R250 and R500 (shown), 
are permanent all-metal showpieces 
for counter or window use. They 
are equipped with 3, 6 and 12-tool 
assortments of drills, saws and 
sanders. Displays are free. For 
Christmas, a 5-piece cardboard 
display with a large Santa Claus 


centerpiece and four separate tool 
mounts is offered. Mall Tool Co., 
Div. Remington Arms Co., Inc. 

For more data circle No. 47 on postcard, p. 169 


Pre-priced carded cutlery 

The Flint grapefruit knife and 
the Flint tomato knife both with 
the Waverly edge blade are avail- 
able on pre-priced cards. The 4- 


color hang-up cards show the vana- 




































































planning engineers—like this fellow! 


SPACE PROBLEMS 2 


Space Problems in the stratosphere are being solved today by our bril- 
liant engineers and technicians, and Space Problems are being solved 
in hardware stores by our experienced and highly qualified store 














ne 


8 ° f. 
° + Sr 
% ee 
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Yes, it takes skill to plan tomorrow's hardware stores for maximum sales per square foot 
of selling floor space —and it takes modern fixtures with completely flexible features to 


push sales volume up and up and up. 


M & D provides both—the inspired planning without cost to you and 
the finest fixtures at competitive prices. 


If you're “Garden Center” conscious, M&D has the answers too! M&D is represented 
nationally by the leading Hardware Associations and large Wholesale Hardware firms. 
Contact your local Association or Wholesaler for catalog and general information. OR 
if you're planning over-all store improvements—a new store—a garden center — 
or just a sectional upgrading — whether it’s display islands — gondolas — platforms — or 
wall sections, let the M& D man assist you with your plans without charge. 







MAIL TODAY I am interested in: 


TO OUR 
NEAREST OFFICE 





" NAME 


| eee your Store Planning Engineer contact me. 

| Complete Store Installation [J 

| Upgrading or Remodeling [] Gondolas[] Wall Cases (J 
Islands[{] Platforms—(] Garden Centers (J HWA-6 
lc 

| 





M & D Store Fixtures, Inc., 245 Vineland Ave.— La Puente, 
Calif. or 502 South Green Street — Cambridge City, Indiana 





| STREET 








| CITy 


STATE 
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dium bladed knives to best advan- 
tage in dramatic fashion. The two 
specialty knives have chip and burn 
resistant Pakkawood handles and 
retail at 98¢ each. Ekco Products 
Co. 


For more data circle No. 48 on postcard, p. 169 


Screwdriver demonstrator 


A pair of demonstration handles 
is provided with this merchandiser 
to demonstrate the Cushion Grip 
feature of Bridgeport screw- 











drivers. 
and another type handle are 
mounted on a shaft to let the cus- 
tomer compare for himself. The 
11 x 14 x 4 in. unit holds one each 
of four basic types of screwdrivers 
from $1 to $2.20. Display comes 
free with an order of 2 doz or more 
screwdrivers. Bridgeport Hard- 
ware Mfg. Co. 
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A Cushion Grip handle 


Tool repair handle chart 


More than 95 percent of the deal- 
ers’ repair handle requirements for 
tools are covered in this useful 
chart. The correct repair handle for 
garden, lawn and farm tools, shov- 
els, spades, scoops, post hole dig- 
gers, and snow tools is listed. The 












Whether you need fasteners in small or large quantities, 
you can count on getting the kinds you want—and quickly, 
too—when you order Bethlehem headed and threaded 
products. Fast service is possible because of the huge 
stocks of general-line fasteners which we keep on hand, 
ready for immediate delivery, at our fasteners plant at 
Lebanon, Pa. 

Using modern, automatic machinery, Bethlehem turns | | wv 
out a full line of machine, carriage and lag bolts, as well ak bod bal bak bed ded bod dod bah bad bad bab bob 
as nuts, rivets, cap screws and other items. They’re good, 
dependable fasteners—the kind that you can sell with 
confidence. ey wr 

For prompt delivery, and satisfied customers, specify BOD) sume abyie 
Bethlehem the next time you order fasteners. 


SPRae 
eenae 


ee 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


SOLLTTLSLLLYfISSSTSTS I> 
BETHLEHEN 


BETHLEHEM STEEL fia 


tty 
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TO HELP YOU SELL 


@® For more information 
on these products and 
services use free post 
card on page 169. 





original handle is listed for the tool 
and an alternate is suggested. True 
Temper and Briar Edge grades are 
covered. True Temper Corp. 

For more data circle No. 50 on postcard, p. 169 


Steam iron motion display 


Traffic will be stopped by this 
eye-catching motion display for the 
Mary Proctor combination steam 
and dry iron. An imitation iron 
Swings over a simulated dress in 
the display which also has a real 
iron standing on its rest to show 
the soleplate and steam holes. Op- 
erates on flashlight batteries and 
measures 22 x 1934 x 6 in. Also 
available is a motion display show- 
ing the Family model toaster in 





you 
CAN’T 
LOSE- 


WITH THE 


PLANTABB'S 


*$-58 0 


Total Retail Price of mer- 
chandise is $87.43. You pay 
only $42.35—Your profit is 
$45.08. Or, keep the razor 
and still receive your normal 
33-1/3% margin on the 
Plantabbs products. YOU 
CAN’T LOSE. 


See us in Chicago, Booth No. 150 
National Garden Supply Show. 


— 


AUTOMATIC % 
WIND-UP 
RAZOR 


Not a toy, but a precision 
shaver that operates 
anywhere. Made to re- 
tail for $23.95. Not 
available in stores, but 
yours when you buy 
a normal stock of 
Plantabbs. 





PROFIT 


The S-58 deal contains 1 dis- 
play box of I19¢, 59¢, 
Plantabbs, 69¢ Boostabbs, 
1-lb. Hy-Gro, and 2 display 
boxes 39¢ Plantabbs plus the 
Automatic Wind-up Shaver. 
If your wholesaler is out of 
stock, write: 








p NE OES 


Lots more Steam... 


action which measures 22 x 28 x 8 
in. Both displays are free. Proc- 
tor Electric Co. 
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Tackle box display carton 


Three Waterloo tackle boxes are 
displayed in this new merchandis- 
ing display carton. The heavy 


white corrugated cardboard carton 
is printed in red and green and 
is shipped with the boxes ready 
to use. Included are the Seafoame 
green aluminum tackle box, the 
steel green plastic coated model, 
and the all red fiberglas model. 
Waterloo Valve Spring Compres- 
sor Co. 

For more data circle No. 52 on postcard, p. 169 


Soot destroyer display 


Impulse sales of powder Chim- 
ney Sweep soot destroyer will be 
stimulated by this colorful counter 
display. The oval shaped display 
holds a package of soot destroyer. 
The package is a newly developed 
multi-colored canister with a 
sprinkler top. <A similar display 
is available for Chimney Sweep 
liquid fuel additive. In addition, a 
promotion for the 1957-58 selling 
season offers three pairs of nylons 
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M i ! fom ROT CHPPER and PUL 
AL ingpired promotion in 
[ame ast OWER MOWER HISTORY 



















JOE GREENGRASS SAYS TO APPLIANCE 
DEALERS AND DISTRIBUTORS: 


Roto Clipper you know, is the mower that 
features the exclusive speed blades that can be 
changed like you change blades in a safety 
razor. And with the BUILD IT YOURSELF 
KID’S CAR promotion, I'm LOADED FOR 
SALES AND PROFITS. I’ve got a full line 
including reel types. 


THE BUILD IT YOUR- 
SELF “KID'S CAR"... 
RUNS 5 TO 8’ MILES PER HOUR WITH A “TRADE-IN” 

ENGINE FROM THAT USED MOWER! 


The FALLS BUILD IT YOURSELF KID’S CAR will 
be approximately 60” in over-all length—with a 50” 
wheel base—knuckle type steering, safety brake and 
slip clutch. Operates with a vertical shaft, lawn 
mower type 1%-3 hp. engine, will run at 6 to 10 
miles per hour. Sturdy enough to carry a 19-25 Ib. 
engine and a driver weighing up to 100 Ibs. Great 
sales promotional possibilities? YOU SAID IT! 


HOW TO GET IN ON THIS PROGRAM 
FOR MORE SALES AND PROFITS! 


About fifty percent of your 1958 sales will be repeat 
sales to consumers who own a power mower but want 
to replace it with a new one. How do you get your 
share of those repeat sales and at the same time lick 
the annoying trade-in problem? 

Your FALLS and ROTO CLIPPER distributors will 
offer you an irresistible deal on a BUILD IT YOUR: 
SELF KIT. You, Mr. Dealer, can offer this kit to 


CHIEF KWICK-KUT 
SAYS TO AUTOMOTIVE AND HARDWARE 
DEALERS AND DISTRIBUTORS: 


FALLS . . . the promotion line of mowers that offer quality, 
price appeal nad more features than you'll find on any 
power mower in America. We got promotional! plans for the 
biggest sales and profits in all your power mower 
experience. We're in on the BUILD IT YOURSELF 
KID’S CAR PROMOTION, TOO! Get all the facts 





your power mower customer who can then build a 
self-propelled KID’S CAR utilizing the engine from 
his old mower. 

The plan is complete with floor displays, newspaper 


mats, dealer display contest—the works. Your display 


before you buy ANY power may win you an all expense vacation for two people 


mower for os My line includes 


reel types, too to NASSAU .. . everybody in sales wins in this 
contest . . . distributor salesmen, too! 
Complete descriptive details on the entire promotion 
“an, if ‘ are ready and waiting for you. Why don’t you WIRE 
, You'll find every wanted type OR PHONE YOUR DISTRIBUTOR NOW! 
az of power mower in FALLS and .--------------------------------- - 
| l ROTO CLIPPER lines including Yes. Send me full details on your —_— 2 yomany 
| = 


- 

: power mower promotion. Write Dept. H 
reels, rotaries, riders self pro- 

| 

: 

i 

! 

| 

i 

i 





pelled, electric starters and 


! 

promotional numbers. AbE i. «i, cecasnnbeuasaecdi aba basctdtheden os %« 
[]) | am a distributor. [}] | am a dealer. ! 

') | am interested in Falls. ; 

“| | am interested in Roto Clipper. ! 


amamnamean an an aw ee ee ee ee ee ee oe ee oe ee ee ee ee ee ee ee ee ee ee ee oe oe oe ee 


FALLS PRODUCTS, INC. fuiinots) 9 suum rem 
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BULL DOG TAPE Nines, Seip 


for every purpose 


BULL DOG TAPE is a man’s best friend! 

Delivers thoroughbred performance every 
—_—- time. It goes on fast .. . sticks tight and stays 
© RUBBER tight. Splices neatly . . . extra strong and non- 

ravelling. High dielectric strength for com- 
e PLASTIC plete all-around electrical protection. BULL 
DOG is tough, too... resists weather and ) 
moisture . . . stands up longer on the job! 


Sold only through verified wholesalers | 
Another quality product of | 


BoST  @ | BOSTON WOVEN HOSE & RUBBER COMPANY 


BOSTON 3, MASSACHUSETTS 
Also manufacturers of Garden Hose - Nozzles - Matting - Stair Treads 
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@ For more information 
on these products and 
services use free post 
card on page 169. 





to the dealer with every five cases 
of Chimney Sweep soot destroyer. 
G. N. Coughlan Co. 


For more data circle No. 53 on postcard, p. 169 


Twine dispenser package 
Anyone who uses twine will be 

a customer for this handy throw 

away dispenser-package. The self- 





& a alile dome on & 


a package is a plastic 
dome on a stiff board. The twine 
slips easily through a hole at the 
top of the dome. Twinedome pack- 
ages come with five different types 
of twine and are packed six to a 
display box. Linen Thread Co., 
Ine. 


For more data circle No. 54 on postcard, p. 169 


Rod and reel display stands 

The blue and gold metal reel dis- 
play stand (shown) with two color 
sign is equipped with folding legs 
and holds 14 reels on the counter 


HARDWARE AGE, OCTOBER 
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TRIPLE TEST 


PENN STATE’ SAWS 


PENNSYLVANIA 
SAW CORPORATION ‘ 


NEWARK, N.J. FACTORY - YORK, PENNA. 





Steel with new scuff-proof, 
baked-on enamel finish. 3 trays; deep well. automatic slam fastener; 





10, 1957 







This Christmas 
v 






PLAY A 
MERRY TUNE 


ON YOUR CASH REGISTER 


Buty NOW... 
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BOXES or — 


No. 710 





Combination Spinning and Casting Box. Bucket with Dylite Float 


No. 352 Unsinkable Minnow e 
ee 
Chamber. rid’ s Lore? 
° gure? 
leather grain, Galvanized throughout; Manto 
dropped roll rim cover. tackle 


Capacity: 10 ats. 





FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO., INC. 
1859, LOUISVILLE, KY. 































A natural for building 
“Do-It-Yourself” 
Sales! 


























Fast-Moving 
_ National 


Weatherstripping 


Easier to sell! Easier to install! 


You'll find a big, ready-made “‘do-it- | 
yourself”’’ market for all of National’s 


weatherstripping products. They’re fur- 
nished completely machined and 
punched, with fastenings included in 
each box—ready for simple, speedy 
installation. ‘Too, each National prod- 
uct is attractively packaged to sell 
on sight. 

Just display the complete National 
line and normal store traffic will move 
these high-quality products fast. If 
your jobber can’t supply you, write us. 


/ 90k To COMPLETE LINE OF NA- 


TIONAL AND COLUMBIA 

WEATHERSTRIPPING ° 

for — P“TRIPL-TITE” ALUMINUM 

SIDING * PORCELAIN 

Quick ovr ENAMEL BUILDING 
Nice Profits! ) PANELS AND SIGNS 





Write or wire for details! 













NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 






TO HELP YOU SELL 

















@ For more information on these products and services 
use free post card on page 169. 


or in the window. Measures 8% x 
28 x 25 in. The green and yellow 
metal rod display stand takes 3% 
ft of floor space and has rubber 
fingers that hold 20 rods firmly. 
The stands are available free with 
an assortment of rods and reels 
totalling $125 (dealer cost) or can 








be purchased separately at $9.95 
each. American Tackle and Equip- 
ment Co. 


For more data circle No. 55 on postcard, p. 169 


Tool merchandising rack 

Red Devil painters’ and glaziers’ 
tools are shown to best advantage 
on this attractive display rack. The 


ed, — 




































revolving wire rack comes free of 
charge with an assortment of 30 
P-13 Series putty knives, wall 
scrapers and broad knives mounted 
on plastic coated cards. Other Red 
Devil uncarded tools can be hung 
from the rack. Capacity is 50 
carded tools. Red Devil Tools. 


For more data circle No. 56 on postcard, p. 169 
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Garden hose sprayer display 


Here is a colorful merchandiser 
to display six RediMix Shrubmas- 
ters, six Lawnmasters and six 2- 


in-l1 garden hose sprayers. The 
display tells the customer which 
sprayer to use on lawns, flowers, 
and trees. A complete question and 
answer chart is on the back of the 
unit to help salesmen answer spe- 
cial questions. Display is free with 
each special package order consist- 
ing of six each of the sprayers. 
Sprayers & Nozzles. 


For more data circle No. 57 en postcard, p. 169 


Stainless steel promotion kit 


Bright Gift Ideas in Stainless 
Steel is the slogan for this stain- 
less steel tableware and cooking- 
ware promotion program starting 
Nov. 1. A dealer kit provides a 
colorful window-wall poster, die- 
cut easels and merchandise price 
tags bearing the slogan. A booklet 
tells how to build displays any- 
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COUNT ‘EM! 
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Fuel Oil Filters FEATURE for FEATURE 


All lron and Steel Construction 
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We Compared ALL Leading 


Corrosion-Proofed Inside and Out 

Air Vents On Both Inlet and Outlet 

Choice of Inlet and Outlet Sizes 

Center Bolt Torque Resistance Over 300 In-Lbs. 
Non-Swelling, Leakproof Buna-N Gaskets 
Depth-Type Wool Felt Element 





Patented Lint Removal 
Moisture and Condensation Removal 


Large Sump Area 





MORE OI/L BURNER PROTECTION... 
MORE SATISFIED CUSTOMERS! 


GENERAL FILTERS, INC. 















HERE ARE THE Fa 
CTS 
COMPARE! Fal eTDy FUEL OIL FILTERS! 
fr ya 3 / GENERA rus reese 


i 


~ 


(Padding 





KEY FEATURES 





ALL IRON AND STE 
CONSTRUCTION 












CORROSION P pony 
OuTSiDE ROOFED imsiné ann — 
Mow percetain-like paste Sinise 
and outaide otaces = det este 
ae em Sat impervions 









AiR VENTS ON as i. an 
ouner OY 8OTH WET ano Pe 
te oo lees without Scemmecnng f 





| 
my NO | NO | NO | YEs | NO | No 









? 2S ee eee eee 

= NO | No | yes | | | 

x | | s | NO NO | NO 

m YES | NO | Yes | No | ves | No 
ee oe ee 


fm of tow! te 


et perticies © wos ten 





Be >: | YES | NO | NO | Yes | No | No 
AAGE SuMP ance 4p i ; i 
Steere Shae 


YES | NO | NO | Yes | ves | No 





TOTAL KEY FeaTunes 
GENERA! = 







FUEL OL 5 77 
MOL : ‘ : 

mee BURNER PROTECTION MOR 

= ORE CUSTO 





SELL THESE ITEMS, TOO! | 
CLEAN RIGHT Soot Remover destroys “e"” 
soot layer in 2-5 minutes. Can reduce heat- _ 
ing costs 25%. 3 
Water Flow Regulator obsoletes floots . . . 
nothing like it! 
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display cords in four colors 







Stock No. F-144 


When ordering from your distributor pleose specify stock numbers 
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LUDWIG 


Eyecatching “Serve Yourself’ 


Packed in 36 cards, in corrugated mail- 
ing box. Shipping wt. 51 Ibs. Each 4” 
x 6” punched for easy hanging, contains 
4 fasteners complete with screws. 














nap Fasteners 


The simplest, most efficient 
fasteners for screens and storms 





Just the features your customers want — 


@ COMFORT Spring tension stops rattling. 
Firmly seals out drafts. 


@ ECONOMY No damage to painted surfaces. 
Reduces winter fuel costs. 


Bulk supply counter carton 

Attractive four color display box con- 
taining one full gross of fasteners with 
screws. Includes one LUDWIG Spring 
Fastener mounted on demonstrator block. 
Box size 7” x 7” x 24". Shipping 
weight 5 lbs. 


Ludwig Mfg. Co., Inc., Racine, Wis. 
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TO HELP YOU SELL 





@ For more information on these products and services 
use free post card on page 169. 


place in the store and provides 
helpful tips on selling stainless 
steel. Republic Steel Corp. 


For more data circle No. 58 on postcard, p. 169 


Power hand tool packages 


Pet Job-Tested power tools are 
being packaged in a new family of 
cartons to dress up your shelves. 
The bright cartons are white and 








































green and provide good shelf visi- 
bility, extra display value and 
added sales value. Portable Elec- 
tric Tools, Inc. 


For more data circle No. 59 on postcard, p. 169 


Glue tube and display unit 


Rogers Glue is available in a new 
tube containing a full ounce of 
glue. The 20¢ tube is an inch 
longer than the original tube. The 
longer container has a metal ap- 





plicator tip for easy use. The glue 
is shipped one dozen to a display 
carton in a red and yellow design 
matching the tubes. Rogers Isin- 
glass & Glue Co. 


Fishing equipment catalog 


This colorful illustrated catalog 
describes 84 models of Penn reels 
including the new Sea Hawk econ- 
omy reel for bay and lake fishing 
by beginners and children. In ad- 
dition to product descriptions and 
illustrations, the 36-page book is 
filled with articles on fishing, tips 
on reel care, and descriptions of 
reel construction and assembly. 
Several pages are also devoted to 
reel parts and accessories. Penn 
Fishing Reels. 


For more data circle No. 61 on postcard, p. 169 


Nylon rope display rack 
Here is an attention getting 
rope rack that takes up only 1 sq ft 





























as ne aN Gee | 
of counter or shelf space. Nylon 
rope in %, 3/16, %, and 5/16 in. 
sizes can be shown. Display rack 
is free with initial order for four 
or more spools of nylon rope with 
choice of size assortment. King 
Cotton Cordage. 


For more data circle No. 62 on postcard, p. 169 





For more data circle No. 60 on postcard, p. 169 
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Dealer ad mats for scissors 


There are 28 ad mats on Kleen- 
cut scissors and shears to choose 
from. All are free. A 4-page folder 
showing the mats is available along 






































with a postage paid return order 
ecard for ordering your choices. 
Acme Shear Co. 


For more data circle No. 63 on postcard, p. 169 


Carded magnetic latches 


A transparent seal holds this line 
of magentic latches to colorful mer- 
chandising cards. Magnet-Latch 
and attaching screws are vacuum 
sealed to the 3 x 5 in. hang-up card 

























completely visible for inspection. 
Heppner Sales Co. 


For more data circle No. 64 on postcard, p. 169 


Sports equipment catalog 


Autographed baseball gloves by 
players in the National and Ameri- 
can leagues are highlighted in the 
Draper-Maynard Spring and Sum- 
mer sports equipment catalog. The 
32-page catalog also illustrates and 
describes other Lucky Dog sports 
equipment lines. Draper-Maynard 
Co. 


For more data circle No. 65 on postcard, p. 169 


(Resume reading on page 17) 





semi-automatic .22, model 800 








FAST-SHOOTING 5-SHOT REPEATER LOADED 
WITH COSTLY FEATURES... at an amazingly low 


price — just in time for Christmas selling. 


Non-jamming action. Ingenious, 
trouble-free action makes it im- 
possible to fire until the bolt is 
safely home. This feature prevents 
burst cases or powder “‘spitting’’. 
The “800” has adjustable open 
rear and blade front sights; the 
receiver is grooved for Tip-Off 
‘scope mounts. 


Eye-appeal-buy-appeal . . . The NEW H&R Satin-lacquer 
finished stock of rich American walnut will not mar, scratch or 
blemish under ordinary use year after year. The butt plate is of 
black hard rubber with white insert. 


Stock this new rifle which carries the usual high-percentage 
mark up H&R has made famous in their direct-to-dealer policy. 


eee $40.95 retail 
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441 Park Avenue, Worcester 10, Massachusetts © in Canada: H. & R. Arms Co., Ltd., Montreal 23, P. 9. 
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Fact 1 


Once in a while 
a better product is 
made, and made so 
well, that it becomes 
the standard by which 
all similar products 
are judged. 
























































The preference that millions of users have shown 
for the RIGID Pipe Wrench puts on us the re- 
sponsibility of keeping it always up to the top 
quality they expect of it . . . and gives you the 
profitable oppurtunity of supplying it to them. 


The Ridge Tool Company, Elyria, Ohio, U.S. A. 
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Average family spent $23 
on tools, hardware in ‘56 


The average American family spent $23 for tools 
and hardware last year. 

Families living in the suburbs spent more than 
twice as much for these items as did families in the 
cities. 

Nearly half of the spending for tools and hardware 
was done by families in the $5000 to $10,000 income 
group. 

These are some of the highlights of a consumer 
spending study conducted by Life magazine. 

Life’s study shows there are great variations in 
spending for tools and hardware according to family 
income. This ranged from a low of $12 per family 
in the under $2000 income group to a high of $39 
per family in the $5000 to $7000 income group. 
Spending tapered off slightly among families with 
incomes of more than $7000. 

Putting the figures another way, families with 
incomes of less than $3000 accounted for 20 percent 
of the spending for tools and hardware last year. 
Families in the $3000 to $5000 income group ac- 
counted for 26 percent of the total. Families in the 
$5000 to $10,000 income group accounted for 47 per- 
cent of the total, while families with incomes of 
$10,000 or more accounted for only 7 percent of the 
total. 


Sales by chains top 1956 


Sales rose sharply for variety chains and also for 
general merchandise chains in August. 

All variety chains but one reported sales gains 
over last year. Gains ranged from 1 to 17 percent. 

Sales were up, too, for Montgomery Ward Co., 3.8 
percent, and Sears, Roebuck & Co., 5.4 percent. 

For the first eight months of the year, variety 
chains averaged sales increases of 4.1 percent over 
the same period last year. 

For the same period, Sears’ sales are up 5.9 percent 
and Ward’s are 1 percent ahead. 








resist 
aw ‘EMPIRE CRYSTAL mvIsION with Stereoptie 


veur store. Stock and deo Empire Crystal 





Survives Accidental Falls | 
| 


pore ~F os Level no crafteman 
made in > beets in 35 Sense, 
Lenses 
MORE ee i No broken vials from oa usage. 
And Empire National 


First real im 








ising brings customers to 
Vision Levels. 


MAGNESIUM SE 
Model 152-m— —— _ 
Retail E o fi i A Z 
24”—$ 8.00 NIZZz 
28”—$ 9.00 Zz a 
48”—$14.50 . 
78” —$24.00 : 


ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. 
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Tools for the Nation's Craftsmen 
10926 W. Potter Road, Milwaukee, Wis. 























Booke 





for a dealer's library 


Business Statistics, 1957 Edition, will aid any 
dealer or wholesaler who wants to plan his business 
for the future, based on economic research and 
statistics of the past 30 years. This biennial govern- 
ment publication holds data on virtually all of the 
important economic indicators: national income, new 
plant and equipment outlays, business sales, orders 
and inventories, farm income and marketings, earn- 
ings, etc. Data is presented in a monthly breakdown 
for seasonal comparisons. Individual commodities are 
covered in wide selection for production, consumption, 
stocks, and prices. U. S. Government Printing Office, 
Washington 25, D. C., or Department of Commerce 
field offices nationwide. Price $2. 


How to Build Modern Furniture is a book dealers 
can resell to their do-it-yourself trade, as well as use 
to train salesmen in hand and power tools and paint 
departments. This book has two major parts: Section 
1, called General Instructions, has 122 pages of in- 
formation about the fundamentals of furniture con- 
struction; Section 2, Furniture Designs, gives step 
by step plans for 53 modern-furniture pieces. Furni- 
ture covered by this book can all be made of standard 
woods with standard tools. Included are sections on 
hardware, upholstery, and many other facets of 
furniture building other than wood shaping and join- 
ing. Dealers’ employees who want to learn more about 
the tools, fasteners, and furniture hardware they sell 
will find the book an important training aid. FF. W. 
Dodge Corp., 119 W. 40th St., New York 18, N. Y. 
Price $4.95. Illustrations: 1200; Pages: 214. 








NATIONALLY 
ADVERTISED 










AMERICA'S FASTEST 
SELLER BECAUSE 
IT’S SUPERIOR 


A SNOW WHITE PLASTIC IN A TUBE 

Outlasts all "Caulk" Compounds 
Proven through the years .. PERMANENT ») = § 
FOR SEALING TUBS, TILE, 
SINKS, WOOD, ETC. 
Blends, easy to use, never becomes 


hard or brittle, always water- 
proof. Attractively packaged. 


DeWils 


PRONOUNCED 
DUKE" 


Inquirers Invited © FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 
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Quick Pipe Threading 
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Popular—and no wonder. . . a die head for each 
size, 4’’ to 2’’—snap into ratchet ring from either 
side, can’t fall out—reverse for close threads. Tough 
malleable and steel heads, famous RIGAID long-wear 
dies—conduit or special dies available, (No. 12R, %’’ 
to 2’’). Your fastest selling pipe threaders—order 
today from your Wholesaler! 


The Ridge Tool Company e Elyria, Ohio, U.S.A. 




















How's the Hardware Business? 





New housing is leveling off, but there is 
a growing wave of home additions, repairs 


Government reports for new 
home construction show a gain in 
housing starts for August. This 
gain points to a yearly rate of 
about one million homes to be built 
this year. 

And a million homes a year ap- 
pears to be the leveling off point 
for new construction for the next 
several years, give or take 10 per- 
cent. 

Big homes projects by big 
builders are on a definite wane. 
Why? It takes liberal financing to 
sell large developments, and mort- 
gage money hasn’t been tighter 
than it is now for decades. 


Stabilization of new home build- ~ 


ing doesn’t mean any let-down in 
haragoods sales for the home, 
though. The reason for this is 
simple: in addition to ordinary 
home maintenance, such as furnace 
repairs, major home alterations 
and additions built to existing 
homes added up to nearly $4 billion 
dollars last year. 

There are good reasons for this. 
FHA-insured home improvement 
loans have been expanded to a 
$3500 limit for private dwellings 
and a five year repayment term. 
No down payment is needed, and 
the loans are easy to get. 

In addition, tight mortgage 
money has kept many would-be 
new home purchasers in their old 
homes. And often, old home holders 
find it cheaper to fix up than to 
buy a new dwelling. 

The baby boom has had its ef- 
fect on additions, too. Both old and 
new home owners have had to build 
on rooms, modify rooms, add extra 
plumbing, and build in closets for 
larger families. 

Another $4 billion year is seen 
this year and next in home im- 
provements. And with home im- 
provements come sales to you: 
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builders’ hardware; plumbing and 
electrical needs; paint, roofing, 
heating supplies; paints and sun- 
dries; and lumber and masonry 
tools and raw materials. 

This market is young, and it is 
growing. Get a bigger share of it 
in your area with strong promo- 
tion and display beamed at old and 
new home owners. 











Farwell, Ozmun, Kirk 
offering three mailers 


Three consumer mailers have 
been prepared for dealer use by 





Farwell, Ozmun, Kirk & Co., whole- 
saler in St. Paul, Minn. 

The mailers, all printed in four 
colors, are catalog size. They have 
space for dealer imprint on the 
front cover and customer address 
on the back cover. 

The mailers are fall specials 





Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 





Personal income sets 
record high in August 


Personal income again set a 
new record high in August, the 
Commerce Dept. reports. 

Income from wages, salaries, in- 
vestments, pensions and other 
sources was at a yearly rate of 
$347.5 billion. This was $1 billion 
higher than in July and up $13 
billion over August, 1956, rate. 


Steel production sets 
new 8-month record 


More steel was made in the first 
eight months of 1957 than in any 
previous like period in our history. 

New record for eight months is 
78,710,279 net tons of ingots and 
steel for castings. Previous eight 
month record was set in 1953, 76.6 
million tons. 








(shown), holiday values, and the 
Billy and Ruth Toy Book. 

The fall and holiday mailers are 
each 16 pages. Each illustrates 
and describes about 115 items. 

Store trim kits are also avail- 
able. Kits have 40 double pennants 
and price cards for all items. 


Fall sale circular is 
published by Schelly 
C. Y. Schelly & Bro., Inc., whole- 
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70 packaging days 
before Christmas 


the quality of your polyethylene package. 


Take advantage of the tremendous sales power in film packages made of 
BaKELITE Brand Polyethylene. Their proven customer acceptance can build extra 
sales and good will at Christmas .. . just as they do all year ‘round. 

Polyethylene film packages enhance the quality of Christmas gifts. Their soft, 
warm surface admits the light without reflecting it. They are unusually strong. 
Merchandise stays clean and fresh. They protect it from counter handling that 
leads to costly, after-season markdowns. 

Customers prefer this packaging because it simplifies selection and can be 
re-used in so many ways at home. In fact, a reusable polyethylene film package 
is more than a package—it’s a low cost advertisement in the home. 


Plain . . . Printed . . . Colors — Polyethylene packages can be custom-tailored 
for Christmas gift promotions. They are available in a variety of shapes and sizes, 
with a selection of closures. They can be attractively printed in one or more colors. 

Low Cost—You'll save on Christmas packaging because polyethylene film is so 
low in cost. Learn how economical and profitable it can be for your Christmas 
sales planning. Talk to your supplier or write to Dept. AA-77. 


Be sure it’s polyethylene film made from Bakelite resins. 
The quality of your package will depend on the quality and 
uniformity of the resins used. The scientific test for chemical 
resistance at Bakelite Company's Modern Packaging Labora- 
tory is one of the 22 test methods entailing 30,000 test opera- 
tions per year. An important step to assure resin quality and 








time to gift-pack hardware in polyethylene film 


it Pays To Package in Film Made Of 


BAKELITE 


BRAND 


POLYETHYLENE 


UNION 


oF -N 4 = 3) 8) = 





P.S. Plan all your special gift promotions around low-cost polyethylene film. 
BAKELITE COMPANY, Division of Union Carbide Corporation, 30 East 42nd Street, New York 17, N. Y. 


The terms BAKELITE, UNION Cansive and the Trefoil Symbol are registered trade-marks of UCC. 








FURNITURE HARDWARE 
by # aultiess 














Ring Up Sales 
With Bright Brass Finish Pulls 


A whole new chain of cash sales is yours when you 
display these lustrous Furniture Pulls for cabinets, chests 


and desks. Each handy-man needs several Pulls . . . has 
12 styles from which to choose. Develops other related 
product sales for you. 

Every Pull an exclusive style by a famous designer. 
Permanent bright brass luster—will not tarnish. 


INDIVIDUALLY PACKAGED 


For your convenience in checking inventory, stocking 
and selling Faultless Pulls, each piece is packed in a 
colorful, individual carton. Each carton top illustrates the 
Pull it contains, is identified with style number, and the 
Pull inside is wrapped in tissue work sheet. With identi- 
fying illustration and style number clearly visible, there 
is no need to open the package and disturb contents. 
Package is ideal for use on shelves or in open self-serve 
counters. (K189, K195, K199 and K200 are packed 
2 pieces per carton.) 


24 Popular Furniture Ideas 
FREE with each Pull 


Each Faultless Pull is wrapped in a work sheet of 24 
easy-to-make furniture designs ready to scale and con- 
struct from simple materials. Planned to create greater 
demand and multiple sale of Furniture Pulls for you. 


TS A AS A AS a AS SS A AS AS TS a AS se 


| START 67% PROFITS COMING YOUR WAY TODAY 
3 


: aultiesSS FURNITURE HARDWARE Division of 
FAULTLESS CASTER CORPORATION 


Evansville 7, Indiana HA-10 
Without obligation please send full particulars about the 
free Display Board with introductory stock of Furniture 
Pulls on which I can make a profit of 67% on my cost. 





My Jobber is 


Firm Name 
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(Tap with hammer) 





SPEEDY RIVETS 
ORDER NOW! 


Also, investigate other Dot profit-producing 
fastener hardware available on cards for 
hardware stores. Write: 


® 





FASTENER COMPANY 


CHICAGO 8, itil 


COLUMBIA 


ASHLAND AVE., 


3229 S$ 
Subsidiary UNITED-CARR FASTENER Corporation 








BEST SELLER? 
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Write, Wire or 
Phone Today 


... Yours for the 
asking! Illustrated 
literature and 


Display merchandise where 
Your Customers can see it— 
want it—and buy it! 

Only Heller Flexible View Fixtures offer 
so many sales-proven features. Heller prices... 
fixtures are the right answer for those fast, Ask for Catalog 
impulse sales that make for greater profits. OA 

See you at the National Hardware Show, Booth 33-A 





Ww. ¢. 4 Pa -% ot > Pea 
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New Wholesalers’ Aids : 


' 


(Continued) | MORE POPULAR 
saler in Allentown, Pa., has pub- THAN EVER ae 


lished a fall values sale circular 
for dealer distribution. 

The four-page, tabloid-size cir- 
cular is printed in four colors. 
Among the items included are fall 


and winter clean-up and fix-up | + “ 
items, housewares, tools and elec- in their 


trical accessories. “SER VE 


Space is provided on the cover 


f dealer ji int af e = ’ 
ia YOURSELF’ 
packet 
















Whitlock distributing Moore Picture Hangers in their handsome, 2 
8 colorful Picture Window Packets sell faster, with 4 
8-page fall circular less effort. They’re easier to display, easier to Ricarccentat 
Whitlock Corp., wholesaler in handle, and the 4 different sizes are more BELONGS ON 
Yonkers, N. Y., is distributing a quickly identified. For more picture hanger YOUR COUNTER 
fall sale circular to dealers. sales, stock these 56-year favorites, NOW IN —_— 


The eight-page, tabloid-size cir- 
cular is printed in four colors. 


A coupon special is featured on | AL 0) () R F 0 J S a p N C () pom ee ne 


: base. All metal. Revolves. 
( R | DS HARDWARE BYPTT: /I9OO Ask your jobber. 
ROSS OA Vakers of famous Moore Push-Pins 

Street 


Wt 113-25 BERKLEY ST. PHILA. 44, PA 


TODAY'S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 
Display. 72 Packet ca- 






























9 DAYS ONLY | 


coed 
pS 

















‘Continental 


the first page. Space for dealer 


imprint is also on the first page. | 

Among the items featured are | Gonsole 
hand tools, housewares, sporting | ° * 
goods, and builders’ hardware. | Styling 


Also available to dealers is a | | 
144-piece, two-color trim kit con- ee 7 ee ae 
taining banners, pennants, price | 9 Vented Heaters 
tickets and newspaper ad mats. | 15.000 to 85,000 BTU 

25 Unvented Heaters 
| 10,000 to 50,000 BTU heakes anid 
; | Send for new catalog i 
Seller Bros. offering | showing complete Martin A.G.A. APPROVED CAS WEATERS 
4-page fall broadside | Line and dealer aids. a 


A new fall broadside for dealer 


distribution is now available from | MARTIN STAMPING & STOVE GO. tuntsvite, aa 
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A new concept in 








New Wholesalers’ Aids 
(Continued ) 


Seller Bros. & Co., wholesaler in 
San Francisco. 

The four-page broadside is 
printed in four colors. 





the standard of comparison 


Seventy items, including house- 


by which other pliers are judged 


201 N.E. Stream- 
201 Side Cutting lined Side Cutting 
Plier Plier 





ZA 


203 Long Nose 301 Long Nose 
Side Cutting Plier Plier 














hand tools and sporting 
meray co goods, are illustrated and de- 
= tay = — — scribed. Two coupon specials are 


included. 

Space is provided on the cover 
for dealer imprint and customer 
addressing. 








A store and window trim kit is 
also available to dealers. The kit 
217-6 Short Chain includes banners, pennants, price 


302 Long Curved Nose Side Cutting 
Nose Plier Plier cards and newspaper ad mats. 








BETTER DISPLAY SELLS MORE Total retail sales up 
, 9 percent in August 


Total retail store sales were 


On your counter or wall $17.7 billion in August. That’s the 
this new Klein display 


ied eel ae taue 213-9 N.E. *Klein Kut report from the Commerce Dept. 


High-Leverage . : , 
rena : This compares with total retail 
FREE when ordered Cutting Plier. Pp 


with the populer Klein sales of $16.8 billion in July. It’s 
Pliers to stock it. *Trade-Mark an increase of $1.5 billion, or 9 


Write for percent, from the year- ago sales 
ew totals. 


Klein Pocket 
Too! Guide 











Sales in the hardware, lumber, 
building and farm equipment 
"Since 1857” ood group totaled $1.36 billion in Au- 


gust. This is an increase of 4.5 
MEE mow MLEIN —- & Sons percent over last year’s total of 
$1.30 billion. It is also up slightly 


yer McCORMICK ROAD © CHICAGO 45, ILLINOIS from the July, 1957, totals. 
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now... ALCOA Aluminum Nails 


ARE “PACKED FOR PROFIT’’ TO MOVE FASTER! 


new JO* “Household Packs: 


Ten different types of “‘most-used”’ nails 
for home craftsmen and “do-it-your- 
selfers” . . . presorted and precounted 
to eliminate handling problems. . . and 
brightly packaged in red-white-and-blue 
“see-through” boxes that invite inspec- 
tion and buying! Customers like ’em; 
they’re so convenient . . . and you'll 
like the way they speed up sales! 





Shipped in Compact Display Cartons 


Sturdy, space-saving shipping cartons (9” x 13” 
x 342”) have snap-out lids that mount for ef- 
fective selling display. Each carton holds 12 
“Household Packs” of a single type of nail. 





Sere Handy Job Box 


Designed to hold the right number of nails 
to do specific jobs . . . and packaged for self- 
service. Available with 10 most-called-for 
types of nails, each in a full range of sizes. 


P.S. Sell your builders and contractors on Alcoa Alu- 
minum Nails in 50-lb bulk cartons. They add a sales 
plus to new homes by preventing unsightly “nailpox.” 
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OA ALUMINUM 





THEY’RE MERCHANDISING MAGIC... Alcoa” Alu- 
minum Nails in popular new “‘Packs”’ take the nuisance out 
of nail sales, put more profits in. They’re presold, too... 
millions of readers of Better Homes and Gardens and view- 
ers of TV’s famous Alcoa Theatre know aluminum nails 
never rust, can’t stain, and eliminate offensive “nailpox’”’ 
forever. Order your supply now, through the facilities of 
Macklanburg-Duncan Company, Oklahoma City, Okla- 
homa, and other leading distributors. 


‘ Your Guide to the Best in Aluminum Valve 


| iz a 


ALU AAIN U AA 


NAILS AND FASTENERS 


ALUMINUM COMPANY OF AMERICA 





NEW! 
| “ALCOA THEATRE” 


Exciting Adventure 
Alternate Monday Evenings 
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THE FINEST 
ata far 
lower 

price 


STRAIGHT 
PATTERN 


CIRCULAR 
PATTERN 


The POWER CUT 


Effortless cutting of metals 
vp to 18 gauge. Preci- 
sion serrated blades. 


STRAIGHT 


Also 

available 

in left and 
right cut 


compare 


BLUE BIRD 


in QUALITY 
SALES APPEAL 
and PRICE! 


and you'll know why more people than 
ever before are demanding Blue Bird snips. 


® Hand 
Polished 


@ Attractively 
Boxed 


@ Fully 
Guaranteed 


® Drop 
Forged 


@ Heat 
Treated 


@ Accurately 
Adjusted 














Promotions 


Manufacturers’ New 
Merchandising Plans 


Borden plans campaign 
aimed at home handymen 


Borden Co. Chemical Div., New 
York, is planning an advertising 
campaign for its products under 
the theme: “Borden’s products for 
the home handyman.” 

Adhesives and plastic garden 
hoses and sprinklers will be fea- 








_ tured in the campaign. 


National magazine ads will be 
used. Ads are scheduled to appear 
in Saturday Evening Post, Better 
Homes & Gardens, Sunset, Flower 
Grower and Popular Gardening. 

The new campaign will feature 
a newly-designed advertising sym- 
bol of Elmer, husband of Borden’s 
Elsie the Cow. Tie-in sales aids 
will be made available to dealers. 


Revere steps up ad 
campaign during fall 

The fall advertising campaign 
of Revere Ware cooking utensils 
is being stepped up by Revere 
Copper & Brass, Inc., Rome, N. Y. 

The company will use 21 four- 
color full page ads in nine con- 
sumer magazines during October, 
November, and December. 

Ads will appear in Good House- 
keeping, American Home, Better 
Homes & Gardens, Bride’s Maga- 
zine, McCall's, Progressive Farmer. 
Successful Farming, Sunset and 
Chatelaine. 


Autoyre Co. schedules 
4-color, full-page ads 


Autoyre Co., Chicago, is using 
full-page four-color advertising in 
four consumer magazines to pro- 
mote its line of Fairfield brand 
bathroom fixtures. 

Theme of the ads is “family 
use.” The ads carry the headline: 
“Fairfield . . . America’s favorite 
family of bath accessories.” 

The ads are appearing in the 
September, October, and Novem- 
ber issues of House Beautiful, Town 
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CHOICE for Quality the World Over 


for 70 Years 
SMITH 
BLIZZARD Spraye 


World’s’ most beautiful sprayer. .s 
Solid copper tank. Pt. Qt. — 
Nothing else like it 


SMITH 
JiM DANDY 
Cart Sprayer 


“King of all sprayers.” 
Easy to wheel and op- 
erate. Large rubber tire 
wheels. 12 ft. oil proof 
hose. 5 gal. tank. Pres- 
sure gauge. Adjustable 
nozzle. Very Popular. 





Many Other 
Styles and Sizes 











426 Main $t., Utice 2, N. Y. 
“Originators of Sprayers” 
Canedien Rep. G. L. Cohoon 
1265 Stanley $t., Montreal 2, Canade 
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TOY CATALOG 





Here's every toy end hobby 

kit you need for sefting up o 

successful toy department Educotiono!l pre 

school items, woodworking ond woodburning 

kits, metal tapping, work benches and baking 

tables, hond tool sets PLUS excfusive Disney 

lond and Mickey Mouse Club creations. Write 
for your copy today 

AMERICAN TOY & FURNITURE COMPANY 

6130 WN. Clerk St. Chicege 26, Ulinois 





His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in August. With 
best wishes for your continued success." 
Sincerely yours, 


A Satisfied Advertiser 











GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POIKTS 2 Sizes Held Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, NY. 
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SALES CENTERS 
FOR 


Oxco 


























4 No. 25 HOUSEHOLD BRUSH 
MERCHANDISER 


For big volume brush sales. You get one dozen each of 
25 popular Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign. Permanent-type, wood and 
peg-board Display-Merchandiser included in total price 
of Assortment. 





je naa oaams 


For the smaller store. You get one dozen each of 12 fast- 
moving Oxco brush styles, with No. 9 display fixture, 
12 hangers and top sign. Order brushes at regular prices 
and you get Display-Merchandiser at no extra cost. 



















Wide range of styles and prices covers your market. Many brushes 
feature Oxco’s solid plastic handle in pink, blue or yellow. All 
brushes labeled and pre-priced. 





Me 7 
yne NYLON BRISTLES USED IN THESE STYLES 


| ‘ ae — ne 
uf \ i TOPPER Pastry 


t; b Se \ No. 659-H Percolator 
No. 652-H Bottle 


No. 617-H Bowl No. 635-H Pastry No. 634-H Vegetable 
related cleaning supplies with these NRHA— 


approved displays. They're adaptable for o ae a © 


island, gondola, wall or column display. Com- OX FIBRE BRUSH COMPANY, INC. 


plete information is available from your 
Jobber ... ask your salesman on his next call rreoericx Joleb@ahed /S8¢ MARYLAND 


for free Brochure—“How to Merchandise 
Cleaning Supplies for Greater Profit.” 















SEE OXCO ADVERTISED IN 


Start building up your sales of brushes and 
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for this hardware store. 


FASTER CUSTOMER SERVICE made possible by this 
National System has increased customer good will 





M. CINE, President of Four Cor- 
ners Hardware, Inc. 


THIS NATIONAL CASH REGISTER 
time of sale. 














posts charge transactions at 


“Our Salional Change Pasting System 
saves us 2,200 a year... 


pays for itself every 11 months!” 


—Four Corners Hardware, Inc. Staten Island, N. Y. 


“A modern National System in our 
check-out hardware store has reduced 
our cost of doing business in many 
ways,’ writes M. Cini, President of 
Four Corners Hardware, Inc. “Be- 
cause all charge transactions are now 
recorded as easily as cash by one 
person at the check-out counter, 
rather than by several persons on the 
selling floor, customer service has 
been speeded up tremendously. 
‘Preparation of our monthly state- 
ments, which previously required 
twenty hours, can now be completed 
in five hours. Our National completely 


eliminates losses from errors in addi- 
tion and safeguards us against missing 
or forgotten charge slips. 

“The use of cash register receipts 
in lieu of written sales-slips have also 
effected substantial savings in time 
and money—and have improved cus- 
tomer service. As a result of these and 
other advantages, our National Sys- 
tem saves us more than $2,200 a year, 
pays for itself every 11 months!’’ 


Jha ee Pre 


President of Four Corners Hardware, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton9, Ohio 


989 OFFICES IN 94 COUNTRIES 


264 








Your store, too, can enjoy the increased effi- 
ciency and economy made possible by a 
National System. Nationals repay their 
original cost quickly through savings, then 
return a regular profit. For complete infor- 
mation, call your nearby National repre- 
sentative. He’s listed in the yellow 

pages of your phone book. 
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design for volume sales! 











» +» » Multi-colored to blend with any kitchen 
color scheme 


«++ Popularly priced for fast turnover 


Here’s a colorful new Pro-Tex pattern that brings spring- 
time sparkle to every kitchen... and EXTRA SALES... 
EXTRA PROFITS to your housewares department. Com- 
bined with famous Pro-Tex quality construction features 
» ++ Fruit 'N Flowers” is a “shoo-in” for top sales in the 
stove mat field! This beautiful design matches Continental 
Can Company’s new Decoware ensemble... and gives 
you another plus for bigger sales. Order today... cash 
in on America’s finest and fastest selling line of stove 
and table mats... Pro-Tex! 


THERE IS NOTHING FINER THAN PRO-TEX METAL AND ASBESTOS STOVE AND HOUSEHOLD MATS! 
Ask your jobber to show you the complete PRO-TEX line 


~Ballovoff., -... PRODUCTS COMPANY 


ms _ ey ‘rf a 
VELAND 15 ()H 
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‘Customers 
Gy for Gt 
»»e-Package Deals! 
Quality Steel Wool in ‘Job-Size’ Packs 


al 





et OOPS, 
ecoeceeeeeeeeee® 


3-in-1 Pack... 


This new pack holds 6 big layer-built pads—two 
each of fine, medium and coarse grades, Just 
right for home craftsmen and do-it-yourselfers. 
Chart on package suggests hundreds of uses! 


Twin Pack... 


Twin Pack of 16 layer-built pads is just right 
for customers who need a generous supply. 
When only a few are needed, break the pack 
and sell 8 pads. Customers like buying just 
oe what they need! 
JEX HOUSEHOLD PADS for cleaning, scouring, \ 

polishing pots, pans, kitchenware. 
BULK ONE POUND TUBES, economical for home, 
shop and industrial use. 





WRITE FOR CATALOG 
OR ORDER SUN RAY FROM YOUR 
JOBBER TODAY! 
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PROVIDES 
TOMORROW'S 








SERVICE 
TODAY 
















Complete fastener depart- 
ment in a minimum space. 





Here’s exceptional service that 
will solve your fastener inven- 
tory problem ... Sharon Mobfle 
Units that provide you with to- 
morrow’s service today. Sharon 
Servicemen drive right to your 
door to refill fastener stock im- 
mediately. It's an automatic 
service that will mean automatic 
profits for you! 


All stock is checked, priced and 
put away for you by your ser- 
vicemen. You’re always sure of 
a complete fastener stock ... 
you never lose a sale because of 
items you forgot to order. Re- 
fillable assortments enable you 
to set up a complete, compact 
fastener department with only a 
small investment. 


Sharon offers you a large selec- 
tion of fasteners in all types 
and sizes ... both retail assort- 
ments and eommercial packages. 











See us at the National Hardware 
Show, October 14 to 18, at the 
Coliseum im New York City, 
Booths 468B and 469. 





ASK YOUR JOBBER OR WRITE: 


Shavon fol aud Screié Co 





Ver, U0"d , Ya 








Manufacturers Promotions 
(Continued ) 





& Country, House & Garden, Liv- 
ing for Young Homemakers and 
Better Homes & Gardens Furnish- 
ings Idea Manual. 


Pennsylvania Mower 
plans ad campaign 


Advertising plans for Pennsyl- 
vania Lawn Mower Div., American 
Chain & Cable Co., Inc., Exeter, 
Pa., for 1958 call for four-color ad- 
vertising in consumer magazines. 

The color ads will appear in Life 
and Saturday Evening Post. These 
ads will be backed up by big space 
newspaper ads in leading daily 
newspapers. 

Theme for the 1958 ad campaign 
will be ““From the blades up, Penn- 
sylvania Lawn Mowers are the 
finest of precision grass cutting 
machines.” " 


Ad Campaign by Scovill 
features brand names 


Scovill Mfg. Co., Waterbury, 
Conn., is conducting an advertis- 
ing campaign to link together in 
the public’s mind the company’s 
various brand names. 


The ads, appearing in Time 
magazine, show examples of prod- 
ucts made by the various Scovill 
divisions. Among the brand names 
being brought before the public 
are Green Spot, Hamilton Beach, 
and Gripper fasteners. 


Melnor offering bonus 
for sprinkler orders 


Melnor Industries, Inc., Brook- 
lyn, N. Y., is offering a bonus to 
dealers who order Swingin’ Spray 
lawn sprinklers before Jan. 31. 

The bonus, part of its Early 
Bird promotion, consists of four 
Aqua Gun hose nozzles and two 
Stop ’n’ Flo shut-off valves. Deal- 
ers receive this bonus when they 
purchase an assortment of four 
Swingin’ Spray models. 


American Thermos plans 
Christmas promotion 


Seven items will be promoted as 
Christmas gift suggestions by 


this cabinet 























means 
business 


in SPRINGS 


Here’s the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs—127 different 
sizes of extension and compression 
springs — in coded compartments. 
Boxed refills shipped from stock. Also 
smaller assortments in one- and two- 
drawer cabinets. 


Order from your jobber, or write us 


Also Stock Spring Assortments 


-% Clean-out Augers 
< ae 4909 


Pole Sockets 
ARDNER WIRE CO. 


1329 Se. Cicero Ave., Chicago 50, Ill. 
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A. PURITAN 


toilet 
seats 


See your jobber! 
PRODUCTS, INC. 
CLEVELAND 2, OHIO 





















or More Shee Power 








SWEPT WING PULL 
NO. 545 
* 


ee a 


ae Delicate proportions and a man-sized grip 
; make the new AJAX ‘‘V"’ design cabinet 
) and drawer pull popular with men and 
women alike. Blends beautifully 
: with contemporary, yet is at 


HAROWARE OF PRESTIGE 











NORDIC MODERN 
PULL NO. 547 


In keeping with the trend toward slim, 
graceful lines, AJAX presents this new and 
striking, high style cabinet and drawer pull. 
The distinctive open back design lends a 
classic appearance and accentuates 
the beauty of cabinets and drawers. 





Beauty, sales-appeal, quality and low price have 
made AJAX Cabinet Hardware the fastest moving 
line in the industry. Now, with three eye-catching 
additions to the line, AJAX gives you even 
more sales power and customer appeal. Order iim HINGE NO. 553 
today to be the first to stock these new items. 
Naturally they’re unconditionally guaranteed. 


SEM/ CONCEALED 


This new wrap around hinge is the latest in a 
series of several types of additional cabinet 
hinges that will soon be available from 
AJAX to assure you of a full line of hinges 
to suit every style and design of cabinet. 


TAAX 


HARDWARE OF PRESTIGE 





AJAX HARDWARE SALES CO., 4355 VALLEY BLVD., LOS ANGELES 32, CALIFORNIA 
# A a) la e~) a) | Se F o> £ te > ;~ &) rs 
his fi OOLR CLS BOVY A gor HY 
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(Advertisement) 


Sometimes even something as sim- 
ple as a plain ole Hacksaw Blade 
can be modernized, idealized and 
generally pepped up. li can't 
always be done, but we've man- 
aged to do just that with these 
GRIFFIN HACKSAW BLADES. First 
off, we put the teeth on there in big 
letters ... you can read ‘em with- 
out your glasses. Then to make it 
easy, we've printed right on the 
blade what it'll cut. . . you know, 
24 teeth for tubing and small 
sections, 18 teeth for bolts, pipe, 
etc. Makes it easy for any clerk to 
pick out the right blade for the 


customer. 


Then we mark each blade like so 
FRONT ——» , means your cus- 
tomer can't put the blade in his 
frame backwards. And the whole 
blade is painted a genuine antique 
satin black . .. looks good in your 
stock ... no rust, no scale, no oil. 


And these are really nice blades, 
made by an outfit that’s been mak- 
ing GOOD HACKSAW BLADES 
since 1880. Why not write today 
for a sample blade ...see for 
yourself just how good they are. 
Just drop a card in the mail to 
GRIFFIN, 105 Duane Street, New 
York 8, New York and we'll send 
you a modern Griffin Hacksaw 
Blade. 


Sublis 


FRANKLIN, NEW HAMPSHIRE 


Sales Representatives 


JOHN H. GRAHAM & CO. INC. 
105 Duane Street, New York 8, New York 
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Manufacturers Promotions 
(Continued) 





American Thermos Products Co., 
Norwich, Conn. 

The Christmas promotion will be 
spearheaded by full-color, full- 
page ads in the December issue of 
Esquire and the Dec. 7 issue of 
Saturday Evening Post. 

Items being featured in the pro- 
motion are a 20-oz plastic water 
pitcher and tray with paper cup 
holder and cover, outing kits, 
sandwich boxes, ice tubs, _ ice 
chests, outing jugs, vacuum bottles 





_and lunch kits. 

_ Point of sale display materials 
| will be available to dealers who 
wish to tie in with the promotion. 


Newspaper ad campaign 
scheduled for Marvalon 


Kimberly-Clark Corp., Neenah, 
| Wis., is promoting sales of Marva- 
lon shelf and drawer linings with 
a series of newspaper ads. 

Ads will be run in newspapers 
in 44 cities. A half-page two-color 
_ad also was just used in This Week, 
a Sunday newspaper supplement. 

Tie-in ads, under a cooperative 
advertising program, are _ also 
available to dealers. 





Hotpoint contest aims 
to draw store traffic 


A promotion to draw traffic is 
being conducted by Hotpoint Co., 
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".. Well yes. There is one more nut 











in the store.” 


LAWZE fF 


OSruus 


SUARANTEED QUALITY SINCE 1892 


Looking for... 


@100 % PUR =9 
BRISTLE BRUSHES, 


@BRISTLE anda 
OXHAIR BRUSHES £ 


@ FLAG - TOP TYNEX9 
NYLON BRUSHES. 


Linzer has them in stock 
ready for delivery 


Also Government - released 
CHINESE BRISTLE 


now available in a 
wide variety of brushes 


Direct-to-Dealer Sales Policy 


DAVID LINZER & SONS, INC. 
10-20 ASTOR PLACE, NEW YORK 13, NW. Y. 














New Merchandising Ideas 


Looking for more profits, bet- 
ter salesmanship? Hundreds of 
dealers have used this Hardware 
Age reprint as a source of ideas 
for sales training meetings, etc. 


Planning a Self-Service Store 
15¢ ea. 
Here is a detailed report on how one 
firm planned its first full self-service 
store. Large photos illustrate special 
fixtures, price rails, etc. Handling of 
charges through check-out, pilferage, 
special packaging methods, etc., are 


all covered. 16 pages. 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 
Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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New TEMCO Pre-Vent Wall Heater! 


MODERN HEATING FOR 7 Hyrroovers 
MODERN LIVING V4, cz 


Here's the latest addition to the Temco family of modern gas 

heating equipment for modern living—the new Temco “Pre-Vent” HEATED ~ 
Wall Heater that “breathes” through the wall by means of a “im 
pre-engineered vent! 


* Zone-Controlied Heat * Perimeter Heating . 
* Fresh, Clean, Uniform, Circulated Heat A 
* Automatic Controls * Easy Installation Saves up to 70% a 
* Complete Safety * Handsome, Contemporary Styling 
* Operates on All Gases—No Electricity Required Sf 
* Many Applications—Homes, Motels, Vacation Lodges | 
* Ceramic-Clad* Heat Exchanger 


OUTSIDE AiR 
FOR 


*Trademark Registered 


TEMCO, Inc., Dept. C-146 
Nashville 9, Tenn. 


TENCO, Taleo 


NASHVILLE 9 TENNESSEE Please rush complete information about the new 


TEMCO “Pre-Vent” Wall Heater. 
GIST, 


Name 





Firm 


Address 








City Zone State 





“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS + FLOOR FURNACES + WALL HEATERS + UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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Manufacturers Promotions 
(Continued ) 


Chicago, and A. E. Staley Mfg. Co., 
maker of Sta-Puf laundry rinse. 


Customers buying Sta-Puf will 
receive a coupon worth 50 cents. 
To redeem the coupon, they take it 
to their Hotpoint dealer who will 
demonstrate the 1958 Wonderinse 
automatic clothes washer and give 
them 50 cents. Customers then 
complete a jingle on the label, give 
it to the dealer, and are eligible to 
win one of 300 Wonderinse wash- 
ers. 





The promotion is being adver- 
tised with four-color, two-page ads 
in Look, This Week and Parade 
magazines. Contest announcements 
will also be made on the Arthur 
Godfrey radio show and on Art 
Linkletter’s radio and _ television 
shows. 

The contest will close Dec. 14. 


Plas-Tex will promote 
ice buckets as gifts 
Plas-Tex ice buckets will be pro- 


moted as Christmas gifts by Plas- 
Tex Corp., Los Angeles. 

The buckets will be featured in 
a two-thirds page, full-color ad in 
the November issue of Good House- 
keeping magazine. “Give year 
‘round pleasure” will be the theme 
of the ad. 

Special advertising mats and 
window banners will be available 
to dealers who wish to tie in with 
the promotion. 





Red Devil lowers price, 
improves floor polisher 


Red Devil Tools, Union, N. J., 
has lowered the price of its FP-33 
twin-brush floor polisher, while in- 
troducing improved engineering 
and styling features in that model. 

The principal improvements, the 
company said, are a lighter, stur- 
dier body and a motor that will run 
longer at lower operating tempera- 
ture. Polishing and_ scrubbing 
brush removal has been eased with 
a new style lock, according to the 
company. 

A new model designation, FP- 


33A, has been added to cover a de- 
luxe version of the basic machine. 
This model, at $59.95, has two each 
polishing and scrubbing brushes, 
and felt buffing pads. Standard 
model FP-33, at $54.95 has two 
polishing brushes. 


Looking for volume? Try 
new aerosol merchandise 


Your buying public last year 
bought some 390,000,000 aerosol 
container products, according to a 
recent Wall Street Journal report. 
The average unit sale was $1 per 
item, totaling $390 million in sales 
at retail. 

Hardware items in aerosol form 
are gradually increasing in variety. 
List now includes many types of 
paints, oils, insect and animal 
sprays, waxes and polishes, chem- 
icals, protective plastics, fire and 
mildew fighters, and barbecue 
flame starters. 

Benefits of aerosols are numer- 
ous: high margins of profit for 
dealers, quick turnover in fast re- 
placement market, impulse sale 
price range, attractive packaging, 





CARVE A BIGGER SLICE OF HOLIDAY PROFITS 


Kots 


FASTEST SELLING 
KNIFE SHARPENER 


on the market today! 


Sales soar with this new, scientific sharpener 


' , 
"7 Sell ic TOr 


98¢ 


Colors 
Available in 
red relale 
yellow 
Packed: | 
doz. to a box 
1? boxes ce 
a gross 


guaranteed to sharpen knives as sharp or 
sharper than new! ROBO, JR. is a modern 
adaptation of the tried-and-true whetstone. 
Precision-engineered, ROBO, JR. adjusts 
blade automatically so that it assumes 


~~» 


the proper sharpening angle! 
U. S. Patent No. 2,469,797 
EASY AS T ee =e 2 eo £2 3! 4 
Just rest the blade against the guide face and roll! It's the | 

simplest, most satisfactory sharpener on the market today! Rem bag 

ROBO, JR. SELLS ITSELF! 

Attractively packaged on individual cards. 

Also available in this sales-spurring rack display —— holds 12 ROBO, JRs. 

Manufactured and guaranteed by 


THE ALDEN SPEARE’S SONS CO.., Dept. 107, 135 Sixth St., Cambridge 42, Mass. 
ESTABLISHED 1851 
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TOPS HEATING LEAKS } 
Ag 










SMOOTH-ON ¢ 
AD. MANAGER ~ 





a 


“No, you are not supposed to be a plumber. We want to show that even an average housewife 
can use Smooth-On, the high temperature iron cement that expands as tt sets.”’ 


Smooth-On Manufacturing Co., 572 Communipaw Avenue, Jersey City 4, N. J. 


—_ = — oo 





Pe some 





by 
Kromex’ 


A striking new line of 
distinctive yet moderately 
priced gifts and decorative 

serving accessories. 


*350 ICE CADDIE 


Remarkable new polyethylene 
“insul-liner’” keeps hot or 

cold hours longer! Holds 2% | 
trays of ice cubes, nearly 3 | 
quarts of liquids. Smart ano- 
dized brass; gleaming 
chrome cover. 





























Se 
suecesten price 99.95 | 


& Slightly higher in Western States and Canada | 





Write for new “‘mode” catalog 


| Mac’s rolling in the stuff — since he started 
KROMEX CORP. Cleveland 3, Ohio | suggesting “Scorcn” Brand Masking Tape 


with every paint sale! 
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and easier use for all-thumbs do- 
it-yourselfers. 

The future of aerosols? Almost 
any liquid or finely ground solid 
which can be pressurized and 
atomized is virtually certain to ap- 
pear in aerosol containers. Your 
public has taken a liking to this 
form of packaging. You’re losing 
sales if you don’t stock key items. 


Paint sales set record 
for first part of 1957 


Customers purchased paint and 
paint products in record amounts 
during the first seven months of 
the year. That’s what the National 
Paint, Varnish and Lacquer Assn. 
reports. 

Sales of paint, lacquer and var- 
nish products totaled $972.5 million 
during the first seven months of 
1957. That’s an increase of 2.8 
percent over the same period of 
last year, the previous record year. 

July sales of these products also 
hit a new high. Sales totaled 
$148.2 million. That’s 10.7 per- 
cent more than the previous July 
record set last year. 


Your builders’ hardware 
sales should increase 


Sales of builders’ hardware 
should pick up in the next few 
months. 

The number of new housing 
starts has started picking up in 
recent months and is expected to 
get better. That’s what the govern- 
ment reports. 

During August, the number of 
housing starts passed a yearly rate 
of 1 million units for the first time 
this year. At the same time, ap- 
plications for proposed new home 
building under the Federal Hous- 
ing Administration’s mortgage in- 
surance program increased 21 per- 
cent over July. 


Industrial production 
up sharply in August 

The nation’s factories turned out 
more goods in August than they 
did in July, the Federal Reserve 
Board reports. 

The Federal Reserve’s index of 
industrial production in August 
reached 144 percent of the 1947-49 


average of 100. This compares 
with an index of 135 in July. It 
is also 2 percentage points higher 
than August 1956 production. 


Department store sales 
unchanged from 1956 


Department store sales across 
the nation were unchanged from 
last year in the week ended Sept. 
14. That’s the report from the 
Federal Reserve Board. 

The total sales picture was 
marked by a series of gains and 
losses in the individual Federal 
Reserve districts. 

Since the first of the year, sales 
are 2 percent ahead of last year. 

Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 


Four wks. Jan. 1 





..- how it sets things up for BONDEX Heavy Duty 


Stop it, 


I tell you.. 


Stop it! 


Tell him about BONDEX QUICK PLUG, how it stops stubborn leaks, but quick 


Federal Reserve One Week Ending Ending to 
District Sept. 14 Sept. 7 Sept. 14 Sept. 14 
OS 6 os ae ... 10 — 8 — § 0 

New York ...... — 4 + 5 + 3 + 4 

Philadelphia ... — 6 — 3* + 1 + 2 

Cleveland ...... — 2 — 2* — ] — ] 
ichmond ...... — 6 — 1* + 1 + 4 

Atlanta .. — § — 2* — 2 + 1 

Chicago ..... + 5 + 3 + 4 + 3 

St. Lowis ...... +4 — 2* 0 0 

Minneapolis .... + 3 — } + 4 + 3 

Kansas City .... + 7 0 + 2 +1 

RRA oe — 2 + 1 +1 

San Francisco . + 3 — 2 + | + 1 
U. S. Total .. 0 +1 - + 2 
*—Revised. 

A. 
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(water's worst enemy). 


Remember there’s a | Bondex | product for every 
® 


waterproofing problem 


BONDEX Cement Paint « BONDEX Heavy Duty « BONDEX Silicone Waterproofing « BONDEX QUICK PLUG 
© re Rcaroonw company, $7. LOU'S 1957 
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ton of 12 60z. cans—4 
each of gold, silver, white 
-opens up to dramatic 
counter display. 


= ARYLONI 


——, ~ - Giant Autumn-Christmas Promotion 
cesses Means Volume Turnover on 40% Profit items! 






Special Christmas car- 


No wonder Krylon is 
IST IN SALES ¢ 


If you prize it... 


KRYLON, INC. norristown, PA. 


KRYLON-IZE it! 


Your Krylon sales will skyrocket: 


yy ]  LiFE-8 hard:-seiing ads, Sept., Oct, Nov, Dec. 


Ladies’ Home Journal—Nov. and Dec. 
Better Homes & Gardens—Nov. and Dec. 
Better Homes & Gardens Christmas Ideas Annual—full page. 


3 Christmas carry-home 

kit of 3 6-oz. cans—gold, 
silver, white—to retail at 
$2.94...top sellers through- 


Wrought iron displa 
out the year...no “seasonal” : a 


rack FREE TO YOU 


or slow-moving colors. with each 24 16-0z. cans... 
8 — each of gold, silver, 

white. How-to-do-it placard 

1ST IN PROFITS _ withrack... one side fea- 


turing Christmas uses of 
Krylon, the other stimu- 
lating year-round sales. 
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Get this Marine Band 


HOHNER HARMONICA 
Assortment 











Fast Selling! 
Self Selling! 


Easel Display 
No. 2400 


EARNS 
64+% 


PROFIT 


Big Christmas seller. AD- 
VERTISED in Goop HOUuUSE- 
KEEPING, Boys’ LIFE, 
PoPULAR MECHANICS, Jr. 
SCHOLASTIC, Music JOURNAL 
and others. Includes FREE 
instruction books and illus- 
trated brochures. Order 
from wholesaler. 











M. HOHNER, INC. 351 Fourth Ave., New York 10, N. Y. a 





HARDWARE AGE, OCTOBER 10, 1957 









Make Every Snowfall 
a Windfall with . . . 


KALAMAZOO SLEDS 
and Kalamazoo 
Service 


KALAMAZOO offers you four complete 
lines of sparkling, colorful, easy-steering 
sleds, with all the great features that 
make them “Champions” in every price 
class. PLUS an amazing “geared-to- 
the-weather” shipping service that 
permits you to sell and deliver sleds 
every time there is snow. Ask your 
wholesaler about KALAMAZOO 
sleds and snow toys, or write 


faloleue New 
Kalamazoo Fibreglass 


FLYING DISCS 


The original Fibreglass Sno- 
Toy — offers twirling, swirling 
snow fun for kids of all ages. 
Lighter in weight— no sharp 
edges—dents pop ouvt—color 
goes all the way thru. 


for catalog sheet. 


KALAMAZOO 
SLED COMPANY 
844 Crosstown 
Parkway, East 
Kalamazoo, Mich. 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND CIRCULATION 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, AS AMENDED 
BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39, United States Code, Section 233) 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
October 10, 1957. 

1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Chilton 
Company, Chestnut & 56th Sts., Philadel- 
phia 39, Pa.; Editor, William A. Phair, 
Chestnut & 56th St., Philadelphia 39, Pa.:; 
Managing Editor, E. L. Barringer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa.; Pub- 
lisher and Business Manager, Leonard V. 
Rowlands, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

2. The owner is: if owned by a corpora- 
tion, its name and address must be stated 
and also immediately thereunder the 
names and addresses of stockholders own- 
ing or holding 1 percent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If 
owned by a partnership or other unin- 
corporated firm, its name and address as 
well as that of each individual member, 
must be given. 

Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M. Acton, 260 Sycamore Ave., 
Merion Station, Pa.; Boenning & Com- 
pany, 1529 Walnut St., Philadelphia, Pa. ; 
George C. Buzby, 2 East Sunset Avenue, 
Chestnut Hill, Pa.: Mrs. Beulah Fahren- 
dorf, 59 Drake Road, Scarsdale, New 
York; Dorothy S. Johnson, 1115 Fifth 
Avenue, New York, N. Y.; Kimberton 
Hills Farms, Inc., 1608 Walnut St., Phila- 
delphia, Pa.; Mabel P. Myrin, 1608 Wal- 
nut St., Philadelphia, Pa.: Mary M. Acton 
and John Blair Moffett, trustees U/W of 
Clarence A. Musselman, Deceased, 1608 
Walnut St., Philadelphia, Pa., Benefici- 
aries: Mary M. Acton and David Acton: 
J. Howard Pew, 1608 Walnut Street, Phila- 


delphia, Pa.; J. N. Pew, Jr., 1608 Walnut 
St., Philadelphia, Pa.; Mary Ethel Pew, 
1608 Walnut St., Philadelphia, Pa.; Al- 
berta C. Sly, 149-40 35th Ave., Flushing, 
N. Y.; Alberta C. Sly, executrix U/W of 
Frederick S. Sly, Deceased, 149-40 35th 
Ave., Flushing, N. Y., Beneficiaries: Albert 
C. Sly, Alberta C. Sly and John E. Sly; 
Soleil Farms, Inc., 1608 Walnut St., Phila- 
delphia, Pa.; Charlotte M. Terhune, 160 
E. 48th St., New York, N. Y. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the circumstances and conditions 
under which stockholders and security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was (This 
information is required from daily, weekly, 
semi-weekly, and tri-weekly newspapers 


only.) 
LEONARD V. ROWLANDS 
Publisher and General Manager 
Sworn to and subscribed before me this 
4th day of September, 1957. 
Philip J. Shire, Jr. 
My commission expires Jan. 7, 1959. 





LIGHTWEIGHT 


engineered in 
aluminum. They're 
15-18 ounces 
lighter than steel 
snips of compara- 
ble size. 


ECONOMICAL 


replaceable hard- 
ened tool steel 
blades. No need 
to replace shears, 
just replace the 
blades. 
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See Your Jobber or 
Address Inquiries to: 


Distributor promotion 
contest is underway 

The Electric Housewares Sec- 
tion of the National Electrical 
Mfrs. Assn. is again conducting 
its annual Electric Housewares 
Distributor Contest. 

The distributor whose promotion 
of electric housewares is judged 
the best will receive a plaque. 

Contest entries are not limited 
to promotions from any particular 
time of the year. Distributors may 
enter promotions for Mother’s 
Day, Christmas, graduation or any 
gift-giving occasion, or any special 
promotions they may have orig- 
inated. 

Promotional materials can in- 
clude such things as mailings, spe- 
cial window displays, radie and 
television scripts, catalogs and ad- 
vertisements. 

The contest closes Dec. 31. En- 
tries should be mailed to Distrib- 
utor Contest Editor, Electric 
Housewares Section, National 
Electrical Mfrs. Assn., 155 E. 44th 
St., New York 17. 








Here’s the ultimate in shear lightness, 


economy, and cutting superiority. . .“Andy 


Tools” new aluminum M-14 shear. You save 


lifting a pound in weight everytime you lift 


this 14” shear, and the new modern hand 


grip gives maximum protection for fingers. 


ANDERSON TOOL & MANUFACTURING co. 3450 North Kostner Avenue « Chicago 41, Ill, 
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Lenk LP Torch Kit 








Best Buy On The LP Torch Market Today! 
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] MODEL NO. 300—PACKED IN TWO COLOR 
SELF SELLING DISPLAY CARTON 
MEASURES 13" LONG x 6%" WIDE x 3" DEEP 
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With full Dealer Markup / 


ONLY 


s G Pal LIST 
0h A NS 


FOR COMPLETE 
KIT 





HERE'S WHAT IT CONTAINS! 
I—No. 300 LP Torch with Throw-away King 


Size Fuel Container 
1—Famous LENK In-a-Tube Acid Solder 
|—Famous LENK In-a-Tube Rosin Solder 
|1—Steel Wool Pad for Cleaning 


|—Complete Instruction Booklet 


HERE'S WHAT IT CAN DO! 


¢ All General Home and Shop Soldering 
¢ Sweat Fittings °* Silver Soldering 
* Remove Paint ¢ Finish Furniture 


¢ Asphalt Tile Laying °* Repairs 


ORDER FROM YOUR JOBBER 








TH e Lenk MFG. CO. 


FRANKLIN, KENTUCKY 





Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 
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cent, according to Bostwick- 
Braun. 
Building was needed to 


You Will See Packaging Taken To New Highs 
At Next Week’s 12th National Hardware Show 


Hardware shows have be- 
come more than showplaces 
for glittering new items. 

They have become schools 
for product knowledge, idea- 
centers for new display and 
advertising concepts, and 
previews of things to come 
in stock handling and pack- 
aging. 

And packaging has been 
given the spotlight at the 
12th annual National Hard- 
ware Show, which opens Oct. 
14 for a five-day stand at 
New York’s four-floor Coli- 
seum exhibition center (see 
HARDWARE AGE, Sept. 26th 
issue for complete story). 

Pre-packaged, display- 
packaged, aerosol - packaged, 
skin-packaged, and multiple 
sales-packaged goods will be 
featured in a majority of 
manufacturers’ booths, ac- 
cording to show director 
Frank M. Yeager. 

New packaging concepts 
have three basic aims to help 
dealer sales: 

(1) More sales and turn- 
over through multiple (3- 
pack, 6-pack, 12-pack) units. 

(2) More impulse sales 
with see-through, display 
window packaging. 

(3) More sales through 
use of color and modern de- 
sign to attract customers. 


Reasons for the need for 
improved packaging? Sev- 
eral. Super markets have 
trained shoppers to look for 
and expect modern packag- 
ing. Good packaging reduces 
display problems and stock 
handling time. There are 
fewer damaged floor samples. 

And good packaging sells 
women shoppers, who each 
day become a bigger per- 
centage of dealers’ traffic, 
Mr. Yeager concluded. 


More than 1000 new prod- 
ucts, many in brand-new 
packages, will bow at this 
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show. They’ll be seen by 
more than 41,000 expected 
buyers, dealers, and execu- 
tives. 

Other things for you to 
see: the new fishing tackle 
division, and the expanded 
lawn, garden, and outdoor 
living division. 

Be sure to visit HARDWARE 
AGE booths 45-46, and use 
our popular Message Center 
and other facilities for your 
comfort. 


Redmon Is Named S&T 
City Sales Manager 
Charles Redmon has been 


named city sales manager of 
Stratton & Terstegge Co., 
Louisville wholesaler. 

Mr. Redmon succeeds John 
Hawk, who has been trans- 
ferred to the plumbing and 
heating sales department. 


CHARLES REDMON 


Bostwick-Braun Buys 
Added Warehouse Space 


Bostwick-Braun Co., whole- 
saler at Toledo, Ohio, has 
purchased a new warehouse 
building that adds 100,000 
sq ft to storage space. 

This is the firm’s fourth 
warehouse. It increases total 
capacity by about 25 per- 


service “increasing demand 
from dealers and industry 
throughout Ohio, Michigan, 
and Indiana,” the firm said. 


Supplee-Biddle-Steltz 
Promotes Whelan, Craig 


David J. Whelan, Jr., and 
Harold J. Craig have been 
promoted by Supplee-Biddle- 


DAVID J. WHELAN, JR. 


HAROLD J. CRAIG 


Steltz Co., Philadelphia 
wholesaler. 

Mr. Whelan has _ been 
named buyer of fasteners, 
builders’ hardware, insecti- 
cides, and sundries and glues. 
He joined the company in 
1938, and was most recently 
claim manager. 

Mr. Craig has succeeded 
Mr. Whelan as claim man- 
ager. He is a 35-year veteran 
at Supplee, in traffic, ac- 
counting, sales, and claim 
departments. 





DEALER BRIEFS: 





North Carolina Retailer Opens 7th Store; 
Maine Dealer Will Quadruple Store Space 


Winston - Salem, N. C.— 
Lowe’s Hardware, Inc., of 
North Wilkesboro, N. C., re- 
cently opened a branch store 


LINDSEY B. WILLIAMS 


here, called Lowe’s Winston- 
Salem Hardware, Inc. The 
new store, with 4,000 sq ft 
of floor space specializes in 
bulk hardgoods lines for the 
home. Store has about 25 
employees, about half of 
whom were transferred in 
from six other stores in the 
Lowe’s group. Lindsey B. 
Williams, former Lowe’s 
manager of outside retail 
sales, has been promoted to 
manager of the new outlet. 


Augusta, Me. — Augusta 
Hardware’s new $126,000, 
three-floor store is expected 
to be open for business be- 

(Continued on page 226) 
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Washington Forge Elects 
Coakley Vice - President 


James Coakley has re- 
joined Washington Forge, 
Inc., Englishtown, N. J., fol- 
lowing his election as execu- 
tive vice-president and gen- 
eral manager. 

Mr. Coakley has previously 
been sales manager of Wash- 





JAMES COAKLEY 


ington Forge, and, most re- 
cently, a division head of 
Ekeo Products Corp. 


Werner Appoints Peters 
To Top Sales Position 


William H. Peters . has 
been appointed products di- 
vision manager of R. D. 
Werner Co., New York City. 

Mr. Peters will direct the 
company’s sales from. the 
New York sales office. He 
was general sales manager 
of Brown Products Corp. 





WILLIAM H. PETERS 


Basic Stock List And Inventory Control Are Features Of Lawn, 
Garden Tool Sales Plan. Study Shows 95 Items Make 80% Of Sales 


Have the right items in 
stock at the right time, at the 
right price and display them 
where customers can find 
them. 

That, according to chain 
store merchandising author- 
ities, is the key to making 
money selling hard goods. 
Experience has proved that 
this method also works in 
hardware stores. 

A merchandising program 
for dealer use, built around 
these key selling elements, 
has been developed by True 
Temper Corp., Cleveland. 

This program is designed 
to aid dealers make more 
profit selling lawn and gar- 
den tools. Called the “Tool- 
Up Time Merchandising Pro- 
gram,” it consists of three 

ajor parts. These are: 

(1) A basic stock list and 
inventory control system. 

(2) More effective display 
methods. 

(3) Better promotion tech- 
niques. 

The first part of this pro- 
gram, recently unveiled by 
Ray T. Gutz, True Temper 
vice-president, is now being 
made available to dealers. 
The other sections will be 
introduced later. 

The first part, which in- 
cludes the basic stock list, is 
being presented in the form 
of an “In-Stock Planner.” 
Heart of this planner is a 
basic stock list of 95 items 
which account for 80 percent 
of the average dealers lawn 
and garden tool sales. 


50 basic-basic items 


These 95 items are broken 
down into 50 _ basic-basic 
items which every store 
should stock, and 45 basic- 
optional items which are big 
sellers, but are not as im- 
portant as the basic-basic 
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items. Space is allowed on 
the stock list for a dealer to 
add items not on the list, but 
which are good sellers in his 
area. 

These sheets give the item 
name, pack, dealer cost and 
suggested retail, and contain 
spaces for stock counts, re- 
cording purchases and not- 
ing sales for the current sea- 
son, the preceding season, 
etc. 


Gives lower buying cost 


In addition to providing 
dealers with a simple, ef- 
fective means of controlling 
their inventory of the basic 
items, the sheets also are a 
means of making intelligent 
estimates for advance pur- 
chases for the next season. 

This phase of the program 


is important for several rea- 
sons. It assures the dealer 
that he will have the right 
kind of merchandise, in sen- 
sible quantities, on hand 
when the season opens. It 
also gives him a lower buy- 
ing cost when he buys fu- 
tures, and helps the factory 
produce in an orderly fash- 
ion. 

Price tickets for each item 
on the stock list are also in- 
cluded. 


“We are convinced,” Mr. 
Gutz told HARDWARE AGE, 
“on the basis of many years’ 
study, that this stock planner 
gives dealers an _ effective 
method of adapting chain 
methods to hardware stores. 
It will enable dealers to make 
a maximum profit selling 
lawn and garden tools.” 

(Continued on page 219) 





Two typical sheets from the basic stock list and inventory 


control forms. Items 


starred(*) are basic-basic 


items; 


others are basic-optional items. 
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j > 
New 12 oz. ca 
and pint 


quart and 


roheRiselsmeaels 


Versatile QUIXOL?® is loaded 
with sales appeal — it does so 
many jobs so well. And it’s 
a superior water-free shellac 
thinner and solvent. 


What’s more — QUIXOL’s 
modern, convenient, factory- 
packaging saves spillage, 
evaporation losses and exces- 
sive handling costs that go 


COMMERCIAL SOLVENTS CORPORATION, Specialties Department 
260 Madison Avenue, New York 16, N. Y. 


Please send free folder on [| QUIXOL and [ |] QUAKERSOL 


and the name of my nearest supplier. 


Firm Name 
Address 


We are a [| Retail Dealer [] Wholesale Distributor 


with old-style bulk solvents. 


Plan now to get your share of 
the repeat business and extra 
profits enjoyed by QUIXOL 
dealers! Specify versatile 
QUIXOL on your next order! 


And don’t forget QUAKER- | 
SOL®, the shellac thinner 


that builds business, another 
CSC top quality product. 

















" 
| 
| 
| | 
| 
| 
| 
| 

J 


Offer your customers the most gorgeous colors 
that ever transformed a woman's table. 
Then realize this smartly styled, modern 
dinnerware lasts and lasts. . . virtually 
unbreakable . . . beauty undimmed . . . safe in 
hottest water, even in the dishwasher. 


SEE US AT BOOTH 423-4 
NEW YORK COLISEUM 





PROLON DIVISION, PRO-PHY-LAC-TIC BRUSH CO. 
Florence, Mass. 
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Features Of Lawn And 
Garden Tool Sales Plan 


(Continued from page 217) 

The True Temper program 
has been under study for 
several years. The services 
of Cosgrave & Associates, 
hardware merchandising con- 
sultant, were used in per- 
fecting the program. Then 
the plan was checked with a 
number of wholesalers, and 
finally was field tested at the 
dealer level to work out all 
the bugs. 

The 95 items on the basic 
stock list, according to True 
Temper’s investigations, rep- 
resents the heart of a profit- 
able lawn and garden tool de- 
partment. These 95 items 
represent only 20 percent of 
the items in the full True 
Temper lawn and garden tool 
line. 


McClung Offers Tribute 
With "Ed Barkley Days” 


Ed Barkley is in his 53rd 
straight year with C. M. Mc- 
Clung & Co., wholesaler at 
Knoxville, Tenn. And that 
firm is honoring him cur- 
rently in a most unusual 
way. 

Salesmen calling on the 
trade for McClung are offer- 
ing “Ed Barkley Days” spe- 
cials on merchandise all 
through October. 

Mr. Barkley joined the 


_————News of the Trade— — 









wholesaler in 1905. He 
worked his way steadily up 
the ladder until he became 
president of the company in 
1940. He was president and 
treasurer until 1945. 

In 1945, Mr. Barkley asked 
to be relieved of his high 
offices because of a health 
condition. He has since been 
secretary and, later, assis- 
tant secretary. His health 
recovery in that time has 
been remarkable, the firm 
said. 





MAURICE A. BONOMO 


Noma Division Names 
Bonomo Sales Manager 


Maurice A. Bonomo has 
been promoted to national 
sales manager of the Noma 
Spray Underground Lawn 
Sprinkler Div., Noma Lites, 
Inc., New York City. 

Mr. Bonomo has been with 
Noma for 18 years. 





gh 






> 


4 
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Paint Salesmen Meet To Talk Shop 


About 150 members and guests turned out recently to hear 
a panel discussion on paint selling and sales personnel re- 
cruitment, sponsored by the Save the Surface Salesman’s 
Club. Meeting was held in Philadelphia. Panel members 
were: Horace S. Felton, Sr., president of Felton, Sibley and 
Co.; Dan Healy, vice-president of Spencer Kellogg and Sons; 
William Marsh, assistant manager of Pittsburgh Plate Glass 
Co.; Arnold Stroud trade sales manager of E. |. du Pont 
de Nemours and Co.; Byron F. Swackhamer, vice-president 
of Coatings Research Group; and panel moderator, E. Paul 
Huninger, a marketing and distribution consultant. 
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| TODAY'S TREND TO 











3 


: . At 2 


means extra sales... 





pilus profits when you 
stock the 


Ps 


si 


aa 


| the (abulout 


FIRST-COATER 


“Seals thirsty wood" 


@ gives the /ightest color 
possible in a natural 
finish essecccce p> 


@ protects bare wood 
against smudging 


seals out pitchand rosin 


controls stain penetra- 
tion 


e makes a// top coats 
apply easier, look bet- 
ter, last longer 


FABULON © 
me fabulous wood 
floor finish 
“twin” of a 


famous bowling- 
alley finish; 
NEVER NEEDS 
WAXING OR 
SCRUBBING 











PRYME™ 


















WITH PRYME ‘ats 
pe : OE stip ee 


NO PRYME 


With PRYME, your customers get a better finish 
-.- you get a bigger sale, because every bare 
wood surface is a prospect for PRYME. 


FABULOY “ 
the fabulous 

Resin ““X"’ finish 
... Clear High 
Gloss, and Clear 
Satin... Preferred 
to varnish for 

all natural wood 
finishing 


FREE SALES AIDS GALORE... literature, window 
banners, posters, embiems, demonstration panels. 
NATIONALLY ADVERTISED ...FULL-PAGE ADS IN 

“LIVING for Young Homemakers". 


Phone your distributor today, or write... 


PIERCE & STEVENS CHEMICAL CORP. 
ag 710 Ohio St., Dept. HA-6, Buffalo, N. Y. 


“A Good Line to Handle” 


(;RIFFIN 


¥ 
apis Mera oe 
af i 
Sop OSs Z 
F %9 V5 2 
¥ -_ > S 
x sue 
. 4 
Sy 3 Sapte 
| 
. 


‘ 1 
; ce 


a. 


Cat. #BB197 ~~ 


Template Butts, Button Tips 
with permanently attached Bearings 


Wrought Steel Butts 
Cat. #R240 


You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.” 
Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS=—Order by the 
carton of individual carded items. 


GRIFFIN’ 


“since 1899” 
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GERARD W. BROOKS 


Top Officers Elected 
At South Bend Tackle 


Three top executives have 
been elected at South Bend 
Tackle Co., South Bend, Ind. 

Gerard W. Brooks has 
been elected president, suc- 
ceeding W. H. Martindill 
who has resigned. 


News of the Trade 





Cc. A. WALLACE 


C. A. Wallace, former field 
sales manager, has _ been 
elected vice-president in 
charge of sales, replacing 
Mr. Brooks. Lloyd W. Mur- 
ray has been elected treas- 
urer, and continues as as- 
sistant secretary of the com- 
pany. 











JAMES D. CLEMINSHAW 


Cleminshaw Is Carlon 
Divisional Manager 


James D. Cleminshaw has 


| been appointed general man- 
ager of the Custom Extru- 
| sion Div., 
| Corp., Cleveland. 


Carlon Products 


Mr. Cleminshaw has been 
on Carlon’s western sales 
staff since 1952. 


Butcher Names Market- 
ing and Sales Executives 


Butcher Polish Co., Bos- 
ton, has named Alvan R. Al- 
ley marketing manager, and 
Joseph A. Markell as na- 
tional sales manager. 


Mr. Alley formerly headed 
the sales department. Mr. 
Markell is the former presi- 
dent of Butcher-Markell 
Sales Co., Inc. 


Diamond Alkali Names 
Raedel Sales Manager 


Fredrik H. Raedel, Jr., 
has been named sales man- 
ager for consumer products, 
Diamond Alkali Co., Cleve- 
land. 


Mr. Raedel has been mar- 
keting counselor for several 
leading chemical manufac- 
turers. 





FAST SELLERS 


JUST WATCH 
THE WORLD’S 
BEST Tenite-Aluminum 


EXPANSION 
SHIELDS 
MOVE OFF 


PORE EE 
a — See Us at 


Booth 356 
National 
Hdwe. Show 


a 
° 


™ YOUR COUNTER 


FIVE SIZES: 


for No. 4 Screw 


to % Lag 


SEE your wholesaler 
Write: Dept. HA-1 


MANUFACTURING CO. ERIE, PA. | JORDAN INDUSTRIES, INC., 2751 N. W. 75th STREET, MIAMI 47, FLA, 
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The KEIL No.1 


Automatically 


DUPLICATES 
CYLINDER KEYS 





















ADDED STRENGTH 
RIGIDITY and 
UNIFORMITY 


WRIGHTWELD HARDWARE 
CLOTH. Added strength, rigid- 
ity, uniformity. Flat wire selvage 
permanently welded to each 
filler wire. Hard drawn wire 
replacing customary annealed 
wire. Heavily galvanized after 
weaving. A major advance in | 
the wire cloth industry. Sizes 
2x2, 3x3, 4x4. 


G. F. WRIGHT STEEL & WIRE CO. 


234 Stafford St. © Worcester, Mass. 
































AIR VOLUME 



























CONTROL roe 
® 
ELIMINATES 
WATER-LOGGED TANKS This is a real 
* Fits all tank sizes through 82 gals. 
* For use with all shallow well and money-maker for you. 
deep well jet pumps. ° ° . 
ie icdecislailion it will bring new business 
%* Easy to install. to your store. 


Now you can put this amazing air vol- 


service. No diaphragms. ‘No weatng | LED US TELL YOU ABOUT IT 
parts. One control fits all popular tank 
ora se gee Dane be MAIL COUPON TODAY! 
more than ordinary controls. Packaged x —— a = = = = = =: GS a am 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


complete with necessary tube and fit- 
tings. See your wholesaler or write: 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 


Name___— 


= STA-RITE PRODUCTS, INC. eee 
101 S. 8th St., Delavan, Wisconsin Address 

Sales Offices and Factories at: 
Chamblee, Ga. e Los Angeles, Calif. 


Hialeah, Fia. e Dayton, Ohio City State. 
In Canada: Sta-Rite Pumps (Canada) Ltd., Ajax, Ontario 
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Hh 
One Good 


Line 


—PARKER 


HACK SAWS 


ALL You Need... 








. . . to pull in the hack saw frame 





business in your trading area, to satisfy 
every one of your customers and 


to make a good profit. 


Parker’s style and price ranges are 


complete: 


Pistol Grip Tubular 
Butcher Type Keyhole 


from 66¢ to $2.50 


The progressive distributor in your 
area can supply you. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS.,; VU. S.A. 
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Year's Gain, Progress 


Wheeler & Williams Hard- 
ware Co., distributors at 
Ashland, Ky., reports a 10 
percent sales increase for the 
fiscal year ending July 31. 
It was “due primarily to the 
wonderful cooperation we got 
from manufacturers and 
dealers,” the firm said. 

Firm also reported a sur- 
vey in progress pursuant to 
installing conveyors through- 
out its buildings, to speed up 
car unloading and order 
filling. 


Buffalo Bolt Appoints 
Miller President's Aide 


Karl L. Miller has been 
appointed assistant to presi- 
dent C. Neal Turner of Buf- 
falo Bolt Div., Buffalo- 
Eclipse Corp., North Tona- 
wanda, N. Y. 

Mr. Miller joined the firm 
in 1940 as a salesman and 
held various positions until 


KARL L. MILLER 


1954. In 1954 he became 
Chicago regional sales man- 
ager for Columbus McKinnon 
Chain Corp. 


News of the Trade 
_ Wheeler & Williams List 





WARREN W. E. THRUN 


Bolens Appoints Thrun 
Merchandise Manager 


Warren W. E. Thrun has 
been promoted to merchan- 
dise manager of rotary till- 
ers and power mowers of Bo- 
lens Products Div., Food Ma- 
chinery and Chemical Corp., 
Port Washington, Wis. 

Mr. Thrun joined the firm 
in 1955 as advertising man- 
ager. He has been succeeded 
in this position by R. Rich- 
ard Moran, Jr., former as- 
sistant advertising manager. 
Mr. Moran’s new assistant is 
Jerome Stumbras. 


Free Parking Stamps 
New Lure For Traffic 


Downtown merchants in 
Fort Wayne, Ind., have a 
new gimmick to keep in-town 
shoppers coming back. These 
merchants give away special 
stamps which are used to 
defray parking fees. 

Shoppers get a five-cent 
stamp with each $2 purchase 
up to a 50-cent—or $20 pur- 
chase—limit. Parking lot 
operators redeem their 
stamps from a fund sup- 
ported by the merchants. 











STAIR TREAD 





CORRUGATED 
CARPET-LIKE 


New Tile Treads 


All weights—All sizes 
Solid or Marble Colors 
Curved Nose or Full Riser 


Headquarters 


You are always a step 
ahead with the CROWN 
Line. 


Contact your wholesaler or write 
directly to: 


RUBBER COMPANY 


Fremont, Ohio 
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FISHERMA 
LANTERN 


See it 

advertised 
in 

SPORTS AFIELD, 

OUTDOOR LIFE, 


FIELD & STREAM 





LANT 


Easy to Carry — An 








| FISHERMANS 


chased before Dec. 31, 


Boxed with each Lantern pur- 





More fishing fun means 
MORE PROFITS FOR YOU! 


A TOP PRODUCT BACKED BY 
NATIONAL ADVERTISING 


plus a sales-closing 


1957, will be 


-¢ a Fisherman’s Waterproof Case - 


k p nsemutse | A REAL GIFT 


ywhere 


. The perfect 
| present for $439 
a fisherman! 


just the thing for licenses, matches 
and currency — it floats — IT’S FREE! 


ITEM! 


(Suggested 
retail price — 
less battery) 


The Lantern Every Fisherman Wants 


Because it’s easy to carry! Fits in a tackle box! Square 
case can’t roll away from you-—and the. long-life 
lantern battery is good for weeks, not just hours! 


@ Powerful spot beam! 
@ Rustproofed finish! 
@ Trim, tu-tone color! 


e Adjustable head! 
e Pre-focused bulb! 
e Fully guaranteed! 


ORDER FROM YOUR JOBBER OR WRITE 


JUSTRITE MFG. CO. 
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the brightest name in lights 


JUSTRITE — 





Chicago 14, Illinois Dept. AD-10 









Tell Your Customers .. . 
Theres NOTHING Sust Like 


H. FORSBERS 


COMPANY 
Cle eveliend 14, One 


BOND “ 











Masonite 
Cement 

Cinder Block 
Masonry 

Wall Board 
Plywood 
Plaster 

Stucco 
Vermiculite 
Porch Fioors 
Bamboo Furniture 
Lawn Furniture 
Window Sills 
Tropical Rugs 
Wicker Furniture 
Reed Furniture 
Steel 

Iron 

Tin 

Aluminum 
Galvanneal 
Galvanized 
Neon Tubing 
Brass 

Cadmium Coated 
Chrome Plated 
Downspouts 
Gutters 
Copper 

Glass 

Glass Tile 





Magnesium 
Porcelain 
Rubber Tile 

Zinc Coated 
Phenolic Plastics 
Swimming Pools 
Fiberglas 

Boats 

















| GEM FLASH Bony | You Can 
| is being used successfully as Confidently 
| a and Under. Recommend 


X-l-M FLASH BOND 

as the Ideal Primer, 
Sealer and Bonding 

coat for every painting 
operation on most 

any surface. 

Don't consider 

X-|-M FLASH BOND as 

“just another primer’ 

_its ina 

class by itself— 

has been for over 20 years. 
Next time any customer 
asks you for something 
that will make paint “stick” 
.. that will prevent and 
stop the progressive 
action of rust .. . 

that will stop Peeling, 
Popping, Blistering 

or Hot Spots— 
Confidently Recommend 
X-|-M FLASH BOND! 


PROVEN IN THE FIELD FOR MORE THAN 20 YEARS! 


You'll want to know all about X-l-M FLASH BOND. what it can do, how it 
fits in with your line. 

















See Us In Booth No. 336 
National Hardware Show 


H. FORSBERG COMPANY 


5107 LAKESIDE AVE. 
CLEVELAND 14, OHIO 











* HANDI-BRACKETS 


The HOT, NEW hardware item 
every handy man needs 


and will BUY! 


For countless uses by home 
handy men, shop mechanics, 
maintenance crew, and on every 
farm—here are those often 
needed but never before avail- 
able bracket shapes for 
MOUNTING 
BRACING 
HOLDING 
SPACING 


“ffs | 
Handi: Mon, 
World 





News of the Trade 








NEWS OF 


MANUFACTURERS AGENTS 


Krylon, Inc., Norristown, 
Pa., has named E. J. Herter, 
Jr., to service western Penn- 
sylvania, northwest Mary- 
land, and West Virginia 
hardware and automotive 
accounts. Mr. Herter also 
covers the automotive trade 
only, in Ohio and Kentucky. 


v 


its sales representative for 
the Southeastern states. 
James H. Hoskins, former 
Southern District sales su- 
pervisor for Diamond Black 
Leaf has joined S & §S to 
head up the Southeastern 
District. His headquarters 
are 495 Lynn Lane Decatur, 


Ga. 
v 


Diamond Black Leaf Co., 
Cleveland, has appointed 
S & S Sales Co., Dallas, as 


12 most useful 
shapes and sizes 
from %” to 4”. 
Cold rolled steel, 
zinc plated after 
forming. Plastic 
“blister” packages 
for protection and 
terrific eye appeal. 


Ace Products Co., Chal- 
font, Pa., has named Miller 
Associates its representative 
to cover Michigan and Tole- 
do, Ohio. John E. Rech will 
represent the firm in the 
other parts of Ohio. 

v 


Simonsen Industries, Inc., 
Chicago, has named Allan 
Fisher & Associates to cover 
wholesalers in California, 
Nevada, Arizona, Utah, and 
Colorado. It also named Jim 
Dooley & Son to represent 
Simonsen wholesalers in 
Ohio, Indiana, Michigan, and 
Kentucky. 


"7 


All 12 shapes and sizes strik- 
ingly displayed on 17” x 24” 
self selling board. 


- , shane 
For other poate. packs 
and starter assortments 


see your jobber or write: 


MERIT PRODUCTS COMPANY 
4256 Minmore Drive, Cincinnati 17, Ohio « Phone PLaza 1-0093 





JAMES H. HOSKINS 





FREE GILBERT PROMOTION KIT 


HARD SELLING 
NEWSPAPER 

AD MATS 

PROOFS INCLUDED 
IN PROMOTION KIT 


20- 60-SECOND 


aS TV SPOTS — FULL 


2 @DETAILS IN PRO- 
ae eS MOTION KIT 
ANI 


“GILBERT” * 


ANNOUNCEMENTS 
10- 20- 60-SECOND 
SPOTS INCLUDED 

IN PROMOTION KIT 


FULL COLOR 
STORE POSTERS 
DETAILS IN 
PROMOTION KIT 


send for your kit — today! 


<i) c 3 











Advertising Department 202 
The A. C. GILBERT CO. 


New Haven, Conn. 


ACTION 
DISPLAYS 
(ORDERS ACCEPTED 
ONLY THRU 
a OCTOBER) 
f DETAILS IN 
' PROMOTION KIT 


Send me my Gilbert Toy Promotion Kit. 


NAME 
ADDRESS 
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IT CAN TAKE A BEATING AND KEEP ON HEATING! 





Cash in on ene snowballing Seon tor Line-O-Heat . . the 
largest-selling heating tape in the world! Line-O-Heat sells 
best because it’s made ody Easy to install, efficient and 
economical . . . costs as little as a penny a day to use! And 
Line-O-Heat is backed by extensive national advertising and 
free advertising and merchandising aids. Line-O-Heat is avail- 
able in nine sizes from 3’ to 80’ for use on 110-120 VAC service. 


Write for Complete Information 


™ §MITH-GATES ~- 


FARMINGTON, CONN, 



























Champior SPRINKLERS 





LIST PRICE 


$580 
$30 
$116 


ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 3%4"" pipe 


é UNION VALVE (Non-Union $2.80) ¢ 


Swivel seat for long life, %4"’ pipe 


POP-UP SPRINKLER HEAD 


Pops up 112” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 


ws 





eo 
les 


o 


R 


ho 





OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CApitol 1-2108 
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REVOLVING 
TOOL DISPLAY 











we 


#ARTD 


Here’s an offer that’s bound to make money for you.. 
a handsome revolving display rack with proven selec- 
tion of quality Ames tools to increase impulse sales. 
Sturdy all-metal unit (16” narrow and 23” low) shows 
36 Ames chrome-ferruled, Burntcote-handled tools to 
add striking beauty to any counter. 








CONSUMER TESTED TOOL ASSORTMENT 


8 Regular Trowels (AT) 3 Weeders (ALW) 

6 Transplanting Trowels (ATT) 3 Cultivator Hoes (AH2) 
5 Spading Forks (ASF) 3 Weeding Hoes (AWH) 
5 Cultivators (AC3) 3 Hand Rakes (ARS) 


36 Tools—Retail Value $28.44 
Revolving Display Unit — 4.00 
VALUE TO YOU $32.44 
YOU PAY ONLY $19.08 
0. AMES CO. 


PARKERSBURG, 


WEST VIRGINIA CAMES) 


Ames also manufactures the famous Ames Maid metal household 








furniture and the new line of Ames-Aire casual furniture 
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Weigh General Floorcratt’s 
New 2-way PROFIT plan! 




















More floor machines are 
being rented and sold than 
ever before! To help you get 
your share of this business, 
GENERAL — Quality Floor 
Machine Specialists Since 
1930 — has developed a 
new Hardware Store 2-Way 
Profit Plan which really 
works! 


When you rent Maintenance- 
free GENERALS, you’re sure 
of customer satisfaction. 
When you sell Nationally 
Advertised GENERALS, you 
sell Quality, Versatility, Com- 
pleteness of Equipment. (No 
“stripped-down” models!) 2 
ways, you make a LONG 
profit... the industry’s 
biggest. 


GENERAL KL 


Dyna-Craft 13” Midweight 


POLISHES e SCRUBS 
STEEL WOOLS e@ WAXES 
BUFFS 


Easy to carry ... simple to 
operate . . quiet . . rugged. 
Beautifully streamlined in 
chrome and polished alu- 
minum. Maintenance - free 
Ys HP heavy duty motor. 


Also TWIN-1 6B—for larger 
home, offices, stores, efc. 
TWIN~12A —for homes. 
Rug Cleaner Kit available. 


A GENERAL 
RENT & SELL DEPT 
RETURNS BIG MARK-UP 
REQUIRES LITTLE SPACE! 


General FLOORCRAFT, INC. 


421 Hudson St., New York 14, N. Y. 


Established 1930 


World's Most Complete Line of Industrial and Household 
Floor Maintenance Machines and Vacuums 


All Sizes for All Types of Floors — Made by Floor Machine Specialists 








For Details 








of 2-Way 
Profit 


Buyer's Nome 





Plan 


* WHOLESALERS Attention! A limited number of choice 
territories cre open. 





Mail this coupon for details. 


_ fore the first snow flies. 








(Continued from page 216) 
The 
store, now operating in its 


old 2500 sq ft quarters on 


for reopening 


Waters St., should be ready 
in the new 
building by Dec. 1. The firm 
will add housewares and 
sporting goods departments. 


_ It also plans expansion of all 


hardware, plumbing, heating, 
and electrical departments. 
Salesrooms will fill the 
73 x 155 ft first floor in the 


| new building. Upper floors 


will handle offices and stor- 
age areas. The larger store 
will have parking space, air 
conditioning, and a_ stock 
elevator. 


Shickshinny, Pa.—Allen C. 
Woodworth has sold his J. D. 
Woodworth’s Hardware at 
19 N. Main St. to Harry 
McClure. Mr. Woodworth 
suffered a sudden illness, 


| which caused him to sell his 


60-year-old store. 


La Plata, Mo.—Johnston’s 
Hardware store has been 
purchased by Albert E. 
Bockenfeld formerly of 
veney Ill. Mr. Bockenfeld 

has been with Peerless Pump 
Div. Food Machinery Corp. 


| for the past 28 years. The 90 


year old store was founded 
by former owner Lowell 
Johnston’s grandfather. 


Port Jefferson, N. Y.—The 


| Black Stallion hardware and 
_ unpainted furniture store on 
_ East Main St., held its grand 


opening recently with pro- 


_prietor David Alleman offi- 


ciating. Mr. Alleman also 
operates Port Hardware 


| store on Main St. 


~News of the Trade 
DEALER BRIEFS: 





3M Promotes May To 
Resale Products Post 


Robert J. May has been as- 
signed responsibility for the 
sales of all resale products 
distributed by the _ retail 
trades tape division, Minne- 
sota Mining & Manufactur- 
ing Co., St. Paul, Minn. He 
formerly handled grocery 
trades in the division. 

Mr. May joined 3M as a 
tape salesman in 1947 and 
later spent seven years as 
divisional sales manager at 
the St. Paul branch office. 


Borden Promotes Hoth 
To Manage New Section 


L. George Hoth has been 
named merchandise manager 
of a newly-created section of 
the consumer products de- 
partment, Chemical Div., the 
Borden Co., New York City. 

Mr. Hoth, former assistant 
sales manager for adhesives, 
will be assisted by Martin F. 
Cody. 

New section was created 
to correlate merchandising 
and sales promotion for Bor- 
den’s products for home 
handymen, the firm said. 


Buyers Of The Year 


Lester Dahm, Central 
Hardware Co., St. Louis, 
Mo., Don Stewart, Gamble- 
Skogmo, Minneapolis, Minn., 
and Larry E. Manke, Coast 
To Coast Stores, Minne- 
apolis, Minn., were each 
named a Buyer Of The Year 
by exhibitors at the Inde- 
pendent Hardware Exhibit, 
Inc. Awards will be made 
at the show to be held Oct. 
13-17 at the Hotel Empire 
in New York City. 








NEW! 


.-for profits! 
wt BES; 4 
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O 


SPORT 
COOLER 


* Big, 4-gal. size! 


* Rustproof, chip-proo}, $4 295 


ight-weight! 
* Fiberglas insulated 
to kee 
cold for 24 hours! 


retail ~ 


a dozen drinks «x Six colors! 


THE PLAS-TEX CORP. Los Angeles 64, Calif. 
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SOUTH BEND TOY 


-—the fastest 
selling line in 











the industry 


... the best selection 
... Smartest styling 


| see finest quality! 





Step ahead and keep ahead of competition with 
South Bend Toy, the one toy manufacturer with an 


84 year record for fine quality and smart, fast-selling 


styling. One source for doll carriages, strollers, chil- 
dren’s furniture, toy chests and croquet sets. 


LeMaalelel it 
$7.95 to $19.95 
retail 





SALES OFFICES 











East —1107 Broadway, New York. | 
Midwest — South Bend, Indiana. 
South— 3rd National Bank Building, Nashville, Tenn. | 
Denver & Pacific N.W.—2840 West 93rd St., Seattle 7, Wash, ' 
Calif. & S.W.—2330 W. 3rd St., Los Angeles 57, Calif. 
Canada — Toronto, Ontario. 


Sold by the most successful stores everywhere for 83 years! 














SOUTH BEND TOY 
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MOTORS 
HERE'S WHY!.. 


@ Exclusive Design 
Features 


@ Complete Line 
@ Self-Selling Motor Display 


@® Motor Tags, Highlighting 
Motor Features 


@ National Advertising 


= Free Motor Selector Guide 


This unique “silent salesman” tells 
customer instantly the motor he needs 

. . eliminates indecision, stimulates 
customer to buy now. The most ef- 
fective motor sales aid ever devised. 








ad 


Use This Convenient Coupon To Order 
Your Free Motor Selector Guide Today 


ad 


--------- 


ST. LOUIS 21, MO. 


Em erson | tend me hy MOTOR SELECTOR GUIDE at no 
Electric 


' THE EMERSON ELECTRIC MFG. CO., Dept, M- 143 





a NAME 

Ae 4 © 6 s : 
j COMPANY : 
| a... 


of St. Louis Since 1890 © cy ....... ZONE... STATE 
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For easy Christmas sales- 
SMART, NEW 


Cinderella Bowl Set 
by PYREX 


@ For the high-traffic Christmas season, you want 
the gift item that sells itself—through its own 
instant appeal and obvious advantages. Here’s a 
fast-moving gift that fits the bill exactly! 








® Each bow! has handle 
for safe carrying—spout 
for easy pouring. 


® Beautiful, new shape— 
choice of smart colors and 
attractive patterns. 


© All four bowls nest to 

Ss. GS save shelf space, no matter 
——— how handles are turned. 

© They’re ideal for mixing, 
baking, serving, storing. 


i... 


— This Set is Our Featured Item 
| In The irha 
FAMILY GIFT CENTER 











@ You can offer these bowls in a choice of smart 
turquoise and white with butterprint pattern, 
pink and white with gooseberry pattern, or 
yellow and black with gooseberry pattern. 
Colors and patterns alternate in each set. Sizes 
are 4 qts., 2}¢ qts., 144 qts., 1% pts. Order from 
your PYREX ware distributor now! 











CORNING GLASS WORKS, CONSUMER PRODUCTS 
DIVISION, CORNING, N. Y. 


VISIT THE CORNIN 
“PYREX™ » G GLASS CENTER, CORNING, N. Y. 
$a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 
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News of the Trade— 














New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


O. Ames Co., Parkersburg, 
W. Va., has appointed a re- 
gional supervisor and two 
district sales managers. 
George Barton is regional 
supervisor for Alabama, 
Mississippi, Louisiana, Okla- 
homa, Texas, and Arkansas. 
He has been with Ames 
since 1924. Roy Vincent is 
district sales manager for 
shovels and steel goods in 
Alabama, Mississippi and 
Louisiana. Gene Dubey has 
been named southwestern 
district sales manager, cov- 
ering Oklahoma, Texas and 
Arkansas. 

Vv 


Landers, Frary & Clark, 
New Britain, Conn., has ap- 
pointed A. S. Reed sales 
manager for the Handy- 
Hannah line of electrical ap- 
pliances in metropolitan New 
York. 

Vv 


Standard Steel & Wire 
Corp., New York City, has 
named Bert Wentworth rep- 
resentative for Standard 
Mark Five industrial and 
marine chains in Maine, Ver- 
mont, New Hampshire, Mas- 
sachusetts, Rhode Island and 
Connecticut. 

v 


Minnesota Paints, Ine., 
has appointed Harold K. 
Hansen as southwest district 
manager in charge of sales. 
His headquarters are at the 
firm’s Dallas plant. Mr. 
Hansen was in the general 
sales department. His terri- 
tory is Texas, Oklahoma, 


Louisiana, Kansas, Arkan- 
sas, Missouri and New Mex- 
ico. 


Vv 

Herculean Appliance Co., 
New York City, has named 
Robert Michaelson as re- 
gional sales manager. He is 
in charge of sales in New 
York, New Jersey, eastern 
Pennsylvania, and the cities 
of Philadelphia, Baltimore 
and Washington. Mr. 
Michaelson was in merchan- 
dising at Mandel Bros., Chi- 
cago. 


Y 
John W. Masury & Son, 
Ince., Baltimore, Md., has 


appointed W. Graham 
Schwartze as Atlantic coast 
sales manager. His respon- 
sibility covers 14 states. Mr. 
Schwartze has a wide back- 
ground in various depart- 
ments at Masury, covering a 
period of 17 years. 
v 

Marble Arms Corp., Glad- 
stone, Mich., has named Mar- 
lin Foderberg as its Midwest 
sales representative. His ter- 
ritory is Iowa, Minnesota, 
Wisconsin, Illinois, Missouri, 
Kansas, Nebraska, South 
Dakota and Oklahoma. Mr. 
Foderberg has been a manu- 
facturer of archery equip- 
ment. 

Vv 

Mastic Tile Corp. of Amer- 
ica, Long Beach Cal., has ap- 
pointed George Scarth of 
Joliet, Ill., representative 
covering the northern Illi- 
nois territory. 








BUY 





AND SELL QUALITY 
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UP Sales and Profits 
in Tinware with 
nationally advertised 


MOULI LINE 





#000 


Christmas Customers 


s-)\ 
6s that’s what 
Mossberg 


is set to deliver to 
Mossherg dealers... 


e22Of more 









KING SIZE 
SALAD MAKER 
SLICES - CHOPS - SHREDS - 


nlp naeer tl fold-away 
legs... won't ch @ save space. 


tedividectly ati In 
multi-color ay car- $498 
ton. RETAILS 


MOULI 


MANUFACTURING CORPORATION 

71 BROADWAY JERSEY CITY 6, N..J : “J in big Christmas merchandising program to 
millions of consumers. We send ’em the 
Mossberg Christmas catalog and say “You'll 
find these at your Mossberg dealer's.” 











EXTRA PROFITS.. 


.NEW CUSTOMERS 





Make Mossberg rifles, shotguns, scope sights 





More Store Traffic — Repeat Sales 


with guaranteed 


KITTY LITTER 


THE RELIABLE, ORIGINAL 
SANITARY LITTER FOR CATS 






¢ Takes place of sand and | | 
sawdust 


* Lasts longer 
e Absorbs offensive odors 
¢ Dries quickly 


In 5, 10, 25 
and 50 Ib. bags. 


28 million cats in U.S. 

present a vast, profitable 

market for cat supplies. LOWE products 

for cats are in popular demand everywhere 
. . offer a long profit margin to dealers. 


LINE UP WITH LOWE’S 


Complete line includes disposable 
trays, catnip toys, scratching posts, 
shampoo, flea powder and many other 
Per Propvucrs Bationally advertised pet items. 








SEND FOR LITERATURE AND PRICES 
Write, Wire or Phone NOW 
DISTRIBUTING CENTERS THROUGHOUT U.S. 


LOWE'S, INC., Dept. 1053, Cassopolis, Mich. 
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and Covey hand trap part of your Christmas 
merchandising and display. 


Load up to get this business. ““You never get 
your game with an empty gun.” 


This Mossberg 
Christmas cat- 
alog offered 
free in these 
consumer mag- 
azines read by 
millions. 





* Outdoor Life 

* Field & Stream 

* Sports Afield 

* True 

* American Rifleman 


* Guns Magazine 

* Fur-Fish-Game 

* Successful Farming 
* Farm Journal 

* Boys’ Life 








O. F. Mossberg & Sons, Inc. 
71610 St. John St., New Haven, Conn. 
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Chicago Wholesaler Saluted By Tribune; 
Full Page Ads Credited For Record Sales 


Ace Hardware Corp., Chi- 
cago wholesaler, has re- 
ceived a salute from the Chi- 
eago Sunday Tribune. 

The Tribune ran a full 
page ad based on a letter it 
received from Ace president 
Richard Hess. 


It also reproduced a sam- 
ple full page Ace ad, run in 
the Tribune in Ace’s continu- 
ing advertising campaign, 
along with a picture of one 
of the Ace stores. 

Ace, with some 270 stores 


in 12 states and 73 in the 
Chicago area, recently re- 
ported the best May sales in 
its 33-year history. 

The full page ads that Ace 
regularly ran in the Sunday 
Tribune were credited large- 
ly for the record sales. 

Featured departments in 
Tribune ads were home, yard, 
and workshop. Paint and 
garden equipment items were 
given the most ad space and 
produced the most sales. 

All 73 Ace Chicagoland 


News of the Trade 





stores were listed in each ad 
by name and address. These 
stores enjoyed “good success” 
with the ads in spite of much 
unseasonably cold late spring 
weather. 





OBITUARIES 








John L. Bruegger 


John L. Bruegger, a re- 
tired former affiliate of 
John Pritzlaff Hardware Co., 
wholesaler, and later co- 
owner and operator of Wa- 
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Here is a major newspaper's tribute to a wholesaler’s 


campaign. 
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aggressive consumer advertising 


tertown (Wis.) Hardware 
Co., died at his Watertown 
home on Aug. 30. He had 
been ill for some time. 


Hugh F. McKnight 


Hugh F. McKnight, 75, 
chairman of the board of 
Samuel McKnight Hardware 
Co., wholesaler of Pitts- 
burgh, Pa., died Sept. 2 in 
Suburban General Hospital, 
Bellevue, Pa. Mr. McKnight 
served as president of the 
firm from 1920 until 1946. 
He had been active in the 
hardware industry for near- 
ly fifty years and was a past 
president of the National Re- 
tail Hardware Association. 


Isaac Black 


Isaac Black, 79, retired 
vice-president and general 
manager of Russell & Erwin 
Div., American Hardware 
Corp., died at his Old Say- 
brook, Conn., home on Sept. 
9. His hardware career be- 
gan in 1894 when he became 
a stock clerk for Marshall- 
Wells Co. He was later a 
buyer for Kelley-How-Thom- 
son Co. Mr. Black joined 
Russell & Erwin in 1917. He 
was appointed general man- 
ager in 1927. From 1928 
until his retirement in 1951, 
Mr. Black served American 
as vice-president in charge 
of the R & E division. He 
was a board member from 
1932 until 1955. 


Albert E. Ewing 


Albert E. Ewing, 86, for- 
mer owner and president of 
Miller Hardware Co., later 
called A. E. Ewing Co., 
Olean, N. Y., died Aug. 9 
following a long illness. Mr. 
Ewing joined Miller Hard- 
ware in 1898. He later bought 
out the Miller interest, and 
became president and trea- 
surer of the firm. Following 
a major fire, Mr. Ewing re- 
built the store under his own 
name. When he retired and 
closed the company’s doors 
in 1954, his store was a 
four-floor operation. 


Theodore F. Vaida 


Theodore F. Vaida, 61, 
president and founder of 
Exact Level and Tool Mfg. 
Co., High Bridge, N. J., died 
suddenly of a heart attack 
at his office, Aug. 25. Mr. 
Vaida founded his firm in 
1929. 
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A report in pictures of events in the 





HA Photo Angles 


Warner Hardware Co., Minneapolis, has launched this was 
mobile display as a sales aid for dealers who sell lumber. 
The firm services dealers in Minnesota, Wisconsin, North 
and South Dakota, and lowa. The 16 ft trailer will be 
used by each salesman in his territory and will be 
available for dealer use. 


WHOLESALE DIVISION | 
MINNEAPOLIS ce 


A three-day sales meeting was held recently by the Tool Division of O. Ames Co., at its headquarters in Parkersburg, 
W. Va. Ames salesmen from all over the country attended the sessions which featured previews of advertising and selling 
plans and a banquet at the Parkersburg Country Club. 


Walter H. Allen Co., dealer owned wholesaler of Dallas, held its annual merchandise show and 23rd stockholders’ meeting 
Sept. 9-10 at the Baker Hotel in Dallas. There were 135 colorful displays on view for the representatives of 185 stores. 
Stockholders were informed that 68 new stockholder accounts were added in the past 12 months. 
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Classified Opportunities Section 





Representatives Wanted 








HOSE © SPRINKLERS © SPRAYS 


Salesman wanted, calling on 
retailers and jobbers, trades 
of all descriptions. The most 
complete line of its kind. Com- 
mission bases. 


Address Box 1004, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 36, Pa. 











CABINET HARDWARE 


Manufacturers representatives wanted for the 
most competitive line of quality colonial hard- 
ware, cabinet pulls, etc. Many territories open. 
Indicate trade covered, present lines and terri- 
tory. This ad known to our people. 


Address Box 92!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line pure Chinese Bristle Brushes plus gen- 
eral line for better paint and hardware stores 
lumber yards and industrials. Immediate de- 
livery. Protected territories. Liberal commission. 


Address Box 1000, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


BE YOUR OWN BOSS 
HERE IS AN OPPORTUNITY TO GO 
INTO BUSINESS FOR YOURSELF! 
EXCLUSVE FRANCHISED TERRITORIES 


Open in Westchester, Putnam, Dutchess Coun- 
ties, N. Y.—Albany, Troy, Schenectady, New 
York Area — Southern Connecticut — Detroit — 
Western Va. and Eastern West ig, he 
Eastern Tennessee — Pittsburgh 

Columbus, Dayton and Tolede, pg 
apolis, Indiana. Approximate Investment—Walk- 
in Truck and $3,000. No experience neces- 
sory. We train you. For details write 


SHARON BOLT & SCREW CO., INC. 
Endicott St., Norwood, Mass. 


See us at the National Hardware Show— 
Oct. 14-18, New York. Booths 468B and 469. 











SALESMEN WANTED 


Manufacturer, has excellent item for sales- 
man calling on lumber hardware trade. 
New Item, nothing like it on market. State 
in first letter territories covered and lines 
now handled. 


Fraser Reel & Specialty Company 
Lexington, Michigan 





REPRESENTATIVE WANTED 


We are manufacturers agents and need 
a man to represent us in Illinois and 
Wisconsin on our Tool and Lawn & 
Garden lines. This territory is now 
earning about $10,000.00 and the sur- 
face hasn’t been scratched. Territory 
is exclusive; no house accounts. The 
man we choose must know his way 
around the mail order and jobbing ac- 
counts. All replies kept confidential. 


Address Box 1013, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 
Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


























SALES REPRESENTATIVES Manufacturer 
of attractive ornamental Aluminum giftware 
Hurricane lamps, Switch plates, Planter carts. 
etc. Excellent territories open for salesmen or 


manufacturers agents. Calling on Gift and Hard 


ware stores. Protected territories. 15% commis 
sion, give details, territory covered, lines carried. 
Write Lindell Pattern orks, 2689 So. 10th 


Street, Fresno 25, California. 

GERMAN TOOL MANUFACTURER 
WANTS distributors to import and stock their 
tools for distribution and sale by interested repre- 
sentatives—write Karl H. Wehn-Burg a.d. Wup- 
per Dept. R. D. Germany or Tomart Co., Res. 
Agent 4322 Mt. Vernon Rd., Cedar Rapids, Iowa. 














HICKORY HANDLE REPRESENTATIVES 
—Well established manufacturer of Hickory 
Striking Tool Handles has opening for estab- 
lished commission agents in all of the Rocky 
Mountain and West Coast territory, also the 
states of lowa, Nebraska, Kansas, Missouri, New 
York, Louisiana, Ohio, Michigan and West Vir- 
ginia. Agent must be well established and call. 
ing on Wholesale Hardware, Mill Supply, and 
Industrial Jobbers, every 60 days. Write, giving 


complete information regarding lines handled. 
territory covered, number of accounts called on, 
and how often .accounts covered. Address: Box 


1003, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


REPRESENTATIVES WANTED: Salesmen 
calling on retail hardware stores, paint stores and 
kindred outlets, to sell “J.P.I.’’ Safety LAD-R 
STEPS. Protected territories. Generous commis- 
sions on original and repeat sales. State territory 
Hard- 











covered. JOHNSON PRODUCTS, INC., 
yas P ati 2928 N. College Ave., Indianapolis 
, Ind. 

MANUFACTURERS REPRESENTATIVE 


SLIDING DOOR HARDWARE. A leading 
manufacturer with nationally known complete line 
has active territories available in Wisconsin, Iowa, 
Minnesota and Nebraska and other areas. Expe- 
rienced representatives should contact: John Ster- 
ling Corporation, Richmond, Illinois. 


REPRESENTATIVES WANTED. SALES 
MEN OR SALES ORGANIZATIONS ealling 
ot: RETAIL TRADE, Hardware, Department 
Stores, Electrical and Houseware wanted. Excel- 
lent well established electrical item. Full particu- 
lars first letter as to territory and Lines handled. 
Radiant apenas Limited, 77% Wright Ave., 
Toronto 3 , Canada. 


EXCLU SIVE PROTECTED TE RRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call Address: Box 115. care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


MANUFACTURERS REPRE SENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manu- 
facturer. Excellent commissions. Exclusive terri 
tory now available in most states due, Pleasc 
state type of trade covered and lines carried. 
Address: Box 1008, care of Harpware AGE. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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MANUFACTURERS REPRESENTATIVE 
WANTED for Kentucky, Southern Indiana and 
Tennessee. We manufacture and distribute na 
tionally quality items of molded fiber glass. Good 
potential for a man who can offer thorough com- 
plete coverage of Hardware and Garden Supply 
wholesalers and Department Stores in these 
states. See us at Booth 1026, Natienal Hardware 
Show or write Plastic Products Corporation, 
. ©. Box 857, Cleveland 22, Ohio. 


AGGRESSIVE REPRESENTATIVE 
WANTED in the States of Missouri and Kansas 
for the fast selling MEL-O-FLO JET-AERATOR 
line. See us at the NATIONAL HARDWARE 
SHOW, Booth #521, or write to MELARD 
~ * 432 Austin Place, New York 
55. ms, 4 


“REPRESENTATIVES WANTED” North 
Central and North estern States calling hard- 
ware wholesalers in to sell all steel snow scoops. 
Full commission, a profitable sideline. Write for 
details. Harvey Patry, Mgr. Reliable Snow Scorp, 
1525 Lisbon Street, Lewiston, Maine. 


EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety, and chain stores. Good commission 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 


MANUFACTURERS’ REPRESENTATIVF 
ASSOCIATES wanted fer three tervitories: 
Illinois, Indiana and Wisconsin. To handle profit- 
able power and hand tools, lawn mowers, garden 
tools, toilet seats, and other houseware and hard 
ward items. Address: F. Sonneborn, 6818 N. 
Wayne Avenue, Chicago 26, Illinois. 


WE MANUFACTURE FORGED COLD 
CHISELS, star drills, bull points, ete. and offer 
sledges, crowbars and other dealer items at prices 
that can’t be beat. We need dealer reps for Con. 
necticut, New Jersey and New York City. Ad- 
dress: Box 867, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 
































MANUFACTURER OF HIGH QUALITY 
AND COMPETITIVE LINE of Cabinet Hard. 
ware wishes representation in the following areas: 
Indiana, New York and New Jersey. Our line 
is sold direct to retail lumber dealers, hardware 
stores and kitchen cabinet manufacturers. No iob- 
ber accounts. Please mention lines now handling 
and all particulars in first letter. Address: Box 
929, care of Harpware Acer, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





WANTED—Sales representatives—on commis- 
sion—to sell Nationally known Aluminum 
Cleaner, the only such product to be endorsed 
and recommended by the two leading Aluminum 
Manufacturers for cleaning and protecting alu- 
minum doors, sash, window frames, panels, 
awnings, etc. Has been in use in the industrial 
market for over six years. Many department 


stores and hardware accounts now stock this 
product for consumer use. Some territories still 
open. Write detailed lines handled and trade 
called upon. Write Address: Box 1006, care of 


HarpWarRE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

SALES REPRESENTATIVES WANTED by 
manufacturer of lambswool floor applicators, refill 
pads, polishing bonnets and discs, wash mitts of 
all types, sponges, genuine imported chamois, and 
cleaning pads. We are prime suppliers, with a 
cemplete product line. This is a top quality pro- 
fessional grade of merchandise, competitively 
priced and strongly merchandised. Send a com- 
plete resume with first letter, stating lines now 
carried, exact territory, and exact trade covered. 
Replies confidential. Beverly Manufacturing Co., 
10 Roland St., Boston 29, Mass. 


MANUFACTURERS REPRESENTATIVE 
WANTED for Michigan and Northern Indiana. 
We manufacture and distribute nationally quality 
items of molded fiber glass. Excellent potential 
for a man who can offer thorough, complete cov- 
erage of Hardware and Garden Supply whole- 
salers and Department Stores in this area. See 
us at Booth 1026 National Hardware Show or 
write Plastic Products Corporation, P. O. Box 
857, Cleveland 22, Ohio. 


REPRESENTATIVES WANTED—MANU- 
FACTURER OF NON-SKID rubberized rug 
backing compound, backed with advertising and 
solid promotion program has openings on exclu- 
sive territory basis for successful men with fol- 
lowing among department stores, nections, house- 
wares and hardware retailers. Good repeat sales. 
Cemmission basis. State lines, territory and per- 
sonal data. Testworth Products Corp., Box 797, 
Itasca, Illinois. 


Accounts Wanted 





























Manufacturer's Representatives 


Full coverage of hardware wholesale in 
Ind., Ohio, Mich., and Kentucky. Can 
render reliable aggressive service. Best 
of references available. 


Address Box 930, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














REPUTABLE, INDUSTRIAL SUPPLY 
HOUSE, 40 years in business, has just purchased 
10,000 sq. ft. warehouse near present location. 
Wishes to make contact with Naticnally advertised 
firm who manufacture a comprehensive line of 
products. Would like to make arrangements to 
stock, sell and distribute their products in the 
Kast, either on a consignment basis, exclusive 
state distributorship, or a 10% manufacturer’s 
distributor warehouse arrangement. Lafayette 
Factory .. Mill Supply aoe 233 Lafayette Street, 
Newark, N. J., MA 2 
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ATTENTION 
MANUFACTURERS 


To obtain complete coverage and 
your business in Metropolitan N. Y. ‘ 
wire or phone collect. N. ¥Y.—COrtland 7-9909, 
N. J.—Bigelow 3-2577. Our sales force sells to 
SYNDICATES, DRUG & AUTO CHAINS—HARD- 
WARE, HOUSEWARE & RACK Wholesalers— 
GARDEN SUPPLY, PARTY & CLUB PLANS and 


increase 
& WN. J 


other volume buyers. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOCIATES 
562 Clinton Ave., Newark 8, New Jersey 


O H I O-MICHIGAN-INDIANA-KENTUC* 
CAPABLE, AGGRESSIVE, SALES REPRE- 
SENTATIVES, AVAILABLE, to a _ reputable 
manufacturer of a hardware or houseware line 
We are firmly established with three leading lines 
and favorably known to the trade. Address: Box 
916, care of Harpware AGez, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


MANUFACTURERS REPRESENTATIVES 
COVERING OHIO AND WESTERN PENNA. 
desire additional A-1 Line to sell to Wholesale 
Hardware trade. References on request. Address: 
Box 928, care of Harpware, Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


ROCKY MOUNTAIN STATES’ REPRE- 
SENTATIVE, young and aggressive with eight 
years agency experience, desires select quality 
line. I will guarantee your product will person- 
ally be presented, together with sample demon- 
stration, to gay | potential wholesale customer in 
this territory. Inquiries will receive a prompt 
reply. P. O. Box 647, Boulder, Colorado. 

















ADDITIONAL ITEMS WANTED 


If you manufacture an item which can be sold 
through House Furnishing Division of Hardware 
Jobbers, and wish to join forces with a Company 
which has national distribution, give us complete 
— of item or items with present distribution 
volume. 


Address Box 910, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 











WANT MORE GOOD LINES 


Now selling direct more than one hundred 
best retail hardware stores in Southern 
California. Consider only items of quality, 
domestic and import. Some missionary 
work O.K. 


H. M. Schiffman, 163 WN. Fair Oaks Ave. 


Pasadena 1, Calif. 














FLORIDA SALES: Wanted one high volume 
line. Will give statewide coverage, including de- 
tail work with jobber salesman, also sales meet- 
ings. Have been calling on Florida hardware and 
allied lines for years. Address: Box 1001, care 
of HarpwareE Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES RETAIL HARDWARE AND LUM.- 
BER, ETC. OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states, is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
“order takers” but professional salesmen who wil! 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services als: 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing facil- 
ities available. Address: Birkbeck Brothers, Inc., 
70 North York Road, Willow Grove, Penna. 





WEST COAST SALES ORGANIZATION 
newly reorganized looking for potentially volume 
sales items in the hardware, mill supply or garden 
supply fields. Established for past 12 years and 
covering states of California, Oregon and Wash- 
ington. Warehouse facilities available. Address: 
Walter Industries, Inc., 725 Second Street, San 
Francisco, Calif. 


SUCCESSFUL MANUFACTURER EX 
PORTER of kerosene and gasoline appliances, 
seeks additional lines to export through own 
branches and resident salesmen. We assume re 
sponsibility export details, financing, etc. You 
handle as domestic account. S. F. Appliances 
Ltd., 110 Newman Street So., Hackensack. New 
Jersey. 


NORTHERN CALIFORNIA 








MANUFAC. 


TURERS REPRESENTATIVE established in 
San Francisco, 5 years, now selling items to vir- 
tually all wholesale Hardware Jobbers also to 
Industrial and Builders Contract Hardware out- 
lets in this territory desires additional lines. Ad- 
dress: Box 1002, care of HarpwAre Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 
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Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
lia..e and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














HARDW ARE—Modern store, completely equip- 
ped, electrical appliances, housewares, plum)ing 
supplies, gift department, paints, electrical con- 
tracting; Building has two beautiful apartments: 
garage and warehouse building; Main street loca- 
tion; 40 miles south of Albany, New York. Price 
$70,000 including property. onderful opportu- 
nity for right person. Address: Box 850, care of 
Harpwarke Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 








HARDWARE STORE $75,000.00 
BEDFORD AVENUE, BROOKLYN, NEW YORK 


Annual Gross $156,000.60 Retail and Whele- 
sale. Established over 25 years. Real Estate, 
Stores and Apartments included. Real op- 
portunity for qualified person. 


Address Box 1007, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SPECIAL TRIAL ASSORTMENT! One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 


GOOD HARDWARE BUSINESS IN SMALL 
TOWN, large trade territory. Good brick building. 
3000 sq. ft. floor space. Paint, floor covering, 
housewares, appliances, bottle gas, farm sup. 
plies, and tools. Good money maker every year. 
Business can be expanded. Tuthill Hardware. 
Cogswell, No. Dakota. 





equipped, present sales 
crease, Northeast Ohio city, rent $85, room for 
expansion, priced to sell at $10,000. Apple Com- 
pany, 


HARDWARE, same owner 6 years, completely 
$1,000 month, can in- 


Brokers, 1836 Euclid, Cleveland, Ohio. 
RENT, STORE BUILDING, 25’ x 152’. Ex- 





cellent downtown location, four selling floors with 
elevator. — 
parking in the 


Good condition. Now unoccupied. Boro 
rear. Owners are co-operative 
Phoenixville, Pa. Wellington 


Berger Brothers, 


3-2766. 





Help Wanted 








HARDWARE MEN 


We are looking for men for a business 
selling Industrial Supplies, Contractors 
Supplies and Builders Hardware in the 
Chicago area for 35 years. We have 
growing pains. If you are an outside 
salesman, general all round inside man, 
B. H. stock and layout man, contact us. 
All replies held confidential. Our peo- 
ple know of this ad. State full particu- 
lars on yourself and background in 
first letter. 


Address Box 10/0, care of HAROWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











FOR SALE OR LEASE 


Hardware—Lumber—Building Materials—Coal Yard— 
Paints—Seeds—Appliances—Shop Work—7 buildings 
located in busiest intersection of booming western 
North Carolina. Established 12 years. 1956 sales 
$190,000. Will lease at $500 per month, plus inven- 
tory price, less 20% or $66,200 or sell all for $156, 200. 
Easy terms. Owner wishes to retire. 


Write Harrison Reed, Cullowhee, N. C. 























SALES POSITION OPEN for a steady man 
between 30 and 40 years, experienced in com- 
posing effective sales letters, advertising, and 
sales promotion of first-quality hardware. Good 
personality for meeting with leading hardware 
wholesalers and their salesmen. Would be in home 
office mostly. Only men with these qualifications 
will be considered. Please name former positions, 
length of time and duties in each, salary expected, 
snapshot and rsonal information in confidence 
to Sennbdant. estwing Mfg. Co., Rockford, Ill.. 
leaders in “UNBREAKABLE” hammers and 
hatchets for 35 years. 


MANAGERS AND ASSISTANT MANA- 
GERS for large retail hardware in the San 
Fernando Valley—20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40, wanted 
tc manage hardware, paint, housewares, electrical, 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round summer. Write full 
details to Box 830, care of Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








Positions Wanted 


WHOLESALE SALESMAN DESIRES CON. 
NECTION WITH MANUFACTURER calling 
on distributors and retailers in the Ohio and sur- 
rounding area. Eleven years experience calling on 
retail hardware, sporting goods, lumber and ap- 
pliance dealers. anagement experience in retail 
and wholesale operations. Address: Box 904, care 
of Harpware Ace, Chestnut & 56th Sts., Phila. 
delphia 39, Pa. 


FACTORY REPRESENTATIVE DESIRES 
CHANGE—30 years of age, married with family 
Six years experience power, hand, and precision 
tool selling, calling upon hardware, industrial 
and mill supply jobbers—proven results. Salary 
requirements—$10,000 yearly. Presently employed 
by national manufacturer covering Va., i. aes 
S. C. Address: Box 1009, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39. Pa 











FOR SALE OLD ESTABLISHED HARD. 
WARE FIRM located in south central Florida 
best location in town, complete line of clean gen- 
eral hardware mdse. Lease can be obtained on 
building. Takes $45,000.00 to handle. Address: 
Box 1005, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





_ FOR SALE HARDWARE STORE long estab- 
lished in fine community, tools, paints, electrical, 
plumbing, housewares. Present owner here twelve 
years, owns store and house. Will sell or lease. 
Inventory at cost, flexible arrangements, owner 
to retire. IT amd G Hardware, Fred Ivett, 5158 
York Bivd., Los Angeles, Calif. 














NEED A GOOD MERCHANDISE MAN. 
AGER? Extensive experience in buying and 
merchandise hand and power tools, builders’ hard- 
ware, mill supplies, lawn and garden supplies, 
housewares. Wide factory contacts and long ex- 
perience wholesale hardware. Address: Box 920, 
care of Harpware Ace, Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


EXPERIENCED SALESMAN IN HARD- 
WARE, Plumbing and Related items to represent 
manufacturer or wholesaler in Central Penna. 
area. All building materials considered. Address: 
Box 1014, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 














TURN THIS DEAD 


VANIZED STEEL, 





WE ARE BUYING—SCREEN WIRE CLOTH 


WHY CARRY OVER SCREEN CLOTH TILL NEXT YEAR? 
MERCHANDISE INTO CASH! 


We can use any quantity of screen wire cloth (part or full rolls) 
or PLASTIC; HARDWARE CLOTH: 
Send list of what you have and lowest prices you will accept to: 


A-Z HARDWARE CO., 27 North 2nd St., Phila. 6, Pa. 


in ALUMENUM, BRONZE, GAL- 
POULTRY WIRE; and FENCE WIRE. 
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to help you sell! 


This ad in POPULAR MECHANICS 
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They re Needed NOW 


Over 20,000,000 gunners, eagerly wait- 
ing for the game season to open, are 
beginning to get their guns ‘in shape” 
right now. Set your stock of Hoppe 
Products up front. Get your share of 
this tremendous market. If your supply 
of any Hoppe Product is low phone 
your jobber immediately. 


Frank A. Hoppe, Inc. 


2314A North 8th St. Philadelphia 33, Penna. 














INCREASE YOUR SALES-DOLLAR- 
VOLUME 


INSTANTLY with 
the NEW, 


Sensational 









cut Latex (oncrete 
REPAIR-TOPPING-WELDING 

REVOLUTIONIZES cement and ma- 
sonry repairs — ELIMINATES the 
CHIPPING or ROUGHENING, 
PRIMING ond CURING fthof are 
necessary with ordinary cement 
patching moteria/s. 

Whot's more it is applied as THIN 
os 1/16" or more than 1° whatever 
thickness needed. 





A terrific 


tractor hom owners, 
Sa tag eres, ene on, 
ix-lt-Your- ormers, mainte e me 















of dollars in concrete replacement 
ond repoirs. 


AVAILABLE IN 3 SIZES 
SMALL KIT — 8 /bs. CONTRACTORS UNIT 
(sufficient to repair 50 52 Ib. drum & 


to 150 ft. of average Includes 40 Ibs. powder 


self’’ market 





cracks) mix, f lion | 
i gallon latex mix- 

LIST PRICE ... $2.95 er. ‘ Sufficient to cover 
LARGE KIT — 14 /bs. approx. 100 sq. ff. 

(double size) 1/16" thick. 

LIST PRICE ... $4.95 LIST PRICE ..$10.00 

BOTH KITS include powder mix, liquid ALL PRICES 
rubber latex ond a trowel FOB-CHICAGO 










See us in N.Y. 
Booth 697 





See your wholesale supplier er 
or write today for complete dete 





<The CAMP COMPANY, Jac. > (0G 


235 








Vdlecey oo) THE VERSATILE. FAST SELLING SMALL TOO! Tr ou ii seeeenineninn 


2 CULVER STREET, PROVIDENCE 5, R. I. 
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Tiny Drill and Awl Tool Set — only one of 
many in Moody line — all are attractively 
merchandised top quality, fast selling tiny 
tools. Get them in stock now. 


Old Fashioned Cork Screw. Aluminum 
handle. Merchandised in two ways: CS-) 
individually carded 12 to a carton, CS-12 
12 to a hang-up impulse selling card. 


Assorted Moody Kits small tool sets. En- 
able you to discover best sellers for your 
store. 5 Kits on this display. All display 
pieces, prices and order combination details 
in catalog. 


Write today for NEW tell-all catalog. 
Buy complete line from your Jobber. 





Foam 


4|MARSHALLTOWN 
J 


MARSHALLTOWN TROWEL COMPANY «© MARSHALLTOWN, IOWA 


PAPER AND PLASTIC DROPCLOTHS | cpm 
Retail price (PAPER) 59¢ and Up | po! 
> MAY-CREPE) Retail price (PLASTIC) 89c and Up 43 


(PRONOUNCED == 


Ae oa 


Interested HARDWARE DISTRIBUTORS contact . DC Mas Ma- Crepe 4 DURHAM. N.C. 


COMPOUND LEVER 
BARTLE METAL SNIPS 
“atte pea 


all. Capacities guaran- 
teed up to I8 gauge. 

















3 Times Cutting 
Power Of Ordinary 


\ 
Shears KEY BAK key reel sells because handymen want it! KEY- 


BAK is pocke?-watch size, sturdily constructed. Attached to 
r = the beh, it carries the keys on a 24” long stainless steel 
FULLY GUARANTEED chain. Swedish clock spring reels keys in; 
N ee keeps them safely at the wearer's side. 
GUARANTEED! A wonderful self-selling 

counter item. ORDER TODAY! Retail... KEY-BAK is nationally of 


$2.95... If your jobber can’t supply you vertised in such 
write direct to: as POPULAR MECHANICS, 


BARTLETT MFG. CO. ——— a 


SPORTS AFIELD, ete. 
3034 E. Grand Bivd. Detroit 2, Mich. 


LUMMIS MFG CO., PASADENA 68.. CALIF 


Write Dept. 34 for new catalog illustrat- 
ing all metal shears. 




















Genuine 
Original 


Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


One Set of 4 : Contains | doz. cards of either %", %"" or I" DOMES. DOMES hove 


on a 3-Color Card —— point nail. Case hardened steel, burnished nickel plated mirror 


Agee de ’ Both Container and Cards in 3 COLORS 


Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 











HARDWARE AGE, OCTOBER 10, 1957 













NOW Red Devi ADDS 


PER 


RED-HOT LINE 
















AND GLAZIERS TOOLS 
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Your Cost List 











Each Price 

‘ em =—Ss«éPuttty: Knives % doz. P-13—1%” FV Flexible $ .5] $ .85 

Order This NEW A-20 ‘i, Ye doz. P-13—1%” SV Stiff A5 75 
Display Assortment . 

omen Vase ge Wall Scrapers '% doz. P-13—3” FV Flexible 75 1.25 

Vu 8 . 

Wholesaler Today Ye doz. P-13 — 3” SV Stiff 69 1.15 

Broad Knife “% doz. P-13— 5” FV Flexible 1.14 1.90 

Shipped complete with A-20 Total list price $32.25 

metal display rack pictured. Your cost 19.35 


Height overall 28’. Ship- 


ping weight 1312 Ibs. Your promt $12.90 








When ordering back-up stock for this unit, use identification 
numbers above to be sure of getting carded knives. 


Red Devil Tools. 


Union, N. J. ¢ U.S. A. 












New! 
BOSS 










GAS 


Cook Stoves 


Open view showing 
storage space for 
oven and other 


utensils. Announcing . . . two all-new modern BOSS Gas Cook Stoves 
that will literally sell-on-sight. Your customers will recognize 
these features the first time you display them: 


e Cast Burners with Universal Adjustable Valve 
for Bottled, Natural and Manufactured Gas. 


» Burners and Stoves AGA approved. 


e Modern rounded corner design. ..engineered, 
styled and priced to please everyone. 


CLOSED CABINET MODEL 


Gleaming white porcelain top ... body parts 
baked white enamel... handy shelf splasher for 
condiments, etc. ...two door enclosed utility 
storage space for portable oven and cooking 
utensils 


OPEN CABINET MODEL 


Spreckled porcelain top ... body parts baked 
white enamel . .. spacious utensil shelf and 
splasher back 


Show your customers these econom- 
ical BOSS Cook Stoves. They’re 
built right and priced right to meet 
every need or budget. 


Be sure of Sales . . . positive of 
Profits. Write, wire or phone for new 
literature and prices. 


THE HUENEFELD 
CINCINNATI 25, OHIO, U.S.A. 
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